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Cisco  to  raise 
router  bar  to 
gigabit  speeds 


By  Jim  Duffy 

San  Jose,  Calif. 

During  the  next  two  years, 
Cisco  Systems,  Inc.  plans  to  offer 
routers  that  support  multigiga¬ 
bit  backbone  links  and  ensure 
packet  integrity 
even  for  transmis¬ 
sions  that  span 
the  globe. 

A  top  Cisco 
official  revealed 
this  and  gave 
other  glimpses 
into  the  compa-  Marshall  says 
ny’s  high-end 
routing  direction 
—  as  well  as  dis¬ 
cussed  the  fate  of 
its  widely  installed  7000  line  — 
during  an  exclusive  briefing 
here. 

The  company  is  looking  to 
jack  up  the  speeds  supported  by 
its  routers  to  accommodate 
growing  network  traffic  result¬ 
ing  from  Internet  access  and 
other  applications,  said  Frank 
Marshall,  vice  president  and  gen¬ 
eral  manager  of  Cisco’s  Core 
See  Cisco,  page  16 


the  company ’s 
routers  will 
support  OC-48 
links. 


Microsoft  previews  new  NT  wares 


NT  5.0  directory,  security  and  management  tools  shown. 


Version  4. 0  of  NT  Web  server  to  be  faster  and  more  secure. 


By  Christine  Burns 

Long  Beach,  Calif. 

Microsoft  Corp.  last  week 
gave  customers  a  sneak  peek  at  a 
revised  Windows  NT  Server  that 
is  better  equipped  to  handle 
enterprise  network  demands. 

The  company  gave  away  pre¬ 
view  copies  —  comprising  mostly 
alpha  code  —  of  Windows  NT 
Server  5.0  distributed  directory, 
security  and  management  ser¬ 
vices  to  3,500  attendees  at  its  Pro¬ 
fessional  Developers  Confer¬ 
ence  here. 

‘  ‘The  industry  has  always  seen 
NT  as  a  good  application  server, 
Web  server  and  communications 
server,  but  with  these  new  ser¬ 
vices,  NT  is  going  to  evolve  into  a 
fundamental  part  of  the  distrib¬ 
uted  network  fabric,”  said  Jim 
Allchin,  senior  vice  president  of 
Microsoft’s  Desktop  and  Busi¬ 
ness  Systems  Division. 

While  these  pre-beta  versions 
of  NT  5.0  services  have  limited 
feature  sets  and  run  on  NT  4.0, 
Allchin  said  they  give  customers 
a  feel  for  how  much  more  man¬ 
ageable,  scalable  and  secure  dis¬ 
tributed  Windows  NT  networks 
will  be  in  the  future.  For  exam- 


1NSIDE  NT  5.0 

Microsoft  Senior 
Vice  President  Jim 
Allchin  previewed: 

Active 
Directory  - 

Provides  end 
users  with  a  single 
logon  to  network  resources;  can  hold 
as  many  as  10  million  objects  per 
directory  store  and  present  them  via  a 
hierarchical  view. 

Microsoft  Common  Console  - 
Distributed  NT  Server  management 
framework  encompassing  Systems 
Management  Server  and  other 
applications. 

Security  services - 
Private  and  public  key  authentication, 
includes  Kerberos  and  X.509  key 
certificate  support. 

pie,  the  new  Active  Directory  can 
handle  up  to  10  million  objects 
—  such  as  end-user  profiles  and 
ActiveX  application  compo¬ 
nents —  per  directory  store. 

The  cornerstone  of  Micro¬ 
soft’s  distributed  network  strat- 
See  NT,  page  68 


By  Christine  Burns 
and  Carol  Sliwa 

Long  Beach,  Calif. 

Moving  at  Internet  speed, 
Microsoft  Corp.  last  week  gave 
developers  an  early  look  at  its 
next  Windows  NT-based  Web 
server  release  — just  one  week 
after  rolling  out  final  beta  soft¬ 
ware  for  Internet  Information 
Server  (IIS)  3.0. 

Microsoft’s  initial  plans  for 
IIS  4.0,  code-named  K-2,  are  to 
make  it  run  faster,  work  better 


with  X.509  security  certificates, 
and  support  Internet  standards 
such  as  HTTP  1.1  and  Secure 
Sockets  Layer  3.0,  said  IIS  lead 
program  manager  Cameron 
Ferroni. 

Other  sources  at  Microsoft’s 
Professional  Developers  Confer¬ 
ence  here  said  the  Web  server 
will  also  better  meet  the  needs  of 
large  customers  and  include 
improved  monitoring,  analysis 
and  configuration  tools. 

See  IIS,  page  1 6 


GROWING  UP  FAST 

The  evolution  of  Microsoft’s  Internet  Information  Server  (IIS) 


Feb.  12 -Version  1.0 

Web,  FTP  and  Gopher  services;  CGI  and 
Perl  script  support;  Secure  Sockets  Layer 
(SSL)  1.0. 


Nov.  1  -  Version  3.0  (beta) 

Active  Server  Pages;  Java  Virtual 
Machine;  SSL  3.0  support; 
NetShow  streaming  media. 


July  31 -Version  2.0 

Integration  with  Windows  NT  Server; 
faster  performance;  FrontPage;  HTML 
administration  tool;  Index  Server  1.0. 


Nov.  4  -  Version  4.0  (alpha) 

Performance  improvements;  Integration 
with  Windows  NT  5.0  Directory  Services; 
HTTP  1.1  support. 


BT-MCI  deal  whets  desire  for  change 


Developers  flock  to  Domino 

By  Barb  Cole 

Anaheim,  Calif. 

Funny  thing  about  Lotus 
Development  Corp.’s  inaugural 
Domino  Web  Developer’s  Con¬ 
ference  here  last  week:  Many  of 
the  1,500  attendees  had  never 
developed  a  Notes  application. 

But  that’s  just  fine  with  Lotus 
executives,  who  once  viewed 
Domino  as  just  a  Web  add-on  for 
Notes.  They  now  see  it  as  a  bridge 


from  Lotus’  proprietary  group- 
ware  community  to  the  wide 
world  of  corporate  intranets 
based  on  Web  standards. 

With  this  in  mind,  the  com¬ 
pany  sketched  out  plans  to 
support  Java  as  a  means  to 
improve  Domino’s  application 
development  capabilities  and 
enhance  Web  clients  with  Notes¬ 
like  features. 

See  Domino,  page  14 


By  David  Rohde  and  Tim  Greene 

New  York 

The  names  are  different,  but  skeptical  net¬ 
work  managers  fear  the  results  will  be  the  same. 

In  offering  $21  billion  to  take  over  MCI 
Communications  Corp. ,  British  Telecommuni¬ 
cations  pic  is  promising  a  combined  company 
that  will  better  meet  customer  needs  by  offer¬ 
ing  local,  long-distance  and  international  ser¬ 
vice  in  one  package. 

Yet  with  new  rules  for  competition  bottled 
up  in  the  federal  courts  and  carriers  still  pull¬ 
ing  together  international  alliances  and  billing 
systems,  customers  wonder  how  soon  the  BT- 
MCI  deal  and  other  significant  changes  to  the 
telecommunications  market  will  benefit  them. 

‘  ‘  One  of  the  disappointments  this  year  is 
that  we’re  not  getting  [more]  competition  as 
fast  as  we  expected  it,”  said  Matthew  O’Brien, 
president  of  the  Communications  Managers 
Association  (CMA). 

And  so  much  for  one-stop  shopping. 
O’Brien  said  one  CMA  member  already  com¬ 
plained  thatwhen  it  bought  AT&T  local  service 
in  Chicago  as  a  resold  Ameri tech  Corp.  line,  it 


was  referred  by  AT  &T  to  Ameritech  when  a 
problem  arose. 

BT  and  MCI  in  Concert 

The  BT-MCI  deal — which  would  raise  BT’s 
share  of  the  U.S.  carrier  from  its  current  20%  to 
100%  —  is  the  latest  in  a  series  of  events  reshap- 

See  BT-MCI,  page  69 


^  &  The  latest  MCI  financial  and  stock  news 
Q  Overviews  of  earlier  MCI-BT  joint  ventures 


^7  €>  AT&T’s  take  on  the  merger 
«=»-  Enter  the  number  above  in  the 
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Introducing  the 
PowerEdge  2100: 
Redefining  the 
entry-level  server. 
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tNon-discountable  promotional  price,  t For  a  complete  copy  of  our  limited  warranties,  please  write  Dell  USA  L.P.,  2214  W.  Braker  Lane,  Suite  D,  Austin,  TX  78758.  ‘Prices  and  specifications  valid  in  the  U  S.  only  and  subject  to  change  without  notice.  Microsoft.  Windows,  and 
trademarks  and  the  Intel  LANDesk  logo  is  a  trademark  of  Intel  Corporation.  3Com  is  a  registered  trademark  of  3Com  Corporation.  aOn-site  service  provided  by  Digital  Equipment  Corporation  and  is  available  in  29  metropolitan  areas.  For  more  information  call  Dell's  TechFax*  line  at  1-800-950-1329. 
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The  following  could  be  considered  insider  information.  Run  with  it. 

•  Dell  is  ranked  fifth  in  US  server  market  share  •  92%  of  Dells  $5.8  billion  revenues  come  from  businesses 

•  Dell  servers  are  builtin  a  dedicated  ISO  9002  serverfactory  and  government  agencies 

•  Mission-critical  server  support  is  provided  7  x  24  •  5  of  the  6  largest  automobile  makers  buy  from  Dell 

•  5  of  the  top  6  software  makers  buy  Dell  servers  •  4  of  the  5  largest  mutual  insurance  companies  buy  from  Dell  . 

•  5  of  the  Big  Six  accounting  firms  buy  from  Dell 


•  7  x  24  Dedicated  Server  Hardware 
Technical  Support 


$3799 


Product  Code:  200143 


$4399 

Product  Code:  200144 


DELL  POWEREDGE  2100  SERVER 

180MHz  PENTIUM  PRO  PROCESSOR 

•  256KB  Integrated  L2  Cache 

•  128MB  ECC  EDO  Memory  (512MB  Max.) 

•  Integrated  Adaptec  7880  PCI  Ultra/Wide 
SCSI-3  Controller 

•  Three  4GB  Fast/Wide  SCSI-2  Hard  Drives 

•  8X  SCSI  CD-ROM  Drive 

•  3Com  10/100  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2.5x 

•  Includes  Microsoft  Windows  NT  Server 
at  no  additional  charge  through  12/31/96! 

•  3  Year  Warranty  including  1  Year  NBD 
On-site  Service 


•  7  x  24  Dedicated  Server  Hardware 
Technical  Support 

$6999 

Product  Code:  200162 


CUSTOMIZE  ANY  OF  THESE  SYSTEMS  WITH  THE  FOLLOWING  UPGRADES: 


★  Add  a  14LS  Monitor  (13.2"  v.i.s.,  .28NI) 
for  $274. 

+Add  a  15LS  Monitor  (13.7"  v.i.s.,  .26NI) 
for  $349. 

*  Add  a  4/8GB  SCSI  DAT  Tape  Back-up 
for  $998 


*  Upgrade  to  3  Years  Next  Business  Day 
On-site  Service  for  $99. 

*  Add  DirectLine  Network  OS  Support 
(1-Yr/5  Resolutions)  for  $399. 

*  Upgrade  to  3  Years  of  4  Hour  Response 
Service  (5x10)  for  $1199. 


D6LL 

800-437-0201 

http://www.dell.com 

Mon-Fri  7am-9pm  CT •  Sat  10am-6pm  CT •  Sun  12pm-5pm 
In  Canada?  call  800-839-0148 


7  x  24  Dedicated  Server  Hardware 
Technical  Support 


DELL  POWEREDGE  2100  SERVER 

180MHz  PENTIUM  PRO  PROCESSOR 

•  256KB  Integrated  L2  Cache 

•  128MB  ECC  EDO  Memory  (512MB  Max.) 

•  Integrated  Adaptec  7880  PCI  Ultra/Wide 
SCSI-3  Controller 

•  Two  4GB  Fast/Wide  SCSI-2  Hard  Drives 

•  8X  SCSI  CD-ROM  Drive 

•  3Com  10/100  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2.5x 

•  Includes  Microsoft  Windows  NT  Server 
at  no  additional  charge  through  12/31/96! 

•  3  Year  Warranty  including  1  Year  NBD 
On-site  Service 


$5799 


DELL'  POWEREDGE"  2100  SERVER 

180MHz  PENTIUM*  PRO  PROCESSOR 

•  256KB  Integrated  L2  Cache 

•  32MB  ECC  EDO  Memory  (512MB  Max.) 

•  Integrated  Adaptec  7880  PCI  Ultra/Wide 
SCSI-3  Controller 

•  2GB  Fast/Wide  SCSI-2  Hard  Drive 

•  8X  SCSI  CD-ROM  Drive 

•  3Com®  10/100  PCI  Ethernet  Adapter 

•  Intel®  LANDesk™  Server  Manager  v2.5x 

•  Includes  Microsoft®  Windows  NT®  Server 
at  no  additional  charge  through  12/31/96! 

•  3  Year  Warranty’  including  1  Year  NBD 
On-sitea  Service 


DELL  POWEREDGE  2100  SERVER 

180MHz  PENTIUM  PRO  PROCESSOR 

•  256KB  Integrated  L2  Cache 

•  64MB  ECC  EDO  Memory  (512MB  Max.) 

•  Integrated  Adaptec  7880  PCI  Ultra/Wide 
SCSI-3  Controller 

•  4GB  Fast/Wide  SCSI-2  Hard  Drive 

•  8X  SCSI  CD-ROM  Drive 

•  3Com  10/100  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2.5x 

•  Includes  Microsoft  Windows  NT  Server 
at  no  additional  charge  through  12/31/96! 

•  3  Year  Warranty  including  1  Year  NBD 
On-site  Service 


7  x  24  Dedicated  Server  Hardware 
Technical  Support 


Product  Code:  200145 


Windows  NT  are  registered  trademarks  of  Microsoft  Corporation.  Intel,  the  Intel  Inside  logo  and  Pentium  are  registered 
I  ©1996  Oell  Computer  Corporation.  All  rights  reserved. 


POWEREDGE  2100  SERVER:  SMALL  INVESTMENT.  BIG  RETURNS. 

No  question,  the  2100  is  one  serious  server.  Its  Pentium®  Pro  processor-based  performance  speaks 
for  itself.  Its  Ultra/Wide  SCSI  controller  speeds  up  hard-drive  access.  And,  its  server  management 
helps  maximize  uptime.  So  don't  let  the  low  cost  fool  you.  The  2100  will  pay  you  huge  dividends. 
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SPECIAL  FOCUS:  SERVERS 

Enhancements  from  Intel  promise  to 
keep  the  Pentium  Pro  processor  in  step 
with  emerging  applications.  Page  28.  % 


News 

6  Oracle’s  Network  Computer 
explores  the  realm  of  net¬ 
worked  servers. 

6  Tandem,  Pyra¬ 
mid  team 

to  cluster 
Unix  and 
NT  servers. 

8  3Com  introduces  ATM 

WAN  gear  for  small 
offices. 


8  Gigabit  Ethernet  standard 
group  eliminates  an 
obstacle. 

8  Shareholders  and  users 
ponder  Banyan’s  future. 

12  NetBuzz  captures  the  allure  of 
Comdex  and  informs  you 
about  companies  that  zap 
news  broadcasts  to  your  PC. 

12  HPgetsOpenViewmanage- 
ment  tools  in  sync. 

12  Dataware  unveils  HTML/CD- 
ROM  publishing  manager. 

14  A  small  company  that  created  a 
stir  with  talk  of  unifying  direc¬ 
tories  is  gearing  up  to  ship  its 
meta  directory  software. 

16  Digital  rounds  out  Prioris  server 
line  with  Pentium  box. 

WANs  &  Internetworking 

17  Softmodems  are  about  to 
hit  the  big  time. 

17  Lastest  release  of  Remedy  tool 
helps  users  consolidate  their 
internal  help  desk  operations. 

Carrier  Services 

19  ’Net-based  conferencing  and 

mailbox  service  to  debut. 

19  FCC  tells  carriers  and  custom¬ 
ers  not  to  look  at  improving 
their  positions  in  the  wake  of 
tariff  abolishment. 

Local  Networks 

23  Dell  revs  up  network-ready  PCs 
in  the  face  of  network  com¬ 
puter  hype. 

23  3Com  attacks  remote  access 
market  with  aggressively 
priced  router. 

23  NCR  eyes  sewer  market. 


Oracle's  Baker 


FILLING 
THE  GAP 

Oracle  announcements  shed 
light  on  a  little-discussed 
aspect  of  network  computers 
networked  servers.  Page  6. 
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Cisco  is  vying  to  take 
overthe  world.  Page  40. 

Client/Server 

Applications 

29  WebRow  upgrades  its 

Web-based  groupware 
suite. 

29  Maplnfo  unfolds  mapping 
software  for  client/ 
server  applications . 


Intranets  &  the ’Net 

33  Sun’s  vice  president  of  mar¬ 
keting  discussesjava’s 

impact  on  the  industry 
and  theJavaStation  NC. 

33  Sun  introduces  its  way  of  Java¬ 
enabling  legacy  applications. 


Technology  Update 

37  Online  business  environments 
spruced  up  by  3-D  multiuser 
applications. 


Management  Strategies 

56  Job  hunters  and  hiring  managers 

must  remember  to  mind  their 
manners. 


Opinions 

18  KevinTollywantstobringback 
the  service-level  agreement. 

24  Dave  Kearns  isn’tsold  on  Micro¬ 
soft’s  new  Merchant  Server. 

32  Daniel  Blum  warns  customers 
not  to  overlook  what  a  good 
messaging  switch  can  do. 

36  Scott  Bradner  teaches  readers 
about  a  lesson  almost  learned. 

40  Editorial:  Keep  an  eye  on 

Ungermann  and  First  Virtual. 

40  Mary  Petrosky:  Cisco  pursues 
a  vision  of  being  all  things 
to  all  users. 

41  Jeffrey  Kaplan:  How  to  make 
SLAs  work  for  you. 

70  Dave  Buerger:  How  a  lowly 
API  is  changing  life  in  the 
networked  world. 

70  Mark  Gibbs:  A  Brit  declares:  Give 
me  telecom  or  give  me  death. 


F  E  AT  U 

Special  Section:  To  become 
the  architect  of  a  great 
outsourcing  deal,  turn  to 
our  special  section  where 
you’ll  find  a  batch  of  stories 
on  how  to  identify  the  ,  % 

players  in  the  market, 
match  those  players  to  your 
needs  and  properly  manage 
that  relationship.  Page  43. 


To  quickly  get  to  any  online  info  referenced 
in  Network  World,  type  its 
DocFinder  number  in  the 
input  box  on  our 
home  page. 


This  Week 


News+ 

NEW!  We’re  expanding  our  daily  news  coverage. 
Now,  in  addition  to  a  daily  digest  of  key  net¬ 
working  news,  look  to  NetFlash  for  in-depth 
reporting  and  analysis  of  major  stories. 

Internet  vs.  telcos.  Read  our  exclusive  online 
report  about  a  growing  effort  by  phone 
companies  to  charge  Internet  service  providers 
more  because  they  may  be  overloading  local 
phone  switches  -  a  concern  the  FCC  says  may 
be  overblown.  DocFinder:  5012. 

Directories.  Dig  into  Microsoft’s  upcoming 
Active  Directory  with  detailed  explanations  of 
the  components  of  its  architecture  and  APIs. 

DocFinder:  5011. 

Web  servers.  Grab  overviews  and  primers  on 
HTTP  1.1,  SSL3.0,X.509  and  other  protocols 
Microsoft  says  it  will  embed  in  the  next  version 
of  its  Internet  Information  Server. 

DocFinder:  5010. 

Notes.  With  Lotus  planning  Java  support  for 
Notes  servers,  take  a  look  at  primers  that  explain 
JavaBeans  and  related  Java  topics. 

DocFinder:  5014. 

Modems.  Several  vendors  say  they  can  cut 
modem  costs  and  make  the  devices  easier  to 
upgrade  by  using  software  instead  of  hardware. 
Read  white  papers  on  these  softmodems. 

DocFinder:  5004. 


NetRef 


■  Outsourcing.  Download  a  copy  of  the  chart  that 
accompanies  our  outsourcing  Buyer’s  Guide 
(page  43).  It's  available  in  both  Word  for 
Windows  6.0  and  Adobe  Acrobat  formats. 

DocFinder:  5001. 
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iism  briefs,  November  11, 1996 


Oracle  sheds  light  on  net  computers 


IBM  gets  down  to  E-Business 

P  IBM  this  week  will  hold  its  E-Business 
day  in  New  York,  showcasing  Web,  Java, 
electronic  wallet  and  cryptolope  products 
it  uses  to  meet  customers’  electronic  com¬ 
merce  needs.  Presentations  will  be  made 
by  Irving  Wladawsky-Berger,  general  man¬ 
ager  of  IBM’s  Internet  Division,  among 
others.  Representatives  from  Charles 
Schwab  &  Company,  Inc.,  Knight-Ridder, 

Inc.  and  other  customers  are  expected  to 
be  on  hand. 

Separately,  IBM  last  week  said  it  has 
licensed  the  java  operating  system  from  Sun  Microsystems,  Inc.’s 
JavaSoft  division  in  order  to  have  the  option  of  offering  it  in  future 
network  computers.  IBM  also  licensed  theJavaSoft  HotBrowser — 
a  specialized  browser  that  developers  can  use  to  accessjava  applets 
and  applications  —  to  evaluate  it  as  a  future  offering. 

Novell  makes  NT  connection 

■  Novell,  Inc.  last  week  announced  availability  of  its  IntranetWare 
Client  for  Windows  NT,  which  synchronizes  NT  3.X  and  4.0  work¬ 
station  user  names  and  passwords  with  Novell  Directory  Services 
(NDS) .  This  gives  end  users  single  logon  access  to  all  network  ser¬ 
vices.  The  client  includes  support  for  a  new  version  of  Novell’s 
Application  Launcher  (NAL)  technology,  which  lets  users  launch 
applications  from  a  server  regardless  of  their  locauon  and  allows 
administrators  to  centrally  control  those  applications.  The 
client  also  supports  Novell's  new  Workstation  Manager,  which  lets 
an  administrator  centrally  manage  NT  workstations  through 
NDS. 

Tag  Switching,  you’re  it 

■  The  Tag  Switching  meeting  hosted  by  Cisco  Systems,  Inc.  last 
week  drew  70  participants,  including  representatives  from  AT&T, 
IBM,  Bay  Networks,  Inc.,  Cabletron  Systems,  Inc.,  Cascade  Com¬ 
munications  Corp.,  FORE  Systems,  Inc.  and  3Com  Corp.  These 
companies  “expressed  interest  in  working  with  Cisco”  to  stan¬ 
dardize  and  implement  Tag  Switching,  Cisco’s  scheme  for  increas¬ 
ing  IF  network  performance,  a  company  spokesman  said. 

Meanwhile,  in  the  never-ending  Cisco/Cabletron  Internet¬ 
work  Operating  System  (IOS)  licensing  saga,  rumors  speculate 
that  Cabletron  has  to  publicly  endorse  Tag  Switching  before  Cisco 
reinstates  its  license  for  Cisco’s  routing  software.  No  word  was 
available  as  of  press  time  on  whether  Cabletron  will  bite. 

Shoot-out  gets  shot 

■  The  “shoot-out”  between  leadingenterprise  management  plat¬ 
forms,  orchestrated  by  the  Enterprise  Management  Institute  at  its 
annual  Summit  conference,  has  been  scrapped.  Vendors  felt 
attendance  was  too  low,  the  test  environment  too  unpredictable, 
and  the  reception  from  spectators  and  media  too  skeptical  to  war¬ 
rant  the  lengthy  preparation  for  the  competition,  said  Vishal 
Desai,  area  director  for  the  Summit’s  network  and  systems  man¬ 
agement  tracks. 

MCI  measures  up 

■  MCI  Communications  Corp.  has  signed  a  deal 
with  Concord  Communications,  Inc.  of  Marlbor¬ 
ough,  Mass.,  to  provide  Concord’s  graphical  Net¬ 
work  Health-Frame  Relay  performance  and  usage  reports  to 
MCI’s  managed  WAN  customers.  Customers  will  be  able  to  access 
reports  via  a  secure  Web  site.  MCI  is  the  second  carrier  to  offer  the 
Network  Health  reports,  following  Ameri tech  Corp. 

Ipsilon  plays  nice  with  Cisco 

Ipsilon  Networks,  Inc.  last  week  said  it  will  ship  Cisco  Systems, 
Inc.’s  IGRP  routing  protocol  in  its  IP  switching  software  by  year- 
end.  The  enhancement  is  intended  to  foster  seamless  integration 
with  Cisco  router  networks.  North  Carolina  State  University  is  a 
beta-test  site  for  the  newr  software. 


Wladawsky-Berger 


By  John  Cox 

San  Francisco 

Oracle  Corp.’s  Network  Com¬ 
puter  (NC)  announcements  last 
week  cast  a  dim  light  on  an  unex¬ 
plored  aspect  of  the  “new  para¬ 
digm”  of  using  low-cost  desktop 
display  devices  that  rely  on  net¬ 
worked  servers  for  data,  process¬ 
ing  and  applications. 

That  unexplored  area  is  the 
networked  servers  themselves. 

“We’re  pushing  the 
complexity  off  the  desk¬ 
top  and  into  the  net¬ 
work,”  said  Oracle 
Chairman  and  Chief 
Executive  Officer  Larry 
Ellison  at  Oracle’s 
Open  World  confer¬ 
ence  here.  But  are  cor¬ 
porate  networks  ready 
for  that  complexity, 
especially  given  the 
increasingly  distributed  and 
dynamic  nature  of  Internet  and 
intranet  technologies? 

By  pushing  complexity  back 
into  the  network,  corporate  MIS 
may  face  new  costs  and  chal¬ 
lenges  in  ensuring  the  network 
computing  environment  is 
highly  reliable,  manageable,  and 
that  development  groups  can 
make  the  shift  to  object-oriented 
and  component  software  devel¬ 
opment.  All  this  means  work  and 
may  take  a  big  bite  out  of  the  cost 
savings  Oracle  predicts  for  net¬ 
work  computing. 

“There  are  all  kinds  of  ser¬ 
vices  behind  [the  NC]  that 
you’re  going  to  have  to  pur¬ 
chase,”  said  Larry  Binder,  a  data¬ 
base  administrator  at  Ford 
Motor  Co.  in  Dearborn,  Mich. 

To  deal  with  such  concerns, 
Oracle  plans  to  deliver  an  NC 
server  preloaded  with  software 
to  handle  a  range  of  systems 
management  and  administra¬ 
tion  tasks  for  client  NCs.  Oracle 
showed  Developer  2000  for  the 
Web,  a  version  of  its  application 
development  tool  set  that  will  let 
applications  built  with  the  Ora¬ 
cle  Forms  tool  run  on  the  Web. 

But  both  innovations  carry 
potential  trade-offs  for  MIS.  Jon¬ 
athan  Stafford,  a  developer  with 
Air  Liquide  America  Corp.  in 
Houston,  said  that  with  the  Web 
version  of  Developer  2000,  a  cli¬ 
ent/server  Forms  application 
can  be  regenerated  as,  for  exam¬ 
ple,  a  lOOK-byte  Java  applet 
downloaded  to  a  browser.  The 
company  is  interested  in  the  NC 
approach. 

“But  to  do  this,  we  need  to 
add  that  middle  application 
server  layer,”  he  said.  “This  net¬ 


work  computing  approach  puts 
the  onus  on  the  people  who  own 
the  servers  and  connectivity.” 

A  key  part  of  the  NC  server  — 
and  vital  for  all  useful  applica¬ 
tions  —  will  be  the  Oracle7  rela¬ 
tional  database  management 
system.  So  the  network-centric 
model  of  computing,  at  least  in 
some  respects,  may  be  an  “Ora¬ 
cle-database-centric”  model. 

Developer  2000  for  the  Web  is 
intended  to  move  exist¬ 
ing  Oracle  Forms  appli- 
cadons  to  what  Oracle 
calls  the  Network  Appli¬ 
cation  Server,  which  in¬ 
cludes  the  Oracle  Web 
Server  software  but  can 
make  use  of  other  Web 
servers.  With  support 
for  Oracle’s  recently 
announced  Network 
Computing  Architec¬ 
ture  (NCA) ,  Developer  2000  will 
separate  presentation,  applica¬ 
tion  and  data  access  logic  into 
Java  applets  or  NCA  cartridges. 

But  most  of  those  applica¬ 
tions  were  built  as  LAN-based, 
two-tiered  client/server  applica- 


By  John  Robinson 

Tandem  Computers,  Inc., 
continuing  efforts  to  shake  its 
proprietary  image,  last  week 
announced  a  partnership  with 
Pyramid  Technology  Corp.  to 
develop  a  clustering  standard  for 
Unix  and  Windows  NT 
servers. 

The  companies  will 
study  each  other’s  clus¬ 
tering  technologies  and 
integrate  the  best  fea¬ 
tures  into  interconnect 
hardware  and  software, 
officials  said.  Plans  call 
for  a  codeveloped  stan¬ 
dard  API  that  will  allow 
Windows  NT  and  Unix 
servers,  from  these  and 
other  vendors,  to  share 
applications  in  a  clus¬ 
tered  environment. 

Tandem  brings  its  ServerNet 
clustering  technology  to  the 
table,  most  recently  optimized 
for  Windows  NT  (NW,  Oct.  28, 
page  10),  while  Pyramid  brings 
its  Mesh  Interconnect  hardware 
for  Unix  systems. 

Products  resuldng  from  the 
partnership  could  appear  next 
year,  the  companies  said. 

The  agreement  has  the  sup¬ 
port  of  server  heavyweight  Com¬ 
paq  Computer  Corp.  and 


dons  —  not  WAN-based,  multi¬ 
tiered  Web  applications.  “You 
can’t  split  processing  among  dif¬ 
ferent  servers,  do  load  balancing 
and  so  on,”  said  Mannie  Garmy, 
vice  president  of  European  oper¬ 
ations  for  Passport  Corp.,  a 
Paramus,  N.J.,  vendor  that  sells 
the  Passport  development  tool. 

Also,  many  of  these  applica¬ 
tions  rely  on  application  logic 
written  in  Oracle’s  proprietary 
PL/SQL  language  and  kept  in 
the  database  as  stored  proce¬ 
dures.  One  result  could  be  mov¬ 
ing  needlessly  large  amounts  of 
HTML  documents,  SQL  data  or 
both  between  the  NC  ders. 

Oracle  makes  no  apologies 
for  linking  Oracle7  so  tightly 
into  the  NC  environments. 
“We’re  leveraging  this  on  the 
NC  server  side  as  much  as  we 
can,”  said  Jerry  Baker,  president 
of  Network  Computer,  Inc.,  an 
Oracle  subsidiary.  ‘  ‘This  is  not  an 
issue  for  the  customers  we’ve 
Hiked  to.  In  the  future,  we  might 
make  the  NC  server  software 
stack  portable  [to  be  used  with 
other  database  brands] .”  ■ 


database  giant  Oracle  Corp.  NEC 
Corp.,  Dell  Computer  Corp.  and 
1 1  other  server  manufacturers 
are  also  supporting  the  standards 
effort.  In  addition,  as  part  of  the 
agreement,  Pyramid  parent  com¬ 
pany  Siemens  Nixdorf  Informa¬ 


tions  Systeme  AG  will  in¬ 
corporate  Tandem’s  ServerNet 
technology  into  its  Primergy  line 
of  Windows  NT  servers. 

Brad  Day,  senior  analyst  with 
Giga  Information  Group  in  Bos¬ 
ton,  said  the  announcement  rep¬ 
resents  a  shift  in  industry  interest 
from  Unix  to  NT  systems.  “This 
is  another  example  of  the  [trans¬ 
formation]  of  traditional  Unix 
clusters  toward  NT,  and  using  the 
best  aspects  of  Unix  products  in 
[NT systems] ,”  he  said.  ■ 


Oracle's  Baker 


Vendors  form  clustering  co-op 


Download  more  cluster  info,  including: 

•  An  overview  of  Tandem’s 
ServerNet  technology 

•  White  papers  from 
other  cluster  vendors 

•  A  report  on  how 
to  shop  for 
clustered  servers 

Enter  the  number  to  the 

right  in  the  DocFinder  box  on  the  home  page. 
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Your  network’s  stopped 
up.  Your  users  are  frustrated. 

Time  to  move  to  100Mbps. 

Intel  offers  a  complete  Fast 
Ethernet  solution  to  increase 
overall  network  performance— 
from  the  desktop  to  the  printer. 

We  now  have  100Mbps  hubs, 
switches,  adapter  cards  and  print  servers  to 
really  pump  the  information  through  your 

©19%  Intel  Corporation.  All  other  trademarks  are  the  property  of  their  respective  holders. 


ne'Mks 


network.  In  fact,  our 
PRO/ 100  adapter  cards 
provide  the  best  network 
performance  efficiency,  as  docu¬ 
mented  by  LANQuest  Labs.  Plus, 
the  Intel  adaptive  technology 
embedded  in  our  award-winning 
cards  lets  you  upgrade  them,  as 
you  need  to,  through  software. 

Check  out  our  page  on  the  Intel  Web  site 


at  www.intel.com/comm-net/sns/turn/ 

nwrld3.htm  to  order  our  Fast  Ethernet 
Solutions  Kit,  including  the  LANQuest 
Labs  performance  report.  Or  call  us  at 
1-800-538-3373,  ext.  540. 

And  get  your  network  flowing  again. 

intj. 


News 


3Com  shoves  fat  ATM  loads  down  thin  pipes 

AccessBuilder  9010  and  9300  devices  are  first  fruits  of  OnStream  acquisition. 


By  Tim  Greene 

Santa  Clara,  Calif 

3Com  Corp.  is  set  to  release 
two  offerings  that  let  users  eco¬ 
nomically  transfer  the  high-vol- 
ume  traffic  from  their  local  ATM 
networks  over  tli  e  wide  area. 


The  company  this  week  will 
announce  the  AccessBuilder 
9300  and  AccessBuilder  9010, 
which  can  pump  up  to  155M 
bit/sec  of  local  traffic  across 
wide-area  ATM  links  ranging  in 
speed  from  1.5Mto6Mbit/sec. 

That  makes  end-to-end  ATM 


networking  more  affordable  by 
letting  users  provision  smaller 
and  dramatically  less  expensive 
wide-area  links,  said  Thomas 
Nolle,  president  of  CIMI  Corp.,  a 
technology  assessment  firm  in 
Voorhees,  N.J. 


“No  one  is  going  to  buy  [wide- 
area]  ATM  at  155M  bit/sec.  If  we 
wait  for  that,  we’ll  all  starve  to 
death,”  Nolle  said. 

While  the  smaller  9010  fea¬ 
tures  a  single  T-l  port,  the  9300 
can  blend  as  many  as  four  T-l 
links  into  a  6M  bit/ sec  pipe  using 


ATM  inverse  multiplexing.  That 
gives  users  access  to  more  band¬ 
width  without  having  to  make  the 
jump  to  a  full  T-3  link,  which 
operates  at  45M  bit/ sec. 

AccessBuilders  are  the  first 
fruit  of  3Com’s  recent  purchase 
of  ATM  remote  access  specialist 
OnStream  Networks,  Inc.  Both 
support  3Com’s  Transcend  net¬ 
work  management  system  and 
plug  the  ATM  gap  in  3Com’s 
wide-area  line.  The  boxes  can 
take  in  LAN  traffic  at  155M 
bit/sec,  or  OC-3,  and  drop  it 
onto  much  smaller  links  because 
of  traffic-shaping  technology 
OnStream  brings  to  the  table. 

The  traffic-shaping  technol¬ 
ogy  includes  buffers  for  70,000 
cells,  early  packet  discard  and 
bandwidth  reallocation  features 
that  let  underutilized  virtual  cir¬ 
cuits  pick  up  traffic  from  those 
bursting  over  their  bandwidth 
allocation. 

Available  during  the  first 
quarter  of  next  year,  the  Access¬ 
Builder  9010  costs  about  $6,000 
and  the  9300  costs  about 
$10,000. 

©3Com:  (408)764-5000. 


3C0M  S  NEW  HIGH-VOLUME  TRAFFIC  OFFERINGS 


Product: 


AccessBuilder  9010 


AccessBuilder  9300 


Features:  Standard  ports:  one  Ethernet, 
one  serial  data  and  one  T-l  ATM 
Optional  card  (one  slot):  T-l 
constant  bit  rate  (CBR) 


Standard  ports:  one  serial,  one 
Ethernet  and  one  T- 1  ATM 
Optional  cards  (three  slots):  T-l 
ATM,  T-l  CBR  and  OC-3  ATM 
Other:  Stackable  with  SuperStack 
II  products 


Base  price:  $5,950 


$9,950 


Shareholders,  users  ponder  Banyan’s  future 


By  Chris  Nerney 

Westborougli,  Mass. 

With  the  resignation  lastweek 
of  Banyan  Systems,  Inc.’s  top 
executive,  the  troubled  firm  has 
an  opportunity  to  recast  its  stra¬ 
tegic  plans,  but  shareholders 
and  analysts  said  it  may  be  too 
late  for  the  company. 

David  Mahoney,  who 
resigned  as  Banyan’s  chairman, 
president  and  chief  executive 
officer,  cofounded  the  company 
in  1983.  Banyan  was  an  early 
technology  leader  in  the  net¬ 
work  operating  system  market, 
but  Mahoney  has  been  criticized 
in  recent  years  for  failing  to 
aggressively  market  Banyan’s 
products. 

“Banyan  was  a  technology 
company  run  by  engineers.  The 
results  have  shown,”  said  stock- 
holderjerrold  Patz,  a  senior  con¬ 
sultant  lor  CompuCom  Systems, 
Inc.  “Superior  technology  is  no 
match  for  superior  marketing.” 

John  Burton,  a  Banyan  direc¬ 
tor  since  1991 ,  was  named  chair¬ 
man  and  will  direct  the  search 
for  a  CEO  to  replace  Mahoney, 
who  will  become  vice  chairman 
of  the  board. 

In  announcing  the  executive 


changes,  Banyan  also  said  it  will 
eliminate  the  jobs  of  100  of  its 
725  workers  worldwide  and  take 
a  pretax  charge  of  $3  million  to 
$5  million  in  the  fourth  quarter, 
for  which  it  predicts  a  loss. 

It  would  be  the  fifth  loss  in  the 
past  seven  quarters  for  Banyan, 


w'hose  stock  price  has  dropped 
from  about  $18  per  share  in  June 
1 995  to  just  over  $3  today. 

The  heads  of  two  Banyan  user 
groups  expressed  hope  that  the 
company  will  get  back  on  track. 

Michael  Linnenburger,  presi¬ 
dent  of  die  Association  of  Ban¬ 
yan  Users  International,  said 
Mahoney’s  departure  is  “a  posi¬ 


tive  move,”  indicating  the  com¬ 
pany  is  willing  to  adopt  a  new 
vision. 

Martin  Smith,  president  of 
the  Federal  Banyan  Users 
Group,  said,  “Banyan  still  has  a 
better  understanding  of  the 
needs  of  the  big  company  than 
the  competition.” 

None  of  that  matters 
much  to  William  Ifrah,  a 
Banyan  shareholder 
who,  along  with  Patz, 
organized  a  stockhold¬ 
er  uprising  against 
Mahoney  last  spring.  “I 
hate  to  be  overly  pessimis¬ 
tic,  but  I’m  not  sure  how 
much  Banyan  has  left  to 
salvage,”  he  said. 

Thursday’s  announce¬ 
ment  reignited  minors 
that  have  been  floating 
around  for  months  that 
Banyan  could  be  bought  out, 
with  Microsoft  Corp.  and  Cisco 
Systems,  Inc.  heading  the  short¬ 
list  of  potential  purchasers. 

‘  ‘A  buyout  is  what  everybody’s 
hoping  for,”  Patz  said.  “The 
shares  are  valueless.” 

NW  Fusion  uniter  Todd  Wallack 
con  tributed  to  this  story. 


MAHONEY’S  LEGACY  ,  ‘r  > 

Cofounded  Banyan  in 
August  1983. 

Promoted  the  VINES  net¬ 
work  operating  system 
and  Banyan’s  ace  in 
the  hole,  the  StreetTalk 
directory  service. 

Oversaw  IPO  of  common 
stock  in  August  1992. 

Was  unable  to  stop  declining  revenue  ($88.3  million 
for  the  nine  months  ending  Sept.  30,  down  from 
$101.7  million  for  the  same  period  in  1995). 


Standards 

Gigabit  Ethernet  camp 
removes  an  obstacle 


By  Jodi  Cohen 

Vancouver 

The  Gigabit  Ethernet  stan¬ 
dards  committee  doesn ’  t  want  to 
bite  off  more  than  it  can  chew. 

That’s  why  the  group,  known 
as  the  IEEE  802. 3z  Gigabit  Task 
Force,  this  week  is  expected  to 
spin  off  the  long-distance  cop¬ 
per  portion  of  its  specification  in 
order  to  focus  on  less  compli¬ 
cated  interfaces,  such  as  fiber 
and  short-haul  copper. 

The  long-haul  standard, 
which  works  on  Gigabit  Ethernet 


manager  at  Cisco  Systems,  Inc. 
and  vice  chairman  of  the  Gigabit 
Ethernet  Alliance,  agreed.  “The 
technical  issues  [regarding  long- 
haul  copper]  are  significant 
enough  that  it  probably  would 
take  a  year  or  more  to  work 
through  those,  so  we’d  be  look¬ 
ing  at  delaying  things  for  a  long 
period  of  time,”  he  said. 

The  long  and  short  of  it 

There  are  two  copper  solu¬ 
tions  being  worked  on  by  the 
Gigabit  Task  Force  in  addition  to 


GEARING  UP  FOR  GIGABIT  ETHERNET 

Can’t  get  enough  information  about  Gigabit  Ethernet?  Check  out  these  upcoming 
industry  events. 

►  IEEE  802.3z  Gigabit  Ethernet  standard  working  group  meeting 
Vancouver 

Nov.  11-15 

Key  issues:  Last  opportunity  to  submit  technical  changes  to  the  standard.  Also, 
the  long-haul  copper  part  of  specification  is  expected  to  be  broken  out  into  a  separate 
group  so  fiber  can  receive  the  group’s  full  attention. 

►  Next  Generation  Networks  conference 
Washington,  D.C. 

Nov.  11-15 

Key  issues:  Gigabit  Ethernet  pioneers,  new  industry  alliances  such  as  the  Gigabit 
Ethernet  Alliance,  and  debating  the  desktop  interface:  ATM  vs.  the  many  Ethernets. 

►  Gigabit  Ethernet  Alliance  meeting 
Santa  Clara,  Calif. 

Nov.  13 

Key  issues:  Membership  meeting  to  discuss  educational  and  press  activities 
for  the  next  six  months. 

►  Giganet:  Gigabit  Networking  and  Systems  Conference 
Santa  Clara,  Calif. 

Nov.  18-20 

Key  issues:  Gigabit  Ethernet  implementation,  interoperability  and  market  prospects. 
Also,  evaluation  of  technology  alternatives. 


over  100  meters  of  Category  5 
unshielded  twisted-pair  (UTP) 
wire,  will  become  a  separate  pro¬ 
ject  within  802.3  to  be  com¬ 
pleted  sometime  down  the  road, 
according  to  Howard  Frazier, 
chairman  of  the  IEEE  802. 3z 
Gigabit  Task  Force. 

The  move  will  expedite  com¬ 
pletion  of  the  basic  standard, 
which  otherwise  could  have 
been  significantly  delayed, 
industry  observers  said.  Even  so, 
the  standard  is  not  expected  to 
be  completed  until  early  1998. 

“This  is  an  opportunity  to  get 
the  [basic]  standard  done 
sooner  so  that  Gigabit  Ethernet 
can  get  into  the  market  earlier,” 
said  Bernard  Daines,  president 
of  Packet  Engines,  Inc.,  a  Gigabit 
Ethernet  vendor  in  Spokane, 
Wash.  “This  way,  most  of  the 
technical  stuff  will  be  all  set  in 
January,  and  we  won’t  have  to 
hold  up  the  standard  to  wait  for  a 
copper  solution  to  come  along.” 

Nathan  Walker,  product-line 


the  fiber  interface  being  devel¬ 
oped.  One  is  short-haul  copper 
for  connecting  equipment  over 
short  distances  —  about  30 
meters  —  on  coaxial  cable.  This 
is  based  on  Fibre  Channel  tech¬ 
nology,  which  should  evolve  rela¬ 
tively  quickly  without  too  much 
research,  analysts  said. 

There  is  also  a  long-haul  cop¬ 
per  specification  that  addresses 
Category  5  UTP  cabling  at  100 
meters  for  less  expensive  long¬ 
distance  links.  However,  there 
are  significant  technical  issues 
having  to  do  with  digital  signal 
processing  and  the  choice  of 
cable  that  will  require  some  time 
to  be  sorted  out.  Walker  said. 

Some  vendors  —  such  as 
Lucent  Technologies,  Inc.  —  are 
focusing  on  long-hanl  copper 
products,  and  analysts  said  they 
are  no  doubt  disappointed  that 
the  committee  is  not  willing  to 
risk  moving  aggressively  for¬ 
ward  with  that  portion  of  the 
standard.  ■ 
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“Getting  all  my 
networks  to  work 
together  is  like 
trying  to  organize 
a  plate  of 


II  you  read  the  papers  you  know  somethings  up  at  IBM  Networking. 
There’s  been  a  drumbeat  of  new  product  announcements.  Whispers  about 
technology  alliances  and  closer  ties  with  key  resellers.  And  bullish  reviews 
of  something  called  Switched  Virtual  Networking. 

So,  what’s  up?  In  a  nutshell,  we’re  ready  to  deliver  here  and  now  on 
the  promise  of  network  computing. 

Newr  products  are  the  tools,  and  Switched  Virtual  Networking  is  the 
“owner’s  manual’’  that  fits  them  to  what  you  have  already  and  where  you’re 
going  from  here.  And  the  logic  behind  the  whole  works  is  simple  enough  to 
fit  inside  10  words:  a  network  is  more  than  the  sum  of  its  parts. 

If  it  isn’t,  all  you’re  buying  is  plumbing.  That’s  where  we  come  in. 


Much  as 
we’d  love 
to  sell  you  every 
new  widget  we’ve  got  on  our 
shelf,  it’s  the  performance  of 
the  w  hole  you’re  after  —  and 
what  we  want  to  be  famous  for.  If  you 

find  better  piece-parts,  buy  them.  We’ll  make  them  work.  We’re  here  to  help 
you  succeed  in  an  interconnected  world. 

Which  means  helping  you  get  more  than  the  sum  of  the  parts.  (And 
more  than  the  sum  of  the  providers,  too.  Including  us.)  It’s  a  role  that  IBM 


'  In  Canada,  call  1 800  IBM- CALL,  ext  8025  The  IBM  home  page  is  located  at  www  ibm.com.  Any-to-any  connectivity  refers  to  non-proprietary  systems  only  IBM  is  a  registered  trademark  and  Solutions  tor  a  small  planet  is  a  trademark  ol  International  Business  Machines  Corporation.  ©  1996  IBM  Corp.  All  rights  reserved. 


is  equipped  to  play  as  no  niche  vendor  can.  Networking  transcends  individual 
vendors  the  same  way  it  transcends  the  departments  inside  your  shop,  and 
connects  you  to  businesses  very  different  from  yours.  Making  1  +  1  =  3  is 
what  networking  is  all  about.  Heck,  it’s  what  business  is  all  about. 

Which  is  why  were  doing  all  the  things  you’ve  heard  about  and  more. 
We’d  love  the  chance  to  show  you  (not  tell  you)  more  about  what  we’ve  done 
and  what  we’re  prepared  to  do  for  you.  Much  of  which  is  on  vivid  display  at 
www.raleigh . ibm.com/netad  or  as  near  as  your  phone.  1  BOO  IBM-2468*  ext. 
DA 003.  In  the  meantime,  we  hope  you’ll  think  on  our  little  mantra,  “more 
than  the  sum  of  the  parts.”  It’s  what  you  aim  to  make  your  business.  And  how 
IBM  aims  to  make  your  networks  work  for  you. 


Its  not  just  what  we’ve  added  that’s  new,  its  how  we  make  it  all  work. 

End-to-end  Ethernet  switching  with  any-to-any  connectivity. 

(And  about  time,  too.) 

Multiprotocol  Switched  Services  seamlessly  mesh  old  and  new  networks. 

Best  in  show  at  N+I. 

Whod  have  thought  IBM  would  be  todays  fastest  rising  provider 

of  lo  w-end  routers? 


Solutions  for  a  small  planet  " 
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The  latest  on  the  Intemet/intranet  industry. 

By  Chris  N  e  r  n  e  y 


StSRN  RIGHT  PAST  THE  HIGGLER  Eve  17  fall,  dozens  of  small  com¬ 
panies  swagger  into  Las  Vegas  for  Comdex,  naively  con¬ 
fident  that  their  ground-breaking  technology  will  wrench  the 
spodight  from  those  marketing-obsessed  corporate  giants 
whose  glitzy  presence  demeans  an  otherwise  dignified  event. 

Several  days  later,  they  slink  out  of  town,  unnoticed  and 
disillusioned,  vowing  to  return  next  year  with  a  hefty  budget 
for  leggy  spokesmodels. 

In  an  effort  to  help  small  Internet  companies  compete  on 
the  trade  show  floor,  next  week’s  Comdex  will  feature  an 
Internet  Innovators  Pavilion,  where  privately  held  firms  can 
display  their  ’Net-related  systems,  products  or  services.  No 
clowns,  no  balloons,  no  comics  -  just  a  glimpse  of  the  Internet 
products  of  tomorrow.  The  Pavilion  will  be  next  to  the  con¬ 
vention  center,  across  from  the  registration  area. 


COMING  NEXT:  NEWS  BUREAUS  IN  YOUR  BRAIN  Some  people  just 
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can’t  get  enough  news.  Unfortunately,  all  that  channel-  and 
Web-surfing  for  the  latest  updates  can  be  time-consuming. 

Now  a  California 
company  has  a  product 
that  sends  wireless 
broadcasts  of  information 
from  leading  Internet 
and  online  information 
sources  directly  to  your 
PC,  even  if  you  don’t  have 
a  modem.  So  instead  of 
hunting  around  for  news, 
the  news  finds  you. 

AirMedia  Live  Internet 
Broadcast  Network  de¬ 
livers  information  from 
online  sources  such  as  CompuServe,  Reuters,  Business  Wire 
and  The  Sports  Network.  Users  need  a  wireless  receiver, 
AirMedia  Live’s  software  and  a  service  plan.  Users  that  buy 
NewsCatcher,  a  $149  wireless  receiver  made  by  Global 
Communications,  Inc.,  receive  a  year  of  free  basic  service.  Visit 
AirMedia’s  Web  page  (www.airmedia.com)  before  it  visits  you. 
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Internet  Special  Limited  Tim* 

Ca&bum  7  Day  CmUft  Fran 

$699 

PRINCESS  CR  UISES  FOR  RESER  CATIONS  CALL 
i-SOO-444-9060 


SHARE  THE  WEB,  NOT  SALES  REPS  Last  week  was  a  busy  one  for 

Radnet,  Inc.  The  company  unveiled  a  new  version  ofWebShare, 
its  groupware  development  tool  for  corporate  intranets,  that 
can  be  used  with  both  Microsoft  Corp.  BackOffice  and  Netscape 
Communications  Corp.  SuiteSpot. 

Radnet  also  announced  that  it  is  being  sued  by  the  Lotus 
Development  Corp.  unit  of  IBM,  which  alleges  that  Radnet 
Chief  Executive  Officer  Don  Bulens,  a  former  Lotus  vice 
president,  illegally  recruited  a  Lotus  sales  executive.  Radnet 
officials  called  the  lawsuit  frivolous. 


HOT  PURSUIT  Minneapolis  -based  IntraNet  Solutions,  Inc.  isn’t 
wasting  time  in  its  bid  to  buy  a  $3  million  printing  and  graphics 
communications  firm  located  in  the  Southwest.  IntraNet  filed 
a  letter  of  intent  last  week  to  buy  the  unnamed  company. 
Chief  Financial  Officer  Jeff  Sjobeck  said  IntraNet  hopes  to 
wrap  up  the  deal  “in  a  couple  of  weeks,”  at  which  time  the 
identity  of  the  company  will  be  revealed. 

The  acquisition  will  allow  IntraNet  to  expand  its  Web-based 
document  distribution  market,  company  officials  said. 

Got  a  scoop  that  mil  rock  the  Intemet/intranet  world1?  Spill  your 
guts  to  Chris  Nemey  at  (508)  820-7451  err  cnemey@nww.com. 


_ News _ 

HP  to  get  OpenView  in  sync 

Will  coordinate  release  of  network,  systems,  storage  and  application  management  tools. 


By  Jim  Duffy 

Santa  Clara,  Calif. 

Hewlett-Packard  Co.  next 
year  will  unveil  a  major  release  of 
OpenView  products  that  work 
better  together  and  can  be 
accessed  from  Web  browsers. 

In  a  departure  from  its  stag¬ 
gered  product  release  strategy, 
HPwill  synchronize  new  editions 
of  its  network,  systems,  storage 
and  application  management 
offerings,  said  Olivier  Helleboid, 
general  manager  of  HP’s  Net¬ 
work  and  Systems  Management 
Division  in  Fort  Collins,  Colo. 

HP’s  staggered  release  system 
has  created  a  situation  in  which  a 
version  of  one  product  could  not 
take  advantage  of  the  latest  fea¬ 
tures  and  functions  of  another. 
OpenView  customers  now  are 
finding,  for  example,  a  lack  of 
applications  that  can  make  use  of 
OpenView  Network  Node  Man¬ 
ager  (NNM)  4.1’s  distributed 
capabilities,  despite  the  fact  it 
has  been  shipping  since  April. 

“We’re  getting  a  lot  of  feed¬ 
back  from  customers  that  the 
products  aren’t  synchronized,” 
Helleboid  said  after  delivering  a 
keynote  address  at  the  Enter¬ 
prise  Management  Summit  here 
last  week. 


Helleboid  referred  to  the 
upcoming  products  as  “a  major 
integrated  release”  of  Open- 
View  that  will  ship  in 
mid-1997  and  in¬ 
clude  the  Galaxy  ver¬ 
sion  of  NNM  (NW, 

Sept.  30,  page  1), 
IT/Operations  and 
IT/ Administration. 

This  release  will 
also  include  the 
OmniBack  II  storage 
management  appli¬ 
cation  and  the  Soft¬ 
ware  Distributor  ap¬ 
plication  dispersal 
package,  according 
to  Pam  Peterson, 

HP’s  OpenView  pro¬ 
gram  manager. 

Customers  will  be  able  to 
access  each  OpenView  function 
in  this  release  through  a  Web 
browser,  Helleboid  said.  Cur¬ 
rently,  users  can  access  NNM, 
OmniBack  II  and  Software  Dis¬ 
tributor  through  Web  shareware 
that  HP  offers  on  the  Internet. 

“Clearly,  the  Web  is  becom¬ 
ing  a  key  part  of  our  user  inter¬ 
face,”  Helleboid  said. 

In  addition  to  better  aligning 
its  own  products,  HP  is  looking 
to  better  synchronize  third-party 


applications  with  OpenView.  HP 
delayed  shipment  of  the  software 
developers’  kitfor  NNM  4.1  and, 
as  a  result,  versions  of 
key  third-  party  appli¬ 
cations  —  such  as 
Bay  Networks,  Inc.’s 
Optivity  and  Cisco 
Systems,  Inc.’s  Cisco- 
Works  —  for  the  dis¬ 
tributed  OpenView 
are  still  not  available. 

Software  vendors 
were  late  getting  the 
kit  because  HP  was  a 
year  behind  sched¬ 
ule  shipping  NNM 
4.1,  according  to 
Helleboid. 

“It  was  a  scram¬ 
ble,”  he  said.  “We 
were  pressured  on  time  to  get  it 
out.  So  we  decided  to  get  [NNM 
4.1]  out  there  [and  worry  about 
the  developers’  kit  later] .  It’s  not 
the  ideal  model.  Most  [third- 
party  vendors]  will  have  a  solu¬ 
tion  available  on  4.1  by  the  end 
of  the  year.” 

HP  is  also  behind  schedule  on 
delivering  a  final  version  of  NNM 
on  Windows  NT,  now  slated  for 
release  in  early  1997,  Helleboid 
said.  Some  200  beta  copies  went 
out  last  week,  he  added.  ■ 


“It  was  a  scramble. 
We  were  pressured 
on  time  to  get  it  out. 
So  we  decided  to  get 
[NNM 4. 1  ]  out  there 
[and  worry  about 
the  developers’ kit 
later].  It’s  not  the 
ideal  model,” 
Helleboid  said. 


Dataware  readies  HTML/CD-ROM  publishing  manager 


By  Ellen  Messmer 

Cambridge,  Mass. 

Dataware  Technologies,  Inc. 
this  week  will  unveil  its  Elec¬ 
tronic  Publishing  Management 
System  (EPMS),  which  enables 


intranet  or  Internet  administra¬ 
tors  to  take  information  from  a 
variety  of  applications  and  pub¬ 
lish  it  in  HTMLor  other  formats. 

The  Dataware  system  for  Win¬ 
dows  95  or  NT  accepts  informa¬ 
tion  from  word  processing 


packages  such  as  WordPerfect  or 
AmiPro,  composition  software 
such  as  FrameMaker,  as  well  as 
groupware  and  database  sys¬ 
tems,  and  then  converts  the  dif- 
ferentformats  into  HTML. 


“There’s  a  need  for  this  kind 
of  central  repository,”  said  Dave 
Folden,  administrative  systems 
coordinator  at  Pillsbury  Co.  “A 
lot  of  corporations  are  building 
this  kind  of  application  them¬ 
selves,  which  is  difficult  and 


expensive.” 

Dataware’s  EPMS  has  an 
internal  scheduler  that  can  auto¬ 
matically  collect  information 
over  an  IP  network  to  convert  to 
HTML  for  publication  on  the 
Web,  said  Dataware  Vice  Presi¬ 
dent  Bill  Thornburg. 

The  package  also  comes  with 
the  EPMS  Internet  and  Intranet 
Server,  search  engine  and  audit¬ 
ing  software  that  lets  managers 
set  up  security  controls  on  files 
and  track  usage.  Now  in  beta,  the 
product  is  expected  to  ship  by 
year-end  and  will  cost  $15,000. 

©Dataware:  (617)  621-0820. 


CORRECTION 

The  telephone  number  in 
a  recent  story  about  UUNET 
Technologies,  Inc.’s  Mer¬ 
chant  Server  electronic  com¬ 
merce  service  was  incorrect. 

The  accurate  number  is 
(703)  206-5600. 


The  Dataware  Electronic  Publishing  Management  System  takes  a  variety  of formats  and 
publishes  them  to  HTML  or  CD-ROM. 
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On  the  one  hand,  you  need  cable. 
On  the  other  hand,  it  better  be 


reliable. 

Need  a  hand? 

4» 


SYSTIMAX®  Structured  Cabling  Systems  are  one  of  the  most  proven  premises 
network  backbones  in  the  world.  Our  fiber  optic,  copper,  and  wireless  solutions 
exceed  industry  (T1A/EIA)  standards.  Real  world  testing,  with  real  applications, 


Nathaniel  Stathum  and 
the  team  at  Bell  Labs 
are  ready  to  lend  a  hand 


helps  prevent  costly  down  time.  Bell  Labs  innovations.  Global  installation  and 


support.  Unsurpassed  15-year  Warranty.  When  would  you  like  us  to  start? 
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Zoomit  creates  order  out  of  chaos 

Via  meta  directory  is  ready  to  ship;  accessible  using  Web  browser  and  LDAP  clients. 


By  Barb  Cole 

Toronto 

Zoomit  Corp.  this  week  will  take  the 
wraps  off  software  that  could  make  order 
out  of  running  multiple  directories  on  an 
enterprise  network. 

The  company  will  roll  out  Via  software 
that  gleans  data  from  network  operating 

DIRECTORY  HEAVEN? 


systems,  the  Internet,  E-mail  systems  and 
other  applications  to  create  a  single  meta 
directory.  Information  in  Via  is  accessible 
from  Web  browsers  and  other  Light¬ 
weight  Directory  Access  Protocol  clients. 

Via  was  created  to  solve  a  common 
problem  in  large  organizations:  Workers 
typically  have  different  identifications  in 


different  directories.  This  makes  it  hard 
for  end  users  to  easily  get  accurate  infor¬ 
mation  about  one  another,  and  requires 
administrators  to  maintain  multiple  di¬ 
rectories. 

The  software  could  be  described  as  the 
next  generation  of  directory  synchroniza¬ 
tion  products,  which  typically  copy  direc¬ 
tory  information  from  several  sources 
into  one  directory. 

While  traditional  directory  synchroni¬ 
zation  software  copies  information  one¬ 
way,  Via  supports  bidirectional  re¬ 
plication. 

In  addition,  while  directory  synchroni¬ 
zation  software  generally  duplicates 
entries,  Via  creates  entries  based  on  infor¬ 
mation  gleaned  from  directories  and 
user-defined  parameters. 

The  server-based  software  could  also 
prove  easier  to  manage  than  traditional 
directories.  The  software  relies  on  man¬ 
agement  agents  to  propagate  changes  in 
the  original  directories  to  the  meta  direc¬ 
tory. 


Via  also  comes  with  built-in  pass¬ 
word  security  and  lets  administrators 
assign  access  rights  down  to  the  attribute 
level. 

While  Zoomit  is  likely  to  face  competi¬ 
tion  from  larger  organizations  such  as 
Lotus  Development  Corp.’s  SoftSwitch 
division,  the  company  comes  to  the  meta 
directory  party  early.  Several  vendors  have 
similar  offerings  in  the  works,  but  none  is 
expected  byyear-end. 

Beta  testers  were  impressed  with  Via 
and  said  it  could  have  broad  applications 
in  the  enterprise. 

“Like  any  organization,  we  have  direc¬ 
tories  all  over  the  place,  so  anyway  to  pull 
this  stuff  together  is  a  boon,”  said  Terry 
Mitchell,  architecture  planning  analyst  at 
Consumers  Gas  Co.  in  North  York, 
Ontario,  which  used  Via  to  integrate 
directories  from  Lotus  cc:Mail  and  Notes, 
Novell,  Inc.  NetWare  and  Sybase,  Inc. 
databases. 

Via  runs  on  Windows  NT  and  supports 
NetWare  3.1,  Banyan  Systems,  Inc. 
VINES,  Notes,  cc:Mail,  Windows  NT  and 
Exchange.  A  tool  kit  is  included  for  build¬ 
ing  custom  management  agents.  Via  costs 
$2,500  and  comes  with  two  management 
agents  and  250  free  user  licenses. 
©Zoomit:  (416)  703-7442. 
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IBM  3270  and  5250  emulation  with  TCP/IP  and  SNA  transports  included!  3270  emulation  supports  new  TN3270E  standard. 
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Domino 

Continued  from  page  1 

Company  officials  also  talked  up  a 
series  of  other  Java  initiatives,  ranging 
from  the  ability  to  execute  Java  applets  in 
the  soon-to-be-released  Domino  4.5  to 
full  support  of  the  JavaBeans  component 
architecture  in  future  releases  of  Domino 
servers  and  Notes  clients. 

Lotus  also  announced  plans  to  offer 
either  Netscape  Communications  Corp. 
Navigator  3.0  or  Microsoft  Corp.  Internet 
Explorer  3.0  in  a  bundle  with  Notes 
clients. 

Jumping  into  Java 

Java  support  means  that  Web  develop¬ 
ers  can  deliver  Java-based  applications  to 
either  Notes  clients  or  Web  browsers  ac¬ 
cessing  Domino  servers. 

Down  the  road,  Lotus  will  allow  Java 
classes  to  access  Domino  application  ser¬ 
vices  as  well  as  add  support  for  the  Java 
Database  Connectivity  protocol.  This 
move  exposes  Domino’s  object  store, 
security,  messaging  and  other  application 
services  tojava  developers. 

Lotus  also  plans  to  deliver  next  year  a 
series  of  Java  applets  that  render  some  of 
the  rich  functionality  of  the  Notes  client 
—  such  as  sophisticated  views  and  form 
layout  regions  —  in  Web  browsers. 

This  solves  a  sticky  problem  faced  by 
Domino  developers. 

Today,  they  must  choose  whether  to 
deploy  on  the  Notes  client  or  a  Web 
browser  before  they  build  an  applica¬ 
tion  because  Web  browsers  do  not  sup¬ 
port  the  same  client  functionality  as  Notes 
clients. 

Similarly,  “if  you  want  HTML  attrib¬ 
utes  in  a  Domino  application,  you  write 


them,  but  they  don’t  show  up  in  a  Notes 
client,”  said  one  developer  at  the  confer¬ 
ence. 

Jairo  Garcia,  a  Notes  administrator  at 
the  Dallas  office  of  Johnson  &  Johnson 
that  has  started  moving  some  applications 
to  Domino,  applauded  the  Java  plan. 
“This  will  save  us  money  because  brows¬ 
ers  are  cheaper  than  Notes  clients  and 
don’t  require  as  much  desktop  comput¬ 
ing  power,”  he  said. 

Some  users  said  the  move  could  result 
in  the  extinction  of  the  Notes  client,  but 
Notes  officials  said  there  is  still  lots  of 


Lotus' Rudden  defends 
the  need  for  a  Notes 
client:  “A  lot  of  comp¬ 
anies  leant  to  deploy 
Domino  applied  lions 
using  Web  browsers,  but  that  doesn  7 
represent  the  entire  market.” 


demand  for  it.  In  many  companies, 
TCP/IP  to  the  desktop  is  not  a  given,  said 
Eileen  Rudden,  senior  rice  president  of 
communications  product  development 
at  Lotus. 

One  Notes  administrator  at  a  large 
electronics  firm,  however,  said  he  regret¬ 
ted  his  recent  purchase  of  several  hun¬ 
dred  thousand  dollars’  worth  of  Notes 
client  software  after  hearing  the  an¬ 
nouncement. 

Lotus  is  expected  to  continue  its  Java 
blitz  at  Comdex  later  this  month  where  it 
will  announce  plans  to  support  Java  in  its 
SmartSuite  applications  hosted  on  Dom¬ 
ino  servers.  ■ 
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trademark  of  International  Business  Machines  Corporation. 

©  1996  Canon  U  S  A..  Inc. 


GP30F  Digital  Imaging  System. 

multiple  environments 
with  one  integrated  document  manage¬ 
ment  system:  The  GP30F  Total  Document 
Management  System  from  Canon. 

The  GP30F  is  built  around  open  industry 
standards,  and  it  connects  directly  to 
Ethernet,  Token  Ring  and  AS/400 
networks.  So  no  matter  how  many  different 
platforms  you’re  working  with,  anyone  on 
any  network  can  print,  fax,  scan  and  copy 
more  productively,  all  through  the 
same  digital  system.  The  GP30F 

3  J  NetWare 

I  i  |  Tested  and 

also  speaks  your  language,  Approved 
whether  you’re  using  SPX/IPX,  TCP/IP, 
SNA,  Ethertalk  or  all  of  the  above. 

So  with  the  GP30F,  you  don’t  have  to 
change  your  whole  environment  to  make 
jy  your  document  processing 

more  efficient.  And  you 
Adobe  PostScript  don’t  have  to  sacrifice 
the  present  for  the  future.  The  GP30F  will 
integrate  seamlessly  with  whatever  new 
technology  you  employ. 

If  your  office  needs  an  integrated  solution 
to  document  management,  the  GP30F 
is  one  system  that  can 
manage  the  job  perfectly. 

For  more  information,  call 
1-800-OK-CANON  anytime ,  or  visit  us  at 
http://www.usa.canon.com  on  the  web. 
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4  languages,  multiple  networks,  an  endless  stream  of 
documents  and  one  GP30F  to  manage  the  whole  operation. 
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Digital  expands  Prioris  server  line 

Bundles  box  with  server  management  and  ease-of-use  features. 


By  John  Robinson 

Maynard,  Mass. 

Digital  Equipment  Corp.  this  week  will 
fill  out  its  Prioris  server  family  with  a  low- 
cost  application  server  that  boasts  man¬ 
agement  and  ease-of-use  features. 

The  Prioris  HX  6000  is  available  with 
one  or  two  200-MHz  Pentium  Pro  proces¬ 
sors,  and  51 2K  or  256K  bytes  of  Level  2 
cache. 

The  product  sits  snuggly  between  the 
Pentium-based  Prioris  HX  5000  and  the 
four-processor  Pentium  Pro-based  Prioris 
ZX  6000.  Digital  is  positioning  the  server 
to  run  E-mail,  groupware,  intranet  and 
database  applications,  filling  a  void  in  the 
Prioris  line. 

The  server  comes  bundled  with  Server- 
Works  Manager,  which  monitors  server 
components  and  allows  network  adminis¬ 
trators  to  remotely  manage  the  box. 

Other  features  include  Digital’s 
QuickLaunch  software,  which  can  install 
an  operating  system  in  less  than  20  min¬ 
utes,  company  officials  said.  Quick- 


Digital’s  Prioris  HX  6000  is  a  low-cost  application 
server  that  features  built-in  management 
capabilities. 


Launch  can  also  replicate  the  installation 
process  to  other  servers  in  a  network. 

The  HX  6000  has  1 G  byte  of  ECC  mem¬ 
ory  and  63G  bytes  of  internal  storage. 
External  storage  can  be  expanded  to 
1  terabyte  of  data.  The  server  includes  six 
PCI  slots  and  five  EISA  slots. 

The  HX  6000  is  priced  between  $6,000 
and  $10,000,  depending  on  the  number 
of  processors  and  cache. 

©Digital:  (508)  493-5111. 
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Why  Distribute 
LANE  Services? 

By  Mike  Kazar 

The  ATM  Forum  LAN 
Emulation  standard  re¬ 
quires  die  support  of  die 
hosts  in  die  network  and 
three  network  services: 
IAN  Emulation  Config¬ 
uration  Service  (LECS), 
providing  configuration 
information  to  the  hosts;  LAN  Emulation 
Service  (LES),  providing  MAC-level 
address  resolution;  and  Broadcast  and 
Unknown  Service  (BUS),  forwarding 
broadcast  traffic  to  hosts  in  an  emulated 
LAN  and  limiting  die  amount  of  unicast 
traffic. 

Although  most  LANE 
services  today  are  imple¬ 
mented  on  a  single  machine, 
a  distributed  LANE  Net- 
work-to-Network  Interface 
(LNNI)  solution  has  many 
advantages: 

Witii  a  distributed  solu¬ 
tion,  no  single  point  of  fail¬ 
ure  exists  for  an  emulated  LAN.  If  a  mem¬ 
ber  of  a  distributed  LES  or  BUS  crashes, 
clients  of  diat  service  simply  reconnect  to 
anodier  machine  serving  the  same  ELAN. 

A  distributed  solution  reduces  the 
number  of  clients  connected  to  any 
given  server  and  as  a  result,  the  number 
of  virtual  circuits  (VCs).  When  more 
than  one  LANE  service  is  in  operation 
for  an  ELAN,  each  host  still  connects  to 
only  one  machine.  This  allows  the  VC 
load  to  be  shared  among  all  available 
LANE  service  machines. 


Regarding  multicast  performance, 
LNNI  can’t  reduce  die  load  on  the  BUS, 
but  it  can  reduce  the  VC  load. 

Finally,  a  good  LNNI  implementation 
restricts  die  number  of  machines,  both 
hosts  and  services,  that  actually  receive 
unknown  traffic.  Unknown  traffic  is  traffic 
intended  for  one  machine,  but  is  sent  via 
die  BUS  to  all  machines  because  a  direct 
VC  has  not  yet  been  setup. 

Since  all  but  one  machine  discards  the 
unknown  Uaffic,  it  is  inefficient  for  those 
machines  to  receive  and  discard  diis  data. 
An  intelligent  BUS  identifies  the  intended 
machine  by  consulting  the  associated  LES. 
In  some  cases,  intelligent  BUS  optimiza¬ 
tion  can  reduce  BUS  loading. 

The  goal  is  to  spread  the  load  from  the 
LANE  clients  as  evenly  as  possible  among 
die  distributed  LANE  ser¬ 
vices.  This  makes  it  easier  to 
add  more  clients  without 
affecting  performance  and 
eliminates  a  single  point  of 
failure. 

In  its  LNNI  implementation, 
FORE  pioneered  many  of 
diese  advanced  features  and 
they  are  available  today,  on 
ForeRunner  ATM  switches,  PowerHub  LAN 
switches,  and  ForeRunner  ATM  adapters  for 
SunOS  platforms. 

Call  1-888-404-0444  for  a  copy  of  our 
LAN  Emulation  white  paper. 

174  Thorn  Hill  Road 
Warrendale,  PA  15086-7586 
Fax:  412-635-3625 
Internet:  info@fore.com 
or  http://www.fore.com 
The  ATM  Experts ' 
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IIS 

Continued  from  page  1 

IIS,  a  free  product  that  conies  bundled 
with  Windows  NT  Server,  is  gaining 
ground  on  the  leading  commercial  Web 
server  line  from  Netscape  Communica¬ 
tions  Corp.  According  to  Netcraft,  Ltd.’s 
Web  server  survey,  Netscape  products 
were  running  on  14%  of  sites  polled  in 
October,  while  IIS  ran  on  9.5%. 

Improving  IIS’s  performance  is  a 
given,  Ferroni  said. 

“We  want  to  make  the  server  piece  as 
thin  as  possible  so  that  the  system  re¬ 
sources  are  put  to  better  use  by  the 
dynamic,  Web-enabled  applications  that 
are  now  being  built,”  he  said. 

As  for  security,  initial  support  for  X.509 
certificates  is  included  in  Version  3.0.  This 
lets  the  Web  server  request  a  certificate 
from  any  client  hitting  it  before  that  client 
can  actually  use  the  site.  This  feature  is 
useful  for  tracking  users,  Ferroni  said. 

The  key  X.509  feature  missing  from  IIS 
3.0  is  the  ability  to  map  certificates  to  Win¬ 
dows  NT  accounts  on  the  internal  net¬ 
work.  This  mapping  —  which  is  also  ex¬ 


pected  to  be  a  feature  of  the  distributed 
security  service  in  NT  5.0  —  would  give 
the  clients  access  to  predefined  resources. 
This  eases  administration  because  a  Web¬ 
master  can  hand  out  a  standard  certificate 
to  multiple  users  that  have  rights  to  access 
similar  resources. 

“Not  only  do  you  get  all  the  benefits  of 
NT  security,  but  you  get  the  many-to-one 
benefits  of  being  able  to  request  the  certif¬ 
icate  from  the  client,”  Ferroni  said. 

This  added  support  also  simplifies  end- 
user  access,  because  they  will  only  have  to 
register  with  a  site  once  and  then  can  gain 
repeat  access  without  having  to  remem¬ 
ber  multiple  user  names  and  passwords. 

Support  for  HTTP  1.1  will  give  an  IIS 
administrator  the  ability  to  post  and 
delete  Web  files  via  that  protocol.  The 
updated  protocol  also  supports  an  en¬ 
hanced  caching  capability  for  proxy  serv¬ 
ers  connected  to  an  IIS  server. 

Ferroni  added  that  K-2  will  support  any 
other  ’Net  protocols  that  emerge  as  stan¬ 
dards  over  the  next  six  months. 

The  code  is  only  in  its  alpha  stage,  and 
dates  for  the  beta  cycle  and  delivery  have 
notyetbeen  determined.  ■ 


Cisco 

Continued  from  page  1 

Products  business  unit. 

“Our  goal  is  to  build  a  product  that  will 
take  us  to  OC-48  [2.5G  bit/sec]  in  a  non- 
blocking  fashion,”  Marshall  said.  “We 
won’t  have  OC-48  to  start,  but  what  you  do 
is  build  an  infrastructure  that  can  take  you 
to  that  bandwidth.” 

That  infrastructure  will  most  likely 
start  out  with  622M  bit/sec  OC-12  links 
under  the  Cisco  project  analysts  refer  to  as 
Big  Fast  Router  (BFR).  Cur¬ 
rently,  Cisco  7500  routers  sup¬ 
port  links  up  to  155M  bit/sec. 

BFR  will  take  advantage  of 
the  Cisco  7500  line’s  Reduced 
Instruction  Set  Computing- 
based  integrated  route/switch 
processor  and  distributed  I/O 
switching  architecture,  Mar¬ 
shall  said. 

“Think  of  a  centralized 
intelligence  [engine]  for  creat¬ 
ing  the  original  routing  tables 
or  updating  the  tables,”  he 
said.  “And  then  [thinkof]  intel¬ 
ligent  I/O  processors  that  have  the 
proper  packet-per-second  switching  capa¬ 
bility  and  the  proper  buffering,  based  on 
whatthe  interface  is  connected  to.” 

Buffer  size  is  a  key  consideration  for 
these  I/O  modules  because  at  622M 
bit/ sec  —  or  even  2.5G  bit/sec  —  they  can 
fill  up  fast. 

“There’s  a  lot  of  discussion  going  on 
about  what’s  the  proper  amount  of  buffer¬ 
ing  [needed  so  as  not  to]  drop  packets  in  a 
transoceanic  link  running  OC-12,”  Mar¬ 
shall  said. 

“We’re  going  to  keep  memory  suppli- 
ersin  business  for  a  long  time,”  hesaid. 

As  for  the  BFR  backplane,  Marshall  is 
leaning  toward  a  switching  matrix  as 
opposed  to  the  7500 ’s  bus-based  design. 


The  first  release  of  BFR  is  expected  in 
the  second  half  of  1997. 

Sayonara  7000? 

Cisco  may  also  end  sales  of  its  4-year-old 
Cisco  7000  backbone  router  at  that  time, 
Marshall  said. 

The  7000  is  based  on  a  segregated 
route/switch  processor  design  that  lacks 
the  distributed  I/O  switching  of  its  7500 
successor.  Yet  the  7000  is  widely  installed, 
and  customers  have  expressed  concern 
over  its  future  since  the  emergence  of  the 
7500  and  7200  (NW,  July  1, 
page  17). 

Currently,  Cisco  offers  cus¬ 
tomers  an  upgrade  path 
whereby  they  can  stuff  a  7000 
chassis  with  a  7500  processor 
and  interface  modules  for 
around  $10,000  to  $14,000. 
Modules  for  the  7000  can 
also  be  migrated  to  a  7500  chas¬ 
sis. 

But  the  7000  modules  can¬ 
not  optimize  the  7500’s  inte¬ 
grated  route/switch  pro¬ 

cessors,  Marshall  said.  Once 
they  can,  the  7000  will  be  ready  for  retire¬ 
ment. 

“Once  the  two  route/switch  proces¬ 
sors  in  the  7500  can  improve  the  packet 
processing  capability  of  legacy  [7000] 
interfaces.  .  .then  I  will  have  a  complete 
set  of  functionality  that  obsoletes  the 
7000,”  Marshall  said. 

Customers  were  not  surprised  —  or 
thrilled — with  the  news  about  the  7000. 

“It  leaves  people  in  the  lurch  and 
forces  an  upgrade,”  said  James  Weidel, 
director  of  networking  at  the  University  of 
Southern  California  in  Los  Angeles. 
“They  have  to  do  something  to  make  it 
bigger,  better  and  faster.  But  I  wish  they 
designed  it  right  in  the  first  place.  I  hate 
forklift  upgrades.”  ■ 


Marshall  said, 
“Our  goal  is  to 
build  aproduct 
that  will  take  us 
to  OC-48 [2.5G 
bit/sec]  in  a 
nonblocking 
fashion.  ” 
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Where  do  you 
go  from  here? 


and  its  business  partners 


.  .  — 


Our  poster  CreUteS  a  framework  for  understanding  the  latest  security 
components,  technology,  concepts,  and  resources. 


Hundreds  of 


Scores  of  databases 

You  do  the  math 
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With  Open  Horizon’s  patent-pending  secure 
single  sign-on  solution,  the  math  is  simple. 
Extend  operating  system  single  sign-on  to  all 
your  databases  and  client/server  or  Weh-based 
applications  —  with  no  reprogramming. 

Our  single  sign-on  solution  adheres  to  security 
standards  established  by  the  toughest  auditing 
groups.  No  passwords  sent  across  the  network 
or  stored  on  disk  for  snoops  to  sniff.  Full 


encryption  of  information.  Digital  application 
signatures  to  ensure  that  only  applications  you 
approve  can  access  critical  data.  End-to-end 
authentication  for  security  from  start  to  finish. 


Single  sign-on  adds  up  to  more  productive 
users  and  less  maintenance  and  administration. 
Call  today  to  simplify  your  enterprise  computing 
equation.  Or  visit  our  Web  site  and  “get  single" 
at  www.openhorizon.com. 


I’ve  done  the  math, 

and  it  all  adds  up. 

Tell  me  more! 


call  415-869-2200 


Open  Horizon,  Connection,  It's  What's  in  Between  That  Counts,  Application  Broker,  Communication  Broker.  Database  Broker.  Directory  Broker. 
Management  Broker,  Security  Broker,  and  QuickBrew  are  trademarks  of  Open  Horizon,  Inc.  All  other  brands  or  product  names  mentioned  herein  are 
or  may  be  trademarks  of,  and  are  used  to  identify,  products  or  services  of  their  respective  owners.  ®Open  Horizon,  Inc  415  869  2200 
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The  Computer  Security  institute's  "Current  and  Future  Danger: 

A  CSI  Primer  on  Computer  Crime  &  Information  Warfare"  highlights  the  following  facts 
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t  Takes  A  Lot  Of  St  ren  gtk 
To  Lead  A  Skeltered  Life. 


With  all  the  hostile  wildlife  that  abounds  in  the  networked  jungle,  it  takes  a  show 
of  real  strength  to  shelter  your  information  assets.  In  the  age  of  Internet,  open 
systems,  laptops,  multimedia,  downsizing  and  empowerment,  is  it  possible  to  have  a 
trustworthy,  predictable,  well-protected,  networked-based  information  system? 
Deloitte  &  Touche  thinks  you  can  without  sacrificing  that  system’s  aggressive,  fast- 
moving,  powerful,  flexible  and  unique  personality.  No  need  to  change  your  stripes  to 
he  secure. 


Deloitte  &  Touche  Information  Protection  Consulting  services  help  many  large 
and  complex  organizations  successfully  design  and  implement  well-protected 
information  systems  that  are  ahead  of  the  pack  in  power,  ease  of  use,  function,  and 
performance. 


Deloitte  & 
Touche  llp 


Lall  us.  It  s  a  jungle  out  there!  Let  us  help  you  tame  it 
For  more  information,  contact  Chris  Vandenoever 

at  212-436-6039. 


Deloitte  louche  lohmatsu  International 


- ►  •  In  1995,  the  British  Banking  Association  estimated  that  computer  fraud  is  costing  business  5  billion  pounds 

($8  billion)  a  year,  i.e.,  40  million  pounds  ($64  million)  a  day.  •  The  average  loss  in  an  employee  fraud  case  is  $23,500 


Is  your  security 
program  linked  to 
your  business  risks? 
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£  f 0  you  sure7  You  cou^  sPending a  lot  of 

1  money  securing  the  wrong  things 

At  Arthur  Andersen,  we  have 
professionals  dedicated  to  finding 

—  and  at  the  same  time  leaving 

and  implementing  technology 

some  critical  needs  unaddressed. 

related  business  risk  control 

A  company’s  information  security 

solutions.  Using  our  proprietary 

strategies  should  fall  right  in 

Business  Risk  Model™  and  Infor¬ 

line  with  its  business  needs 

mation  Security  Framework5*,  we 

and  objectives. 

work  with  clients  to  identify  risks 

The  accelerating  pace  of  business. . . 
the  need  to  react  and  respond 
quickly  to  new  opportunities... 
unanticipated  competition  from 
new  enterprises  and  alliances... 
assessing  new  technologies 

that  are  truly  relevant  to  the  busi¬ 
ness.  We  combine  technology  and 
business  processes  to  provide  the 
right  level  of  protection.  Where 
some  merely  point  out  holes,  we 
work  with  you  to  fill  them. 

that  promise  new  ways  of 

To  find  out  how  you  can  work 

staving  competitive...  pressures 

together  with  Arthur  Andersen 

to  open  corporate  networks  to 

Computer  Risk  Management 

customers,  suppliers  and  others. 

professionals,  contact  David 

All  these  marketspace  forces 

Haeckel  at  1.800.445.8837  or 

make  it  more  difficult  to  maintain 

at  713.237.5422 

acceptable  level  of  risks. .  .risks 

And  be  sure  to  visit  our  web  site  at 

that  are  naturalh  inherent  in 
new  technologies. 

http//www.arthurander5en.com/crm. 

.Arthur 

Andersen 

y  1  Arthur  Andersen,  .Andersen  Worldwide.  SC 

Computer  Risk  Management 

HE  YLETT  PACKARD  PRAESIDIUM 
SECURITY  FRAMEWORK: 

End  to  End  Security  Solutions  for  the 
Internet  and  Your  Company’s  Intranet. 
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30  MILLION 

INTERNET  USERS  WANT  TO 
GET  INTO  YOUR  SYSTEMS. 


3000  SHOULD, 


YOU  HAVE  A  USER  AUTHENTICATION  PROBLEM. 


CYGNUS  KerbNet  is  THE  enterprise 
user  authentication  SOLUTION. 

■Kerberos  (RFC  1510)  compliant 
■GSSAPI  (RFC  1508)  support 
■Windows  NT  client  AND  server 
■  UNIX  client  AND  server 
■Installation  and  integration  support 
,  from  the  network  security  experts 


For  more  information  contact-&rGNUS  at: 
TEL:  1.415.903.1400 
E-MAIL:  info@cygnus.com 
WEB:  http://www.cygnus.com 
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Maximize  the  return  on  your  information  investment. 

http://www.choreosystems.com 

1-888-238-1050  l\#l 


solutions  from  such  industry-leading  firms  as 
Axent,  Devon  Group,  tJL  Enterprises, 
Nortel/Entrust,  Open  Horizon,  Secure 
Computing,  and  ZOOMIT  International. 

Choreo  is  a  full  sendee  provider.  We  can 
architect  a  solution,  offer  advice  on  best  of 
breed  standards-based  products,  install  the 
technologies  selected,  and  provide  on-going 
technical  support.  And  we  do  all  this  with 
your  unique  requirements  in  mind. 

The  end  result  is  a  cost-effective,  secure 
information  infrastructure  that  will  fit  your 
needs  now  and  expand  easily  as  your 
enterprise  evolves. 

Trust  Choreo  to  provide  protection  for  your 
valuable  information  assets. 


Firewalls,  encryption,  authentication,  token 
cards  -  what  do  you  need,  how  much  is 
enough?  To  get  the  very  most  out  of  your 
information  infrastructure,  you  must  be 
confident  your  resources  are  fully  protected. 
And  that  probably  means  more  than  one  kind 
of  protection. 


Choreo  Systems  is  a  network  integration 
company  providing  a  comprehensive  suite  of 
communications  security  software  and 
technical  services.  We  are  proud  to  provide 


You  need  many  different  kinds  of  protection 
to  get  you  safely  through  life.  The  same  is 
true  for  your  network.  Internet  connection 
and  enterprise  intranets  offer  tremendous 
opportunities  to  access  and  share 
information.  But  they  create  security 
challenges,  too. 


but  for  computer-related  fraud  the  average  soars  to  $500,000.  •  Unauthorized  computer  access  to  confidential  business  information  increased  by  nearly  75%  over  the  last  five  years.  •  In  1993,  CERT  (Computer  Emergency  Response  Team)  reported  a  73%  increase  irj  Internet  security  incidents  from  1992,  with  an  average  of  1 1 1  new  breaches  every  month.  •  You’re  not  alone  •  The  creators  of  the  Information  Security  Blueprint  are  here  to  help  •  Companies  •  Arthur  Andersen  •  Choreo  Systems 
•  Cygnus  Support  ■  DASCOM  *  Deloitte  &  Touche,  LLP  •  Hewlett-Packard  ■  Microsoft  *  Open  Horizon,  Inc.  •  experts  &  analysts  •  Computer  Security  Institute  •  Giga  Information  Group  •  Hurwitz  Group  •  Internet  Systems  •  Meta  Group  •  Patricia  Seybold  Group  •  Standish  Group  •  for  more  information,  turn  the  page  or  visit  WWW.seCLirityinfo.com  • 


before  you  delve 

into  security  technology, 

there  are  many 

larger  issues 


vjprvbrella  of  the  0rgan. 


to  consider. 
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The  information 


^policy 


Business  considerations  (who  cares?) 
Anaiysis(what  should  we  do?) 
Poiicy(what  we're  doing) 
Architecture  (what  we're  building) 
implementation  (how  we're  building  it) 
Auditing(what  happened?) 

Evaluation  (did  it  work?) 


the  security 


security 


the  foundation: 

establishing  a  secure  communication. 


process 


People  drive  policy. 

Policy  guides  technology. 
Technology  serves  people. 
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Authentication  is 


proving  who  you  are 


i  vo  the  authentication  agent 
vets  w 
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Authentication  a& 


Smart  Cards 
&  Tokens 

O — !T  _Smart  cards  are  tamper-resistant  hardware 


devices  that  store  your  private  keys  and  other 
sensitive  information. 

..Hardware  tokens  are  devices  that  augment 
password-based  authentication  by  challenging  you 
to  prove  that  you  possess  that  device. 

Types  of  Tokens 

-Challenge/Response 

.Time-Synchronized 


(biometrics) 

RETINA  SCAN 

THUMB  PRINT 


HAND  G((  METRY 


If  delegation  occurs, 
the  application  server  assumes 
^  the  identity  of  the  client 
C  so  that  access  control  can  be 
enforced  correctly. 


Client  and  server 
exchange  credentials 

for  mutual  authentication 


CjfuthenticatiotT>  .  , 
- ^models 

_Third-Party  Trusted  Host 

Authentication  is  mediated  by  a  trusted  authentication 
agent,  which  is  involved  every  time  authentication  occurs 

KERBEROS  OPEN  CROUP'S  KERBEROS  (DCE) 

-  CyberSafe  -  DASCOM 

-  Cygnus  -  Digital  Equipment  Corp. 

-  Hewlett-Packard  -  Gradient 

-  IBM  -  Hewlett-Packard 

-  Open  Vision  -  IBM 

-  T ransarc 

Public  Key,  Certificate-Based 

A  trusted  certification  authorit 
(CA)  issues  certificates  to  part  s 
who  can  exchange  them  wi  iout 
further  involvement  of  the  )A. 

-  GTE 

-  Nortel/Entrust 

-  Verisign 
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Messages  £ 


•  confidential  and  non-repudiable 


Threat 

Masquerading  . 
Eavesdropping 


Man-in-the - 

middle  attack 

Address  spoofing 

Data  diddling - 


Defense 

.  Authentication 
.  Encryption 

-  Digital  certificates 
Digital  signatures 

-  Firewalls 


encryption: 


Data  Server  r 


Author'^'00 


single  sign-on 


etums 


Cauthorizatjo^ 


Authorization  is  what  you  can  do 


Dictionary  attack  - 
Replay  attack  — 


■  Encrypted  message  digest 
•  Strong  passwords 


-Encryption  is  the  transformation  of  data 
d  e fined  in^°  a  orm  unread3ble  by  anyone  who  does 
not  have  the  appropriate  decryption  key. 

types  of  encryption  &  how  they  work 


Authorization  Server  enforces 
access  control  rules  —  determines  if  user  has 
been  granted  privileges 
to  perform  requested  operation. 


Denial  of  service 


•  Time-stamping  < 
sequence  numbi 

.  Authentication, 
service  filtering 


or 

ering 


C^export^) 


-Because  of  the  potential  for 
abusing  cryptography,  the  U.S. 
government  regulates  the 
strength  of  encryption  in  products 
that  will  be  exported  outside  of 
the  U.S.  and  Canada. 

This  is  currently 

a  hotly  area. 
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Symmetric  or  Secret  Key 

-Parties  exchange  a  key  known  only 
to  themselves  (secret  from  everyone 
else)  and  use  that  key  to  encrypt 
and  decrypt  messages. 

cryptographic  standards 

DES  -  Data  Encryption  Standard 
Diffie-Hellman 

DSA  -  Digital  Signature  Algorithm 
ECC  -  Elliptic  Curve  Cryptosystem 
IDEA  -  International  Data 

Encryption  Algorithm 
MD5  -  Message  Digest  5 
RC2  -  Rivest  Cipher  2 
RC4  -  Rivest  Cipher  4 
RPK  -  Raike  Public  Key 
RSA  -  Rivest-Shamir-Adleman 
SHA  -  Secure  Hash  Algorithm 


Asymmetric  or  Public/Private  Key 

-Consists  of  a  mathematically 
related  pair  of  keys. 

Yout  public  key  is  used  by  anyone 
who  wishes  to  send  you  an  encrypted  message 
or  to  verify  your  digital  signature. 

Your  private  key  is  known  only  to 

you  and  is  used  to  decrypt  messages  sent  to 
you  or  to  digitally  sign  messages  from  you. 

_The  user's  public  key  must  be  tied  to 
that  user's  identity.  This  is  done  using  a 
digital  certificate,  which  is  part  of  a 
public  key  infrastructure. 


the 
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enterprise 

intranet 


-CENTRALIZED 

-  Hewlett-Packard 

-  IBM 

.OPERATING  SYSTEM 
-DATABASE 
-APPLICATION  LEVEL 


auditing^) 

Auditing  is  what  you  did 

-Policy  or  Off-line  Auditing 

-  Part  of  the  data  server 

-  Third-party 

-Event-detection  (real-time  auditing) 

-Attack  Simulation 

-  Scanners 


Q  'll  -The  "Holy  Grail" 

of  security,  secure  single 
sign-on  (SSSO)  enables  an 
organization  to  easily  enforce 
its  security  policy. 

-  Users  log  in  once  from  anywhere 
and  gain  access  to  all  resources. 

-  Administrators  manage  all  security-related 
activities  from  a  central  point. 

-  The  enterprise  keeps  auditable  and 
non-repudiable  records  of 
all  transactions. 
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-The  strictest  export  limitations 
are  on  data  privacy. 

-Slightly  less  strict  limitations 
apply  to  data  integrity. 

-There  are  no  restrictions  on 
the  strength  of  encryption 
used  for  authentication. 


All  trademarks  and  service  marks  referenced  herein  are  the  property  of  their  respective  owners 
©1996  Open  Horizon.  Inc.  All  rights  reserved 


_data  integrity 

the  data  you  receive  is 
exactly  what  was  sent. 

_data  privacy 

for  your  eyes  only. 

_non-repudiation 

after  you  do  it,  you  can't 
say  you  didn't. 


stats 


-BASED  ON  ACCESS  CONTROL  LIST  (ACL) 

-  Axent 

-  DASCOM 


the  Internet 


Where 

go 


do  you 

from  here? 


Types  of  Firewalls 

-Packet  Filter 
-Circuit  Gateway 
-Application  Gateway 
-Trusted  Gateway 


firewall  _A  barrier  between  the  enterprise 
— ^ ^  and  the  Internet  that  controls  access 
to  and  from  the  Internet. 


-Because  users  are  anonymous,  services  and 
users  rely  on  digital  certificates  obtained  from 
a  trusted  certification  authority  to  authenticate 
each  other.  Certification  Revocation  Lists  (CRLs)  are 
used  to  invalidate  compromised  private  keys.  These  are  all  part 
a  public  key  infrastructure  (PKI). 

_Tne  Internet  is  a  very  large  community  of  clients,  and  you  have  to  assume 
that  they  are  not  provisioned  with  anything  but  a  browser. 

-On  the  Internet,  anybody  can  listen.  You  can  protect  yourself  by  using  your 
firewall  to  create  an  encrypted  tunnel  as  part  of  a  virtual  private  network. 

_ln  contrast  to  the  Internet,  an  intranet  consists  of  known  users  and  clients 
who  can  be  provisioned  with  additional  software. 


Visit  the  security  blueprint 
at  www.securityinfo.com 


site 
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1995  losses  to  business  worldwide 
from  hackers:  $800  million. 

Source:  Investigators  of  the  Senate’s 
Permanent  Investigations  Subcommittee 


(Application  Programming  Interfaces) 

GSS-API  -  Generic  Security  Services  API 

SSPI  -  Security  Support  Programming  Interface 

CryptoAPI 


IP  Security  -  | PSEC 

PCT  -  Private  Communication  Technology 
S-HTTP  -  Secure  HTTP 

S/MIME  -  Secure  Multi-Purpose  Internet  Mail  Extensions 
SKIP  -  Simple  Key  Management  for  Internet  Protocol 
SSL  -  Secure  Socket  Layer 


o — r  Key  ideas. 

Company  names  in  red  are  sponsoring  companies. 


security 
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-To  fully  and  effectively  enforce  your  security 
policy,  all  existing  and  future  applications  must 
employ  the  services  of  your  security  infrastructure. 
There  are  companies  that  help  you  achieve  this 
without  extensive  reprogramming: 

-  Hewlett-Packard 

-  IBM 

-  Microsoft 

-  Open  Horizon 


-Computer  Security  Institute 
-Information  Security  Institute 
-MIS  Training  Institute 


k  META  Group 

[Mil  SECURITY!™ 
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Patricia  Seybold 
Group 


THE 

STANDISH 

GROUP 


Interael  Systems 


magazine 


-Computer  Security  Conference  &  Exhibition 
-National  Institute  of  Standards  and  Technology  -Conference  on  Control,  Audit  &  Security  of  Information  Systems 
-Network  Applications  Consortium  _ISSA  Annual  Conference  &  Exposition 

_The  Open  Croup  -National  Information  Systems  Security  Conference 

-NetSec 

-RSA  Data  Security  Conference 
-USENIX  Security  Conference 
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Computer  Risk  Management 
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Covering:  Network  Architectures  and  Management  •  Routers  •  Muxes,  Remote 
Access  Gear,  Modems,  PBXs  and  other  CPE  •  Mobile  Computing  Products 

Software-based  modems  get  ready  for  prime  time 


(Cisco  Systems,  Inc.  has 

veiled  a  number  of  high-end 
r  jter  enhancements  to 

orove  bandwidth  utilization, 

•p  arity  and  access. 

'or  bandwidth  utilization,  the 
:  'ipany  rolled  out  the  Compres- 
;  n  Service  Adapter  ( CSA ), 
uick  enables  central  site  rout- 
?  to  aggregate  the  compressed 
i  astreams from  multiple 
tote  site  routers.  A  single  CSA, 
wed  from  $8,000  to  $14,000, 
increase  the  compression 
y abilities  of  Cisco  7500  series 
"  ter s  from  10  to  20  times, 
l  ording  to  the  company. 

'or  security,  Cisco  announced 
i  capability  to  distribute  its 
f  emetwork  Operating  System 
ryption  services  to  the  Versa- 
Interface  Processor  Model  2- 
This  feature  is  priced  from 
MOO  to  $7,000. 

s for  access,  Cisco  unwrapped 
ht-port  serial,  channelized 
and  single-  and  dual-port 
jr/i  Speed  Serial  Interface  mod- 
s  for  its  high-end  routers. 

°se  modules  are  priced  from 
{pOO  to  $55,000. 

II  products  are  available  now. 
'isco:  (408)  5264000. 

Canadian PBX maker  Mitel 
<j>rp.  last  week  unveiled  what  it 
ims  is  the  first  plug-and-play 
m  of desktop  computer-tele- 
I  one  integration. 
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'he  Mitel  Personal  Assistant 
kage  costs  $349  and  will 
/enerally  available  in 
mary. 

fitel:  (613)  592-2122. 

Quadritek  Systems,  Inc. 

t  week  announced  a  new  pric- 
structureforits  IP  address 
inagement  software. 
lnder  the  Enterprise-Class 
ring  package,  users  can 
•chase  Quadritek’s  QIP 
iress  managemen  t  system 
a  per-address  fee,  which 
ins  at  $5  per  IP  address 
intranets  with  as  many  as 
10  addresses. 


At  Comdex,  Motorola,  PCtel  to  demonstrate  wares  that  will  let  network  managers  easily  upgrade  modems  from  afar. 

are  being  ex 


By  Tim  Greene 

Las  Vegas 

Software-based  modems  that 
rely  on  the  new  breed  of  power¬ 
ful  PC  central  processors  are  set 
to  make  a  big  splash  next  week  at 
Comdex. 

Products  from  vendors 
such  as  Motorola,  Ii 
and  PCtel,  Inc.  are 
designed  to  give  net-  g 
work  managers  an  I 

easy  way  to  upgrad 
modems  from  afar  as  \\ 
tap  into  remote  clients  to  per¬ 
form  diagnostics. 

Host  signal  processing 
modems,  or  softmodems,  can  be 
upgraded  with  software  down¬ 
loads  and  support  remote  con¬ 
trol  of  Pentium  processor- 
powered  PCs  and  laptops. 

“Having  to  support  remote 
users  can  be  a  bit  of  a  chore,  and 
this  helps  alleviate  that,”  said 
Vern  Mackall,  a  senior  analyst 
with  market  research  firm  Inter¬ 
national  Data  Corp.  in  New  York. 

Both  Motorola  and  PCtel  are 
selling  their  technology  to  man¬ 
ufacturers  of  PCs,  claiming  that 
they  are  cheaper  than  conven¬ 
tional  hardware-based  modem 
technology. 

The  vendors’  support  for 
Voice  View,  the  proprietary  Rad¬ 
ish  Technologies,  Inc.  protocol 
for  switching  between  voice  and 
data  on  the  same  call,  will  allow 
net  managers  to  efficiently  han¬ 
dle  calls  for  assistance. 

The  manager  can  talk  to  the 
remote  user  about  trouble,  then 
take  over  the  client  by  remote 
control  to  re-configure  the 
machine  or  make  software 
upgrades  as  needed. 

Softmodems  consist  of  soft¬ 
ware  that  requires  about  2M 
bytes  of  disk  space  and  an  ISA- 
based  telephone  interface  card. 
Data  pump  and  controller  func¬ 
tions  are  handled  by  the  comput¬ 
er’s  CPU  and  software  rather 
than  the  dedicated  chips  in  a 
hardware  modem. 

That  requires  a  powerful  pro¬ 
cessor,  with  Motorola  recom¬ 
mending  a  minimum  of  a 
150-MHz  Pentium  chip  for  its 
SM34DFV  modem.  The  modems 
are  an  interesting  option  for 
those  enterprises  in  which 


remote  offices 
panded  or  upgraded. 

Even  with  a  150-MHz  proces¬ 
sor  in  a  PC,  the  modems  eat  up 
more  than  40%  of  the  chip’s  pro¬ 
cessing  power,  slowing  other 
applications. 

Motorola  is  rec¬ 
ommending  a  Pen¬ 
tium  133-MHz  chip 
minimum  for  lap¬ 
tops,  figuring  laptop 
users  multitask  less 
than  workers  bound 
to  the  desktop. 

Intel  is  planning  to  release 
multimedia  Pentium  chips  next 
year  designated  by  the  letters 
MMX  that  will  have  silicon 
changes  to  handle  more  effi¬ 
ciently  the  digital  signal  process¬ 
ing  necessary  for  modems . 

Softmodems  will  eat  up  about 


the 


30%  less  processing  power  with 
MMX  chips  than  they  do  with 
today’s  chips,  according  to  Moto¬ 
rola. 

PCtel  will  demonstrate 
MMX  version  of  its  soft- 
modem  at  Comdex.  Mot¬ 
orola  plans  to  support 
MMX  chips  in  the  first 
quarter  of  1997. 

Both  companies’ 
modems  run  on  Win¬ 
dows  95,  and  the  soft- 
modem  also  runs  on 
Windows  NT.  Motorola 
support  for  Windows  NT 
is  scheduled  for  the  first 
half  of  1997. 

The  Motorola  SM34- 
DFV  will  ship  in  January,  initially 
supporting  speeds  up  to  28. 8K 
bit/sec.  The  company  is  promis¬ 
ing  a  free  upgrade  to  33. 6K 


bit/sec  and  support  for  Voice 
View  during  the  first  quarter. 

In  the  second  quarter,  the 
SM34DFV  will  support  56K 
bit/ sec  downstream  from  a  digi- 


Dial  up  more  modem  info: 

®  A  white  paper  on 
softmodems 
®  A  description  of  how 
one  softmodem  vendor 
will  support  Intel’s  MMX 
multimedia  specification 
Enter  the  number  above  in  the  DocFinder  box 
on  the  home  page. 
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tal  source  and  33. 6K  bit/sec 
upstream  with  another  software 
change.  Pricing  for  this  version 
hasnotbeenset.  ■ 
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Remedy  kicks  its  ARS  into  high  gear 

New  version  of  help  desk  application  has  workflow,  GUI  and  data  access  gains. 


By  Jim  Duffy 

Mountain  View,  Calif. 

Remedy  Corp.  last  week 
unveiled  a  new  version  of  its  help 
desk  software  that  features 
graphical  user  interface  (GUI), 
administration  and  data  access 
enhancements. 

Version  3.0  of  Remedy’s 
Action  Request  System  (ARS)  is 
designed  to  help  users  consoli¬ 
date  their  internal  help  desk 
operations  by  tightly  integrating 
other  management  operations 
and  providing  customized  access 
to  enterprise  data. 

To  that  end,  ARS  3.0  includes 
a  new  user  interface  that  is  said 
to  offer  a  customizable  environ¬ 
ment  for  users  of  varying  skill 
levels;  workflow  functions  that 
enable  administrators  to  deliver 
only  those  capabilities  end  users 
need;  and  data  access  features 
that  join  schemas  and  support 
SQL  calls  to  corporate  data¬ 
bases. 

The  GUI  allows  users  to  cre¬ 
ate  unique  form  layouts  with 
their  own  set  of  fields,  toolbar 
icons,  menu  buttons  and  associ- 


and 


a  ted  workflow. 

This  lets  different 
groups  of  users  within  an 
organization  create  an 
interface  that  is  opti¬ 
mized  for  their  tasks, 
Remedy  said. 

For  administrators, 

ARS  3.0  includes  work- 
flow  customization  fea¬ 
tures  that  enable  them 
to  dynamically  adjust 
fields,  buttons,  toolbar 
icons  and  menus 
to  end  users’  skill  levels 
needs. 

This  results  in  minimal  train¬ 
ing  for  those  who  use  .ARS  infre¬ 
quently,  and  more  efficiency  for 
“power  users”  who  tackle  com¬ 
plex  tasks,  Remedy  said. 

Custom  tools 

New  data  access  tools  in  ARS 
3.0  allow  administrators  to  cre¬ 
ate  complex  database  relation¬ 
ships  with  point-and-  click 
instructions,  Remedy  said. 
Administrators  can  create  a  sin¬ 
gle  ARS  application  by  joining 
multiple  ARS  schema  distrib- 
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Remedy’s  new  help  desk  software  boasts  better 
customization. 


uted  throughout  an  organiza¬ 
tion,  and  then  populate  this 
application  with  data  from  any 
SQL  database  via  direct  SQL  API 
calls. 

ARS  3.0  costs  $6,500  for  a  sin¬ 
gle  serv  er  with  three  fixed  write 
licenses. 

Users  can  download  clients 
for  Version  3.0  from  die  compa¬ 
ny’s  Web  site  at  http://www. 
remedy.com. 

ARS  3.0  will  ship  in  December 
and  is  backward-compatible  with 
earlier  versions  of  ARS,  Remedy 
said. 

©Remedy:  (415)  254-4919. 
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level  to  be  monitored  on  a  daily  basis.  As  a 
result,  the  need  for  additional  system 
resources  could  be  addressed  proactively 
rather  than  reactively. 

The  distributed  nature  of  client/ 
server  networking,  though  based  on  sim¬ 
pler  basic  elements,  is  actually  much  - 
more  complex  from  a  service-level  poinm 
ofview. 

All  network  managers  know  that  many 
of  the  problems  their  networks  get 
blamed  for  are  not  their  fault.  However, 
without  quanutative  information  on  syi 
tern  performance,  it  was  often  impossib 
to  prove  otherwise. 

While  LAN  test  tools  have  been  aroun 
since  the  first  LANs,  they  are  still  a  bit  lirr 
itecl.  Generating  simple  or  complex  pat¬ 
terns  of  frames  is  useful  in  determining 
the  processing  limits  of  a  particular  switch 
or  router  in  isolation,  but  tells  you  little 
about  end-user  performance. 

To  determine  this,  the  measurement 
needs  to  take 
place  end  to 
end.  And,  cru¬ 
cially,  the  end¬ 
point  isn’t  sim¬ 
ply  at  the  bot¬ 
tom  of  the  work¬ 
station  where 
the  adapter  con¬ 
nects  to  the 
LAN,  but  rather 
at  the  top  where  application  code  resides. 

Furthermore,  the  behavior  of  real 
application  traffic  is  radically  different 
from  the  stream  of  packets  produced  by  a 
network  frame  thrower.  A  single  lost 
packet  will  cause  an  application  to  stqp 
dead  in  its  tracks  and  resynchronize  the 
transmission. 

A  decade  or  more  into  the  client/ 
server  revolution,  the  SLA  has  once  again 
become  a  possibility  for  network  manag¬ 
ers.  In  the  past  year,  at  least  two  companies 
have  come  out  with  instrumented  cli¬ 
ent/server  application  suites  that  can  be 
used  to  benchmark  a  wide  range  of  system 
environments.  By  providing  canned 
applications,  with  workloads  that  can  be 
reproduced  at  a  moment’s  notice,  ne 
work  managers  can  assure  an  accurat 
quantitative  view  of  their  client/servi 
environments. 

For  measuring  true  application  perfo! 
mance  across  any  kind  of  network,  y 
can  turn  to  Chariot  created  by  Ganymed 
Software,  Inc.  Separately,  Dynameasu 
from  Bluecurve,  Inc.  in  Oakland,  Cali 
focuses  on  capacity  planning  an 
throughput  measurement  for  cl| 
ent/ server  systems  based  on  Windows  N 
and  SQL  Server. 

As  you  finalize  1997  budgets,  yoi 
might  want  to  consider  how  much  unne 
essary  spending  you  could  avoid  if  you' 
only  understood  exactly  what  was  going 
on  in  your  present  network  and  check  out 
the  tools  that  can  help  you  do  that. 


i 


Tolly  is  president  of  The  Tolly  Group,  a  stra¬ 
tegic  consulting  and  independent  testing  firm 
in  Manasquan,  N.J.  He  can  be  reached  at 
(908)  528-3300  or  via  the  Internet  at 
ktolly@tolly.com. 


Resurrecting  service-level  agreements 


/TTV  hen  large  corporate  shops  began  to 
move  away  from  the  big  iron,  they 
left  a  lot  behind.  Unfortunately,  not  all  of 
it  was  bad. 


One  good  thing:  The  service-level 
agreement  (SLA)  was  not  brought  into 
the  client/server  realm.  Not  that  it  wasn’t 
needed  —  it  was.  I tjust  wasn’t  possible. 


Those  readers  who  cut  their  teeth  on 
NetWare  might  not  even  know  what  an 
SLA  is.  Essentially,  SLA  is  a  pact  between 
the  IT  department  and  the  rest  of  the 
company.  In  exchange  for  the  funding  it 
receives,  the  IT  department  agrees  to 
guarantee  a  minimum  level  of  computing 
service  to  the  user  departments. 

Mainframe  tools  enable  the  service 


Free  video.  Free  literature. 

1-800-358-73 

e-mail:  info@sel-rtp.com 
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Make  one  phone  call  and  find  out  how  a  column  of 
air  can  make  changing  your  network  child’s  play. 
With  Sumitomo  FutureFlex  Air  Blown  Fiber. 


ummomo  mureriex 


nsiown  MDer  system. 


Easy  to  install.  Easy  to  change.  Easy  to  afford. 


The  Sumitomo  FutureFlex  Air  Blown  Fiber  system 
makes  it  easy  to  “future-proof”  a  network.  No  more 
guesswork.  No  more  substantial  up-front  investment  in 
fiber  that  will  lay  idle.  No  more  excessive  labor  and 
material  costs. 


You  can  design  and  install  a  LAN  that’s  ready  for  any 
kind  of  change,  at  any  time. 

With  FutureFlex  you  install  the  exact  fiber  you  need, 
when  you  need  it.  And  because  this  innovative 
technology  literally  “blows”  fiber  into  place  through  a 
tube  cable  network  at  100  to  150  feet  per  minute, 
changes  can  be  made  quickly,  easily  and  at  a  fraction 
of  the  cost  of  traditional  fiber  cable. 


The  system’s  point-to-point  architecture  eliminates 
cable  splicing  except  at  the  termination  points.  And 
without  all  the  usual  splices  that  are  inherent  in  con¬ 
ventional  fiber  installations,  you  get  a  network  that’s 
not  only  less  expensive  to  install  but  one  that’s  more 
reliable  and  more  flexible  and  with  less  attenuation. 


WANs  &  Internetworking 


x. 


airier  Services 


Briefs 


■  Booming  demand  for  Internet/ 
intranet  bandwidth  to  Europe 
has  two  carriers  on  either  side  of 
the  Atlantic  teaming  up  to  sink 
half  a  billion  dollars  in  undersea 
fiber  cable  of  their  own. 

MFS  Communications 
Company,  Inc.  and  Cable  & 
Wireless,  Inc.  recently 
announced  plans  for  a  joint  ven¬ 
ture  to  install  a  10G  bit/sec 
Synchronous  Optical  Net¬ 
work  (SONET)  cable  between 
London  and  New  York. 

With  that  enormous  capacity, 
MFS  will  have  access  to  and  con¬ 
trol  of  a  bandwidth  reservoir  that 
can  help  fill  the  ever-increasing 
needs  of  its  Internet  division, 
UUNET  Technologies,  Inc. 

The  cable  is  scheduled  to  be 
up  and  running  within  15 
months. 

■  MCI  Communications 
Corp.,  Lucent  Technologies, 
Inc  .and  NextWave  Telecom, 

Inc.  last  week  announced  testing 

NEXTWAVE  WAS  THE  WINNING 
BIDDER  FOR  PCS  LICENSES  FOR: 

►  Boston  ►  Minneapolis 

►  Denver  ►  Portland,  Ore. 

►  Houston  ►  San  Diego 

►  Los  Angeles  ►  Seattle 

►  New  York  ►  Washington,  D.C. 

The  licenses  are  awaiting  approval  from  the  FCC. 


of  infrastructure  for  NextWave' s 
planned  personal  communi¬ 
cations  system  (PCS)  net¬ 
work. 

NextWave  was  the  winning 
bidder  for  PCS  licenses  for  cities 
listed  in  the  graphic  above. 

UDallas-based  Stonehouse  & 

Co.  announced  it  will  provide 
the  telecommunications  asset 
management  and  billing 
database  for  MCI  Communica¬ 
tions  Corp.  ’s  new  bandwidth 
management  contract  with  the 
Department  of  Defense.  MCI 
selected  Stonehouse’ s  MONIES 
( Management  of  Network 
Income,  Expense  and  Services) 
software  system  for  its  contract 
to  manage  key  components  of  the 
emerging  Defense  Information 
Systems  Network. 


Covering:  Local  and  Long-Distance  Services  •  Value-Added  Networks  •  Cable,  Satellite 
and  Wireless  Networks  •  Regulatory  Affairs  •  Carrier-Based  Internet  Services 


Premiere  orchestrates 
’Net-based  services 

Orchestrate  will  also  provide  universal  mailbox  service. 


WEB  CONTROL  OF  CONFERENCE  CALLS  9 

With  Premiere’s  Orchestrate  service,  the  user 
can  actually  control  the  carrier’s  switch. 


Orchestrate  user 

m 


By  Tim  Greene 

Atlanta 

PC  users  who  want  universal 
mailboxes  and  the  ability  to  set 
up  conference  calls  without 
investing  in  additional  hardware 
will  soon  have  a  new  opdon:  an 
Internet-based  service  called 
Orchestrate  from  Premiere 
Technologies,  Inc. 

The  long-distance  carrier  — 
which  already  offers  similar  ser¬ 
vices  over  telephone  lines  —  will 
now  let  PC  users  send  and 
receive  E-mail,  voice  mail  and 
faxes,  with  the  option  of  gather¬ 
ing  them  as  text  or  audio. 

To  use  Orchestrate,  an  end 
user  needs  only  an  Internet  con¬ 
nection  and  a  PC  equipped  with 
a  Web  browser,  speakers  and  a 
microphone. 

Orchestrate  users  can  set  up 
and  tear  down  conference  calls, 
dropping  individual  parties  and 
adding  others  at  will.  The  service 
gives  the  user  access  to  and  con¬ 
trol  of  some  telephone  switch 
functions  via  the  Internet. 

Premiere  only  charges  for  use 
of  its  switches  —  25  cents  per 
minute  —  so  any  Orchestrate- 
related  ’Net  transactions  cost 
users  nothing  beyond  their  cur¬ 
rent  Internet  connection  costs. 

“You  don’t  need  any  applica¬ 
tions  loaded  to  use  [Orches¬ 
trate],  Any  phone,  any  browser 
—  there’s  nothing  proprietary 
about  it,”  said  Traver  Kennedy, 
director  of  WAN  research  world¬ 
wide  at  the  Aberdeen  Group, 
Inc.  in  Boston. 

Combined  with  secure  intra¬ 
nets,  the  service  could  blossom. 
“You  could  provision  communi¬ 
cations  for  users  worldwide  with¬ 
out  having  to  install  any 
hardware  at  all,”  Kennedy 
added. 

CompuServe,  Inc.  is  consider¬ 
ing  using  Orchestrate  to  support 
a  universal  mailbox  service. 
CompuServe’s  network  would 
gather  the  E-mail  and  forward  it 
to  Premiere’s  server.  But 
CompuServe  is  not  yet  prepared 
to  announce  availability  of  such 
an  offering,  said  Steve  Owens, 
manager  of  communications  ser¬ 


vices  for  the  company. 

How  Orchestrate  works 

The  end  user  hits  the  Pre¬ 
miere  Web  server,  which  authen¬ 
ticates  the  end  user  and  displays 
an  options  screen,  including  in¬ 
box,  configure  and  contact. 

Using  mouse  clicks,  the  end 
user  can  retrieve  messages, 
delete  or  forward  them.  A  single 
command  can  forward  a  mes¬ 
sage  to  a  prespecified  group  via 
E-mail  or  fax. 

Aso  using  the  mouse,  a  user 
can  set  up  a  conference  call  by 
accessing  lists  of  phone  numbers 
stored  in  a  Premiere-hosted 
database  or  in  the  user’s  data¬ 
base  that  is  connected  to  the  Pre¬ 
miere  server  via  a  private  line 


internet 


User  hits  Orchestrate  Web  server 
via  the  Internet,  and  demands 
conference  call  setup. 


Server  queries  data¬ 
base  either  at  user 
premises  or  locally 
to  gather  phone 
numbers  to  be  linked 
by  the  conference. 


Public 

switched 

telephone 

network 


Dedicated  line 

i 

Premiere  switch 
connects  parties. 
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Orchestrate 
Web  server 


Database 


Premiere 


Phone 

switch 


(see  graphic) . 

Once  the  user  specifies  con¬ 
ference  call  parties,  the  server 
signals  the  Premiere  telephone 
switch  to  set  up  the  conference, 
starting  with  the  initiating  caller. 
The  initiating  caller  keeps  con¬ 
trol  of  the  call,  with  the  ability  to 
add  or  drop  parties  using  mouse 
clicks  on  the  screen  display. 


Orchestrate  parallels  World- 
Link,  Premiere’s  telephone  ser¬ 
vice,  which  offers  similar  func¬ 
tions  over  a  phone  line  using 
voice  or  keypad  commands. 

Premiere  plans  to  begin  beta¬ 
testing  Orchestrate  this  month 
and  will  roll  out  the  product  in 
December. 

©Premiere:  (404)  262-8400. 


FCC  keeps  an  eye  on  transition  from  tariffs 


By  David  Rohde 

Washington,  D.  C. 

One  week  before  the  Federal 
Communications  Commission 
ordered  long-distance  carriers 
to  cancel  their  tariffs,  AT&T 
pleaded  with  the  com¬ 
mission  to  make  an 
exception  for  individ¬ 
ually  negotiated  tariff 
deals  that  still  have  a 
while  to  run. 

The  FCC  rejected 
AT&T’s  request.  But 
several  days  after  voting  to  end 
the  62-year-old  system  of  filed 
rates  ( NW,  Nov.  4,  page  8),  the 
commission  issued  additional 
rules  to  help  carriers  and  users 
make  the  transition  to  commer¬ 
cial-law  contracts. 

The  commission’s  basic  piece 
of  guidance:  Neither  carriers 
nor  users  should  use  the  transi¬ 
tion  to  ordinary  contracts  to  try 
improving  their  side  of  the  deal. 

The  issue  arose  after  AT&T’s 
chief  regulatory  lobbyist,  Gerry 
Salemme,  wrote  FCC  Common 
Carrier  Bureau  Chief  Regina 
Keeney  on  Oct.  22  suggesting 
that  the  FCC  allow  all  special 
deals  —  such  as  AT&T  contract 
tariff  and  Tariff  1 2  arrangements 


—  to  run  their  course. 

The  FCC  nixed  the  idea, 
emphasizing  that  keeping  any 
type  of  tariff  in  force  after  nine 
months  would  perpetuate  the 
problem  the  commission  was  try¬ 
ing  to  solve:  the  ability 
of  carriers  to  alter  the 
effective  terms  of  a  cus¬ 
tomer’s  deal  by  filing  a 
new  piece  of  paper  with 
the  government. 

Instead,  carriers 
must  submit  new,  ordi¬ 
nary  contracts,  even  to 
customers  whose  deals 
do  not  expire  in  the 
next  nine  months,  said 
FCC  attorney  Christo¬ 
pher  Heimann.  The 
new  contract  must  fix 
the  prices  and  other 
terms  of  the  deal  that 
exist  at  the  time,  and 
neither  the  carrier  nor 
the  customer  should 
expect  to  improve  its 
position. 


Chong:  FCC  should 
allow  users  to  sign  a 
single  contract for 
carrier  services 
and  CPE. 


Bundle  of  issues 

The  FCC  failed  to  act  on  a 
companion  proposal  to  allow 
network  services  and  network 
customer  premises  equipment 


(CPE)  to  be  sold  on  a  single  con¬ 
tract.  The  commission  left  in 
place  its  rule  prohibiting  the 
bundling  of  CPE  with  basic  ser¬ 
vices  —  those  in  which  the  car¬ 
rier  simply  provides  transport  as 
opposed  to  enhanced  services 
such  as  transaction  processing. 

The  FCC’s  inaction  drew  a 
rebuke  from  Commissioner 
Rachelle  Chong,  the  only 
Republican  on  the  four-person 
commission.  In  a  statement,  she 
said  the  FCC  should  have  lifted 
the  bundling  prohibi¬ 
tion  for  domestic,  basic 
services  immediately. 

Aluding  to  the 
breaking  apart  of  AT&T 
and  Lucent  Technol¬ 
ogies,  Inc.,  Chong  noted 
that  “no  interexchange 
carrier  currently  pro¬ 
vides  long-distance  ser¬ 
vice  and  CPE  on  a 
vertically  integrated 
basis,”  ending  part  of 
the  original  rationale  for 
the  unbundling  rule. 

The  FCC  is  opening  a  new 
comment  period  on  the  bun¬ 
dling  issue  and  is  expected  to 
take  it  up  again  in  the  first  half  of 
next  year.  ■ 
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The  most  predictable  thing  about  business  is  that  it’s  unpre¬ 
dictable.  Your  needs  are  likely  to  be  different  from  one  day  to  the 
next  (or  for  that  matter,  from  one  department  to  another).  You 
either  need  a  range  of  servers  to  accommodate  all  your  different 
needs.  Or  one  affordable  server  with  a  very  wide  range. 

Introducing  the  new  Compaq  ProLiant  2500.  Simply  put,  it’s 
the  most  versatile  platform  available  today.  Its  modular  chassis  lets 
you  easily  swap  components  to  meet  any  new  set  of  requirements. 
So  you  only  need  to  purchase  for  your  needs  today.  And  as  your 

t  Server.  It’s  An  Application  Server. 

Server.  Can  An  Identity  Crisis  Be  A  Virtue? 

business  grows,  the  Compaq  ProLiant  2500  provides  the  scalability 
to  go  from  file  and  print  to  Internet  or  application  server.  While 

distributed  .  .  ,  , 

giving  you  the  availability  and  management 
features  you  need  to  run  your  mission-critical 
access  applications.  And  with  Distributed  Access,  the 
information  you  need  will  always  be  close  at  hand. 

In  other  words,  it’s  the  first  platform  that’s  versatile  and 
flexible  enough  to  run  your  business  on — today  and  tomorrow. 
To  find  out  more  about  the  ProLiant  2500  or  Distributed 
Access,  visit  us  at  www.compaq.com/us,  or  call  L800-319-7778 
to  locate  the  Compaq  reseller  near  you. 


COMPAQ. 

Has  It  Changed  Your  Life  Yet? 


Sometimes 


One  size  fits  all 

just  doesn't  feel  rig*ht. 


(  That's  also  true  for  data  networks.  ) 


If  there’s  one  thing  you  need  when  establishing  a  wide-area  data  network,  it’s  flexibility. 
Pacific  Bell  FasTrak*  Complementary  Services  was  designed  to  help  you  build  a  reliable 

network  that  doesn’t  lock  you  into  a  single-source 
provider.  By  forming  partnerships  with  other 
service  providers,  Pacific  Bell  can  offer  you  unlimited  network  choices  but  still  maintain  the 
convenience  of  having  a  single  point  of  contact.  To  learn  more,  call  1-888-327-8725. 


FasTrak  Complementary  Services 


PACIFIC  if  BELL 

NETWORK 


How  will  you  use  it? 


•  Pacific  Belt  FasTrak  is  a 


mark  of  Pacific  Bell  0 1996  Pacific  Bell. 


Briefs 


■  Xircom,  Inc.,  based  in  Thou¬ 
sand  Oaks,  Calif.,  last  week 
enhanced  its  line  of  adapters 
with  its  first  CardBus  10/100 
card  for  connecting  laptops  to 
lOMand  100M  bit/sec  networks. 
CardBus  technology  brings  the 
benefits  of  PCI — 32-bit,  33-MHz 
operation  —  to  portable  PCs  or 
notebooks,  which  typically  suffer 
from  slow  overall  performance. 
The  adapter,  which  is  available 
now,  costs  SI  99. 

Xircom:  (800)  4384526. 

■  Hayes  Microcomputer 
Products,  Inc.  used  Networks 
Expo  in  Dallas  last  month  to  tout 
its  new  line  of  remote  access 

servers.  The  2000  series  is 


available  with  four,  eight  or  16 


serial  ports  and  is  positioned  as 
an  entry-level  product  for  small 
offices.  The  9000  series,  optimized 
for  use  in  large  corporate  net¬ 
works  or  for  Internet  service  pro¬ 
viders,  supports  as  many  as  12 
module  slots.  Servers  in  both 
families  include  Century  Man¬ 
agement  software  for  remote  con¬ 
figuration  and  management. 
Pricing  was  not  available. 

Hayes:  (770)  840-9200. 

■  Clariion,  a  division  of  Data 
General  Corp.,  this  week  will 
announce  the  Series  3000,  a  high- 
availability  disc  array  stor¬ 
age  system  for  enterprise 
networks.  The  Series  3000 pro¬ 
vides  up  to  2 A  terabytes  of  disk 
storage,  and  includes  redundant 
storage  processors,  power  sup¬ 
plies  and  fans.  It  also  includes 
support  for  Fibre  Channel,  which 
will  allow  storage  subsystems  to 
be  clustered  when  connected  to  a 
server.  The  Series  3000,  with  a 
starting  price  of  $21,600,  will 
ship  later  this  month. 

Data  General:  ( 508)  898-6546. 


Local  Networks 

Covering:  Servers  •  Operating  systems  •  LAN  management 
Hubs  •  Switches  •  Adapters  and  other  equipment 

Dell  offers  network-friendly  PCs 

Systems  include  integrated  management  hardware,  self-monitoring  technology. 


By  John  Robinson 

Austin,  Texas 

Monkey  see,  monkey  do. 

Dell  Computer  Corp.  last 
week  joined  the  pack  of  vendors 
scrambling  to  quell  interest  in 
low-cost  network  computers  by 
offering  network-friendly  PCs. 

The  company  announced  the 
OpdPlex  Gs  and  OptiPlex  GXi 
—  Pentium-based  PCs  that  fea¬ 
ture  Ethernet  connections  and 
integrated  management  capabil¬ 
ities.  The  systems  can  be  config¬ 
ured  with  133-  or  200-MHz 
processors,  and  will  replace 
Dell’s  OptiPlex  G  and  GX  mod¬ 
els. 

Both  systems  come  with  Dell 
Inspector  management  hard¬ 
ware  and  support  the  Desktop 
Management  Interface.  Dell 
Inspector  lets  PCs  analyze  and 
determine  the  status  of  internal 
components,  and  report  prob¬ 
lems  to  a  network  administrator. 


The  systems  also  feature  the 
company’s  Self-Monitoring 
Analysis  Reporting  Technology, 
which  reports  potential  hard- 
drive  problems. 

With  integrated  support  for 
Intel  Corp.’s  Universal  Serial 
Bus,  peripherals  can  be  automat¬ 
ically  configured  as  soon  as  they 
are  attached,  without  rebooting 
the  system  or  running  a  setup 
program. 

The  OptiPlex  Gs  can  be  con¬ 
figured  with  an  optional  10M 
bit/sec  Ethernet  connection, 
while  the  OptiPlex  GXi  comes 
standard  with  a  10M/100M 
bit/sec  Ethernet  PCI  slot.  Both 
systems  can  be  bundled  with 
Windows  95  or  Windows  NT. 

The  announcement  of  Dell’s 
new  workstations  came  on  the 
heels  of  several  measures  by 
other  vendors  to  integrate  man¬ 
agement  capabilities  into  work¬ 
stations,  reduce  costs  and 


NCR  strikes  a  server  blow 
for  smaller  network  sites 


By  John  Robinson 

Dayton,  Ohio 

With  the  clutter  of  recent 
server  announcements  mud¬ 
dling  choices  on  the  high  end, 
NCR  Corp.  this  week 
will  recognize  smaller 
customers  with  entry- 
level,  Pentium-based 
servers. 

The  NCR  S26,  avail¬ 
able  with  single  or  dual 
133-  or  166-MHz  pro¬ 
cessors,  is  designed  for 
retail  stores,  bank 
branch  automation, 


NCR’s  Server  Manager.  The  soft¬ 
ware  monitors  hardware  re¬ 
sources  such  as  memory  and  disk 
utilization  and  alerts  system 
administrators  if  performance 
parameters  are 

exceeded. 

The  S26  servers 
come  equipped  with 
seven  32-bit  expansion 
slots  —  four  PCI,  two 
EISA  and  one  shared 
PCI/EISA  —  and  can 
be  configured  with  as 
many  as  1 1  drive  bays  to 
support  tape,  CD- 
ROM,  flex  or  hard 


and  LAN  file  and  print  NCR's  S26has  man- 
applications,  the  com-  agement hardware for  drives, 
pany  said.  As  users’ pro-  WindowsNT.  In  addition,  the  serv- 


cessing  needs  grow,  the 
servers  can  be  upgraded  with 
Pentium  Pro  processors. 

The  servers  run  Windows  NT 
Server,  NCR  Unix,  OS/2,  SCO 
UnixWare  and  Open  Server,  or 
NetWare. 

For  customers  operating  in  a 
Windows  NT  environment,  the 
servers  can  be  controlled  using 


ers  have  up  to  32G  bytes 
of  internal  disk  storage  and  up  to 
512Kbytesofcache. 

The  S26  servers  are  available 
now  in  one-  or  two-processor  NT 
or  Unix  versions.  Prices  start  at 
$11,750  for  a  single  processor 
version  and  $16,150  for  a  dual¬ 
processor  system. 

©NCR:  (513)  297-5700. 


provide  out-of-box  net¬ 
work  compatibility  ( NW, 

Nov.  4,  page  34).  The 
moves  are  designed  to 
defend  the  viability  of 
networked  PCs  in  the 
face  of  a  big  push  on  the 
part  of  several  promi¬ 
nent  companies  to  estab¬ 
lish  network  computer 
strategies  that  offer  lower  prices 
and  ease-of-management  capa¬ 
bilities. 

Dell  last  week  lowered  costs 
on  other  members  of  the  Opti¬ 
Plex  line  by  as  much  as  11%.  The 
OptiPlex  GXL  200,  with  a  200- 
MHz  Pentium  processor  and 
prepackaged  with  Windows  95, 


dropped  in  price  from  $2,885  to 
$2,550. 

Prices  start  at  $1,604  for  a 
OptiPlex  Gs  with  a  1 33-MHz  Pen¬ 
tium  processor,  16M  bytes  of 
memory  and  a  lG-byte  hard 
drive.  A  similarly  configured 
OptiPlex  GXi  starts  at  $1 ,804. 

©Dell:  (800)  289-3355. 


3Com  releases  low-end  routers 


By  Jodi  Cohen 

Santa  Clara,  Calif. 

Branch  office  users  have  long 
been  the  network  community’s 
second-class  citizens,  but  3Com 
Corp.  hopes  to  put  them  on 
top  with  its  new  line  of  low-end 
routers. 

The  company’s  Office- 
Connect  NetBuilder  routers, 
which  allow  customers  to  extend 

Take  the  right  route:  Download  our 
Buyer’s  Guide  to  low-end  routers. 

Enter  the  number  below  in  the 
DocFinderboxonthe 
home  page. 


http://www.nwfusion.com 


the  corporate  intranet  to  remote 
branch  offices,  provide  enter¬ 
prise-level  routing  features  start¬ 
ing  at  about  $1 ,500. 

Key  features  include  support 
for  multiple  WAN  services  — 
frame  relay,  ISDN,  X.25  and 
Switched  Multimegabit  Data  Ser¬ 
vice  —  as  well  as  support  for  IP, 
IPX,  AppleTalk  and  SNA  routing 
protocols. 

In  addition,  OfficeConnect 
routers  offer  IP  firewall  capabili¬ 
ties  for  increased  security,  and 
bandwidth  management  soft¬ 
ware. 


“This  is  the  one  area  right 
now  that  3Com  can  claim  that 
they  are  stronger  in  than  Cisco 
[Systems,  Inc.],”  according  to 
Esmerelda  Silva,  an  analyst  at 
International  Data  Corp.,  a  mar¬ 
ket  research  firm  in  Framing¬ 
ham,  Mass.  “There  really  isn’t 
anyone  out  there  that  can  touch 
3Com’s  OfficeConnect  line  in 
terms  of  having  a  solution  tar¬ 
geted  at  the  very  small  net¬ 
work.” 

The  routers,  which  round 
out  the  OfficeConnect  family 
of  hubs,  bridges,  and  print 
and  fax  servers  for  remote 
offices,  will  be  available  by 
year-end. 

Adept  at  adapters 

Separately,  3Com  last 
week  announced  an 
enhanced  version  of  its  Ether¬ 
net/  modem  card  for  laptops. 

The  EtherLink  III  LAN 
Modem  PC  Card  sports  33. 6K 
bit/sec  modem  speeds,  support 
for  cellular  transmission  and 
1 0M  bit/ sec  Ethernet  access. 

EtherLink  III  also  supports 
the  Win95  Plug  and  Play  spec, 
and  comes  with  software  for  auto¬ 
installation  in  Windows  3.X 
machines. 

Pricing  starts  at  $379  per  card 
for  a  twisted-pair  version  and 
$429  for  a  coaxial  cable  model. 
©3Com:  (408)  764-5000. 
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The  Merchant  Server  of  Redmond 


icrosoft  Corp.  has  launched  Mer¬ 
chant  Server,  the  company’s  latest 
effort  to  meet  customers’  Internet  and 


electronic  commerce  needs.  As  described 
by  the  company,  the  product  is  a  small 
business’s  dream. 


But  that  depends  on  how  you  define 
small.  Merchant  Server  will  cost  you 
$14,995  per  server  plus  $3,495  per  store, 
which  is  defined  as  each  unique  home 
page  and  other  associated  content.  In 
addition,  you’ll  need  Windows  NT  Server, 
Microsoft’s  Internet  Information  Server 
and  an  Open  Database  Connectivity-com¬ 
pliant  database  system. 


'Vi'. 
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www.performance.com 


Soon  people  everywhere  will  THINK  FAST  as  they 
access  infotainment  and  the  internet  at  super-fast 
speeds  with  DSL  modems  and  systems  from 
Performance  --  a  DSL  pioneer  and  innovator... 


Think  Fast! 

Call  Performance: 
1-716-654-6603 


ISPs  and  phone  companies  worldwide  are  thinking  fast  with 
DSL  service.  Those  that  don’t  wili  suffer  a  technical  knockout! 


With  Performance,  the  only  8  count  you’ll  hear  is  8 
megabits-per-second  with  its  rate-adaptive  Champion 
modem  -  the  world’s  first  of  its  kind.  Talk  about  THINKING 
FAST!  That’s  about  10,000%  faster  than  the  common 
modem! 


Performance  has  been  in  the  DSL  business  since  “Round 
One.”  In  fact,  Performance’s  modems  were  used  in  the 
first  DSL  trial  by  an  ISP.. 


Don  t  be  sucker-punched  by  DSL  companies  that  sell 
vaporware... Performance  is  delivering  solutions  TODAY! 


Ban 


^  1996  Performance  Telecom  Corp.  •  10  Carlson  Road.  Rochester.  New  York  14610  USA 


That’s  a  base  cost  of  more  than  $20,000 
to  set  up  your  Internet  storefront.  Even  if 
you  could  show  a  gross  profit  of  20%,  your 
first  $  100,000  in  sales  would  be  earmarked 
to  pay  for  your  Microsoft  bill  —  provided 
you  didn’t  also  have  to  buy  hardware  on 
which  to  run  it. 

What  do  you  actually  get  for  your 
money?  Some  templates,  some  ActiveX 
controls  and  some  scripts.  A  person  can 
set  up  a  storefront  without  any  program¬ 
ming  knowledge.  But  to  fully  take  advan¬ 
tage  of  the  possibilities,  you’ll  at  least  need 
a  person  familiar  with  HTML,  ActiveX,  or 
Java  and  database  programming.  A  graph¬ 
ics  artist  would  also  be  useful. 

As  far  as  I  can  tell,  though,  you  don’t 
even  need  Merchant  Server.  Just  take  that 
$20,000  and  hire  a  consulting  firm  to  set 
up  your  storefrontforyou. 

If  design  isn’t  the  benefit,  maybe  secu¬ 
rity  is.  After  all,  Microsoft  promises  a 
“secure  buying  experience.”  The  specifi¬ 
cations  document  says  VeriFone,  Inc.’s 
vPOS  Internet-based  payment  processing 
software  is  included 
in  the  box  to  provide 
a  secure  solution  for 
credit  card  transac¬ 
tions.  Verifone  tech¬ 
nology  provides  a 
supposedly  secure 
link  between  the 
merchant  and  the 
credit  card  issuing 
institution. 

The  actual  purchase  transaction  is  han¬ 
dled  with  Netscape  Communications 
Corp.’s  Secure  Socket  Layer  protocol. 
This  will  supposedly  protect  sensitive 
credit  card  information  from  being  inter¬ 
cepted  during  the  transaction. 

Of  more  importance  to  the  security¬ 
conscious,  though,  is  what  happens  after 
the  transaction.  Credit  card  numbers  are 
going  to  be  stored  on  your  server.  If  I  were 
a  hacker,  would  it  be  more  appealing  to  lis¬ 
ten  interminably  to  intercept  credit  card 
numbers  or  hack  into  a  server  to  acquire  a 
large  list  of  them?  Surprise!  There’s  no 
additional  server  security  included  with 
Merchant  Server  —  just  standard  NT 
Server  administrative  control  plus  some 
IP  address  filtering. 

Tip  of  the  week 

The  Computer  Security  institute  has  pub¬ 
lished  a  Manager’s  Guide  to  Cyber¬ 
space  Attacks  and  Countermeasures 
that  is  free for  members  and  $10 for  non- 
members.  Details  are  available  via  the  Web 
at  www.  gocsi.  com.  The  book  covers  every 
known  form  of  electronic  threat,  including 
denial  of  service,  viruses,  system  break-ins 
and  interception  of traffic.  Definitely  get  this 
before  setting  up  your  Merchant  Server. 


Dave  Kearns 


But  as  Bill  Gates  said,  “I  don’t  think 
that  security  trill  be  something  that  holds 
back  electronic  commerce.” 

Kearns,  a  former  networ  k  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  dkeams@msn.com. 
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CASCADE 


Cascade  Communications  Corp. 
5  Carlisle  Road 
Westford,  MA  USA  01886 
1-800647-6926 
Web:  www.casc.com/fr 
Email:  mktg@casc.com 
Outside  U.S.A.  608-692-2600 
Fax:  608-692-6062 
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CASCADE  FRAME  RELAY. 
PROCEED  WITH  CONFDENCE. 


It’s  wild  out  there.  More  users.  More  traffic.  Demands  for  greater  service  variety. 
An  expectation  of  increased  network  reliability  and  performance.  And,  lower 
costs!  That’s  why  carriers  worldwide  use  Cascade  Frame  Relay  switches  to 
build  scalable,  high-performance  networks  to  meet  the  service  requirements  of 
a  rapidly  growing  and  increasingly  demanding  customer  base.  No  other  Frame 
Relay  switch  consistently  delivers  the  Quality  of  Service  to  handle  both  SNA 
and  IP  traffic.  In  fact,  IBM  has  chosen  Cascade’s  Frame  Relay  switch  as  one  of 
its  leading  products  for  SNA  transport. 


Leading  the  way  in  Frame  Relay  technology,  we  were  the  first  with  45  Mbps 
access,  the  first  with  Frame  Relay  to  ATM  Interworking.  And,  we’re  at  the 
heart  of  the  Internet  wit  h  an  estimated  70%  of  all  Internet  traffic 
traveling  across  our  Frame  Relay  switches. 

For  more  information,  call  for  our  free  pocket  guide  -  SNA  Over •  Fr  ame 
Relay  at  1-800-647-6926  or  1-617-542-0714.  Or  visit  our  Web  site  at 
http-yAvww.casc.com/frame. 


CASCADE 

Setting  the  Pace  in  Carrier-Class  ATM,  Frame  Relay  and  Remote  Access. 

USA:  1-800-647-6926  EUROPE:  +44-1628-828500  JAPAN:  +81-3-3798-5181  CANADA:  905-470-8644  SPAIN:  +34-1-345-7276  GERMANY:  +49-6172  925858  SINGAPORE:  +65-435-0414  LATIN  AMERICA  954-450-9922 

Cascade  Communications  Corp.,  5  Carlisle  Road,  Westford,  MA  01886  USA.  Phone:  508-692-2600,  Fax:  508-692-5052,  Email:  mktg@casc.com 
The  Cascade  logo  is  a  trademark  of  Cascade  Communications  Corp.  All  other  trademarks  are  the  properties  of  their  respective  companies. 


"  May  we  be  straight  with  you?  Good. 

- 

Because  there  is  no  better  way  to  buy  your 
company's  PCs  than  straight  from  Dell. 

We  manufacture  every  OptiPlex  desktop 
precisely  to  your  order.  Equipped  the  way 
you  want  it,  configured  the  way  you  want  it, 
with  all  the  drivers  and  software  pre-installed. 


No  struggling  to  make  off-the-rack  systems 
work  on  your  network.  You  plug,  you  play, 
you  go  have  lunch. 

Since  we  build  them  so  well,  we  feel  a 
powerful  commitment  to  support  them 
well,  too.  After  all,  who  better  to  look  after 
your  machine  than  the  company  that 


designed  it  from  the  ground  up? 

And  of  course  with  all  those  middlepeople 
relegated  to  the  sidelines,  we're  usually  able 
to  give  you  more  muscle  for  less  money. 

Give  us  a  call.  Unless  you're  looking  forthe 
grand  tour,  we're  the  most  pleasant  wayto  get 
from  where  you  are  to  where  you  want  to  be. 
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DELL*  OPTIPLEX*  GXpro  200 

200MHz  PENTIUM*  PRO  PROCESSOR 

•  A/£WTool-less  Convertible  Chassis 

•  64MB  EDO  ECC  DIMM  Memory 

•  256KB  Integrated  L2  Cache 

•  3GB  EIDE  Hard  Drive  (10ms) 

•  Dell  17LS  Monitor  (15.7"  v.i.s.) 

•  S3  Trio  64V+  PCI  with  2MB  VRAM 

•  8X  EIDE  CD-ROM  Drive 

•  Integrated  Vibra  16  Audio 

•  Integrated  3Com®  PCI  EtherLink®  III 

•  Windows  NT*  Workstation  4.0/ 

1  Year  Free  NT  Support 

•  3  Year  Limited  Warranty* 

PICTURED  SYSTEM 

$3699 

Business  Lease8:  $134/Mo. 

Order  Code  #300370 


DELL  OPTIPLEX  GXi  200 

200MHz  PENTIUM  PROCESSOR 

•  NEW  Tool-less  Convertible  Chassis 

•  32MB  EDO  DIMM  Memory 

•  256KB  Pipeline  Burst  Cache 

•  2GB  EIDE  Hard  Drive  (10ms) 

•  Dell  17LS  Monitor  (15.7"  v.i.s.) 

•  Integrated  64-bit  PCI  with  2MB 
DRAM  with  Full  Motion  Video 

•  8X  EIDE  CD-ROM  Drive 

•  Integrated  Sound  Blaster  Pro 
Compatible  Audio 

•  Integrated  3Com  10/100  PCI  EtherLink  III 

•  Microsoft®  Windows  95/30  Days 
Free  Support 

•  3  Year  Limited  Warranty 

$2859 

Business  Lease:  $106/Mo. 

Order  Code  #300366 


DELL  OPTIPLEX  GXi  166 

166MHz  PENTIUM  PROCESSOR 

•  /VfWTool-less  Convertible  Chassis 

•  32MB  EDO  DIMM  Memory 

•  256KB  Pipeline  Burst  Cache 

•  2GB  EIDE  Hard  Drive  (10ms) 

•  Dell  17LS  Monitor  (15.7"  v.i.s.) 

•  Integrated  64-bit  PCI  with  2MB 
DRAM  with  Full  Motion  Video 

•  8X  EIDE  CD-ROM  Drive 

•  Integrated  Sound  Blaster  Pro 
Compatible  Audio 

•  Integrated  3Com  10/100  PCI  EtherLink  III 

•  Microsoft  Windows  95/30  Days 
Free  Support 

•  3  Year  Limited  Warranty 

$2779 

Business  Lease:  $103/Mo. 

Order  Code  #300365 


DELL  OPTIPLEX  Gs  133 

133MHz  PENTIUM  PROCESSOR 

•  A/£WTool-less  Convertible  Chassis 

•  32MB  EDO  Memory 

•  256KB  Pipeline  Burst  Cache 
•2GB  EIDE  Hard  Drive  (10ms) 

•  Dell  15LS  Monitor  (13.7"  v.i.s.) 

•  Integrated  64-bit  PCI  with  1MB 
DRAM  with  Full  Motion  Video 

•  8X  EIDE  CD-ROM  Drive 

•  Integrated  3Com  EtherLink  III 

•  Microsoft  Windows  95/30  Days 
Free  Support 

•  3  Year  Limited  Warranty 

$2099 

Business  Lease:  $78/Mo. 

Order  Code  #300364 


DELL. 


D4LL 

888-482-3355 

http://www.dell.com 

Mon-Fri  7am-9pm  CT •  Sat  10am-6pm  CT •  Sun  12pm-5pm 
In  Canada?  call  800-839-0148 
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Special  Focus 


Pentium  Pro  servers  are  packing  a 
powerful  punch  for  network  users 

Enhancements  from  Intel  promise  to  keep  processors  in  step  with  emerging  applications. 


By  John  Robinson 

With  the  birth  of  the  Pen¬ 
tium  Pro  processor  last  year, 
Intel  Corp.  delivered  a  chip 
built  on  timeless  motherly  wis¬ 
dom:  It’s  what’s  on  the  inside 
thatcounts. 

The  Pentium  Pro  brought 
unprecedented  performance 
to  mid-range  servers,  offering  a 

A  HEFTY  SLICE 

Compaq’s  ProLiant  5000  server 
accounted  for  nearly  80%  of  all  servers 
shipped  with  Pentium  Pro  processors 
in  the  second  quarter.  Compaq  is 
expected  to  have  grabbed  an  even 
larger  share  the  third  quarter. 


SOURCE:  IDC,  FRAMINGHAM,  MASS. 


minimum  1.6  times  the  pro¬ 
cessing  power  of  the  Pentium 
chip  as  well  as  onboard  cache 
memory. 

The  Pentium  Pro’s  perfor¬ 
mance  ratings  struck  a  chord 
with  network  administrators 
deploying  Windows  NT.  The 
powerful  processing  engine 
sparked  the  performance  boost 
necessary  to  support  32-bit 
applications,  giving  Intel  and 
Microsoft  Corp.  a  bigger  role  in 
enterprise  networks. 

“The  Pentium  Pro  is  still 
ramping,  and  we  expect  that  to 
continue,”  said  Kea  Grilley, 
director  of  marketing  at  Intel. 
“The  server  market  is  growing 
faster  than  any  other  market,  in 
part  due  to  the  Pentium  Pro.” 

But  while  the  chip  has 
proven  itself  on  its  first  lap,  net¬ 
work  decision-makers  are  hun¬ 
gry  for  more  scalability,  power 
and  enhancements. 

With  a  new  chip  design,  mul¬ 
timedia  upgrades,  powerful 
partnerships  and  an  eye  on 
emerging  network  technol¬ 
ogies,  Intel  is  ready  for  a  second 
run. 


What’s  next? 

In  the  first  quarter  of  next 
year,  Intel  is  expected  to  intro¬ 
duce  the  long-awaited  addition 
to  the  P6  family,  of  which  the 
Pentium  Pro  is  currently  the  sole 
member.  Code-named  Klamath, 
the  new  processor  is  said  to  have 
processing  speeds  approaching 
the  300-MHz  mark,  whereas 
current  Pentium  Pros  peak  at 
200  MHz.  It  will  also  include 
multimedia  extensions  (MMX) 
to  increase  performance  of 
applications  such  as  videocon¬ 
ferencing. 

Some  customers  have  been 
hedging  over  whether  to  pur¬ 
chase  servers  and  desktop 
machines  based  on  the  Pentium 
Pro  or  wait  for  the  MMX  capabili¬ 
ties.  But  Intel  plans  to  make  the 
decision  easy  by  offering  an  over¬ 
drive  processor  that  will  upgrade 
Pentium  Pros  to  the  features  of 
the  Klamath  chip,  sources  said. 

“With  the  MMXs,  you  can 
accelerate  or  improve  audio, 
video,  imaging  or  anything 
that  is  very  data-intensive,”  an 
Intel  spokesman  said.  “Over 
time,  all  of  our  processors  are 
going  to  include  this 
technology.” 

Lynda  Fitzpat¬ 
rick,  an  analyst  with 
International  Data 
Corp.  (IDC),  said 
while  the  MMXs  and 
increased  process¬ 
ing  speed  are  attrac¬ 
tive,  it  is  Klamath’s 
reported  support 
for  16-bit  applica¬ 
tions  that  will  help 
draw  new  custom¬ 
ers. 

“There  is  a  huge 
installed  base  of  16- 
bit  applications,  and  users  want 
to  see  a  significant  performance 
increase  if  moving  to  a  next- 
generation  chip,”  Fitzpatrick 
said.  “That’s  what  Klamath  is 
promising.” 

Another  plus  for  customers: 
The  introduction  of  Klamath  is 
sure  to  bring  down  the  cost  of 
Pentium  Pro  and  Pentium  pro¬ 
cessors.  And  Intel  just  last  week 
reduced  the  price  of  Pentium 


Pros  to  near-Pentium  levels  (see 
graphic),  which  should  cause 
server  prices  to  plunge  further. 

With  three  offerings  in  the  P6 
family,  analysts  expect  the  Pen¬ 
tium  processor  will  be  overshad¬ 
owed  by  the  superior  per¬ 
formance  of  the  Klamath  and 
Pentium  Pro  chips.  Intel  sources 
said  the  company  will  continue 
to  market  the  Pentium  through 
1997  but  added  it  will  eventually 
be  fazed  out  as  the  price  points 
are  blurred. 

The  Three  Musketeers 

The  Pentium  Pro’s  success  in 
the  server  arena  this  year  is 
largely  based  on  Intel’s  many 
strategic  partnerships.  But  when 
it  comes  to  the  enterprise,  two 
companies  stand  tall  beside 
Intel:  Microsoft  and  Compaq 
Computer  Corp.  With  a  happy 
marriage  of  server  box,  proces¬ 
sor  and  operating  system,  ana¬ 
lysts  said  this  family  has  the  looks, 
the  brains  and  the  brawn  to  dom¬ 
inate  the  mid-range  server  mar¬ 
ket. 

In  the  second  quarter  of  this 
year,  nearly  80%  of  all  PC  servers 
shipped  worldwide 
with  Pentium  Pro 
processors  were  Com¬ 
paq  ProLiant  5000 
models,  according  to 
IDC.  Available  with 
200-MHz  processors 
and  512K  bytes  of 
cache  memory,  the 
ProLiant  5000  deliv¬ 
ers  high-level  perfor¬ 
mance  for  database 
applications. 

And  Intel  makes 
no  secret  of  the  Pen¬ 
tium  Pro’s  optimized 
performance  for 
Windows  NT  4.0,  weighting 
heavy  marketing  behind  the 
operating  system/processor 
marriage.  “Anything  that  runs 
on  Windows  NT  will  run  faster  on 
a  Pentium  Pro,”  Intel’s  Grilley 
said. 

Peter  Lowber,  a  Lexington, 
Mass.-based  analyst  with  DataPro 
Information  Services  Group, 
said  it  should  come  as  no  surprise 
that  Intel  and  Microsoft  are 


sleeping  together. 

“Windows  NT  has  been  out 
there  for  a  while,  and  with  the 
release  of  NT  4.0  and  the  Pen¬ 
tium  Pro,  it  was  a  big  perfor¬ 
mance  jump,”  he  said. 
“Customer  acceptance 
was  really  there.” 

Intergraph  Com¬ 
puter  Systems,  Inc.  is 
one  company  putting 
on  a  Pentium  Pro/NT 
face.  The  Huntsville, 
Ala.-based  outfit,  tradi¬ 
tionally  known  as  a 
graphics  software  and 
systems  supplier,  is  put¬ 
ting  all  its  chips  on  the 
server  market. 

“Our  goal  is  to  make 
a  major  push  into  the 
enterprise,  and  Windows  NT  on 
a  Pentium  Pro  is  the  way  we  are 
going,”  said  Lee  Hansen,  vice 
president  of  Intergraph’s  server 
division. 

The  clustering  question 

The  Klamath  chip  provides 
Intel  with  market  range  for  its  P6 
family,  but  Reduced  Instruction 
Set  Computing  (RlSC)-based 
Unix  systems  have  a  concrete 
hold  on  the  multiprocessor 
server  market  in  large  IT  envi¬ 
ronments. 

Intel  and  its  partners,  how¬ 
ever,  are  starting  to  chip  away  at 
that  installed  base. 

Some  companies  arejerry-rig- 
ging  Intel’s  bus  architecture, 
coupling  two  four-processor  cir¬ 
cuit  boards  for  a  total  of  eight 
processors.  NCR  Corp.’s  World- 
Mark  4300  servers  will  follow  this 
model  by  using  the  company’s 


Intel’s  powerful  processors  are  turning  up 
in  more  and  more  network  servers. 


Octascale  controller  to  intercon¬ 
nect  the  circuit  boards  and  com¬ 
pete  with  higher  end  RISC 
servers. 

Lowber  said  while  clustering 
solutions  for  Pentium  Pros  and 
Windows  NT  are  slim,  the  pro¬ 
cessor  and  operating  system  will 
begin  to  take  root  in  traditionally 
RISC-based  environments  as 
administrators  realize  their 
power. 


Ripples  will  first  appear  as 
early  as  next  year  in  the  finan¬ 
cial  services  industry,  he  said, 
with  Unix-based  trader  work¬ 
stations  being  migrated  to  Pen¬ 


tium  Pro-powered  systems 
running  Windows  NT. 

“Trader  workstations  are  all 
Sun  SPARCstations  on  Wall 
Street,  [but]  the  next  round 
are  going  to  be  Windows  NT- 
based,”  according  to  Lowber. 
“The  RISC  Unix  vendors  are 
exposed  —  especially  Sun  and 
[Silicon  Graphics,  Inc.]  — 
without  an  alternative  NT  strat¬ 
egy.  There  is  going  to  be  a 
bloody  war.” 

And  network  computers? 

Another  war  is  raging  over 
the  introduction  of  network 
computers  (NC). 

The  Pentium  Pro  appar¬ 
ently  has  little  to  fear  from  the 
NC  model,  where  servers  act  as 
motherships  to  a  fleet  of  thin 
clients.  Powerful  servers  — 
with  powerful  chips  such  as  the 
Pentium  Pro  —  will  be  needed 
to  run  the  applications 
accessed  by  NCs. 

“The  network  computer 
market  is  hot,  and  we  are  look¬ 
ing  at  it  seriously,”  Intel’s  Gril¬ 
ley  said.  “You  wouldn’t  need 
Pentium  Pro  performance  on 
the  desktop,  but  you  would  in 
the  servers.” 

Analysts  agreed,  noting  that 
the  Pentium  Pro  is  positioned 
as  an  every-chip. 

“Intel  wants  to  be  the  sup¬ 
plier  across  the  board  for  every 
market  with  the  Pentium  Pro, 
and  it  could  fit  in  networks  of 
network  computers,”  Lowber 
said. 

“There  is  definitely  an 
incentive  out  there  for  people 
to  try  something  different.  And 
with  that,  we  are  going  to  see 
the  impact  of  the  Pentium 
Pro.”  ■ 


“Intel  wants  to  be  the 
supplier  across  the 
board  for  every 
market  with  the  Pen¬ 
tium  Pro,  and  it 
could  fit  in  networks 
of  network  comput¬ 
ers,  "analyst  Peter 
Lowber  said. 


Pentium  Pro  price  slide 


If  you’re  pricing  Pentium  Pro  servers,  it 
helps  to  know  what  server  companies  are 
paying  for  the  processors. 

(Figures  are  for  orders  of  1,000  processors.) 


►  200  MHz  with 

512K-byte  cache . $1,035 

256K-byte  cache . $525 

►  166  MHz  with 

512K-byte  cache . $627 

256K-byte  cache . $428 
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Briefs 


■  Microsoft  Corp.  last  week 
talked  up  a feature  of  its  upcoming 
Exchange  upgrade  that  will 
make  it  easier  for  Web  developers 
to  exploit  parts  of  the  company’s 
messaging  server.  At  its  Profes¬ 
sional  Developer’s  Conference  in 
Long  Beach,  Calif,  the  company 
revealed  plans  to  add  support  for 
its  Active  Server  scripting  lan- 

ALSOIN  EXCHANGE  4.5 

►  Supportfor  Internet  protocols 
such  as  POP,  NNTP,  HTTP 

►  Supportfor  LDAP 

►  Web  services  for  accessing  mail 
and  schedules  from  browsers 

►  cc:Mail  connector 

guage  to  Exchange  4.5,  due  by 
year-end.  This  means  developers 
can  use  the  scripting  language  to 
build  Web  applications  that  rely 
on  the  messaging  engine  to  route 
forms  to  certain  users. 

■  BHR  Software,  Inc.  in  San 

Jose,  Calif,  has  released  BHR 
Info. Net,  which  blends  a  new  Java- 
based  Web  front  end  with  a 
suite  of 350  business  applications 
for  small  to  midsize  companies  in 
manufacturing  or  distribution. 
Users  equipped  with  Web  browsers 
log  on  to  a  Web  server,  download 
the  Java  client  code  and  then  run 
—  over  TCP/IP —  interactive 
sessions  with  the  applications. 

An  intranet  version  of  the  soft¬ 
ware  costs  $2,875 per  user,  while 
a  service-based  edition  averages 
about  $1,000 per  month. 

BHR:  (408)  882-0690. 

■  Iona  Technologies,  Inc.  in 

Dublin,  Ireland,  has  released  the 
latest  version  of  its  Orbix  object 
request  broker  (ORB).  The 

new  edition  performs  about  25% 
faster  in  most  applications.  The 
software  complies  with  the  entire 
Object  Management  Group’s  Com¬ 
mon  ORB  Architecture  specifica¬ 
tion.  The  new  release,  available 
now,  is  priced  from  $2,500  to 
$5,000,  depending  on  the  number 
of  users. 

Iona:  (617)  679-0900. 


Workflow 

WebFIow  flexes  new 
groupware  muscle 

Upgrade  makes  assigning,  accepting  workflow  tasks  easier. 


SamePage'sTakeAction  task  manager  lets  users  mew 
the  status  of  tasks  and  post  com  merits.  Tasks  also  can 
be  assigned  or  transferred  from  one  member  of a  group 
to  another. 


By  Barb  Cole 

Santa  Clara,  Calif. 

WebFIow  Corp.  this  week  will 
roll  out  an  upgraded  edition  of 
its  Web-based  groupware  that  is 
more  suitable  for  building  col¬ 
laborative  applications  that  span 
the  enterprise. 

The  company’s  SamePage 
Suite  2.0  is  now  more  flexible  in 
the  way  it  lets  users  assign  and 
accept  workflow  tasks,  and  is  bet¬ 
ter  able  to  handle  documents 
that  include  images. 

SamePage  Suite  is  a  set  of 
server-based  applications  that 
work  with  Simple  Mail  Transfer 
Protocol-based  mail  systems. 
The  software  includes  the  Same- 
Page  Workspace,  where  users 


one  else. 

“We  have  marketing  and 
engineering  specifications  that 
are  posted,  reviewed  and 
approved  [in  SamePage],  so  the 
[workflow]  enhancements  will 
be  a  real  advantage,”  said  Albert 
Mayo,  IT  manager  at  Meter  Com¬ 
munication  Systems,  a  Norcross, 
Ga.,  maker  of  automatic  reader 
systems  that  intends  to  deploy 
about  50  SamePage  licenses. 

WebFIow  has  also  tightened 
the  software’s  links  to  E-mail  sys¬ 
tems,  letting  users  send  E-mail 


messages  from  the 
SamePage  Workspace 
and  define  when  E-mail 
notifications  are  to  be 
sent. 

Version  2.0  also  adds 
support  for  Microsoft 
Corp.  Mail  and  Lotus 
Development  Corp. 
cc:Mail. 

In  addition,  docu¬ 
ment  creation  and  han¬ 
dling  capabilities  are  im¬ 
proved  in  Version  2.0. 

New  document  templates 
may  be  used  to  quickly 
generate  items  such  as 
status  reports,  customer 
service  reports,  customer  profile 
forms  and  change  orders. 

Version  2.0  also  has  better 
support  for  mixed-media  docu¬ 
ments. 

The  system  can  now  load 
compound  documents  faster  be¬ 
cause  it  stores  them  in  “chap¬ 


ters”  that  contain  multiple  ele¬ 
ments. 

Available  now,  SamePage  2.0 
runs  on  Windows  NT,  SunSoft, 
Inc.  Solaris  and  Silicon  Graphics, 
Inc.  IRIX  servers.  Pricing  is 
$3,500  for  a  10-user  system. 

©WebFIow:  (408)  235-1400. 


Application  development 

Software  lets  users  plug  maps  into  Windows  apps 


Go  online  for  more  info  on  Web- 
based  collaborative  anti  w  w  n 
conferencing  applications. 

Enter  the  number  to 
the  right  in  the 
DocFinder  box 
on  the  home 
page. 


Vi 


may  collaborate  on  compound 
documents,  and  the  TakeAction 
Action  Item  Manager  for  assign¬ 
ing  and  accepting  tasks. 

SamePage  users  access  the 
applications  using  a  Web 
browser  and  receive  notifica¬ 
tions  about  assigned  work  or 
changes  in  the  status  of  a  collabo¬ 
rative  document  via  E-mail. 

The  most  significant  changes 
in  Version  2.0  are  in  the  way  users 
can  assign  and  accept  work 
within  the  applications,  said 
Richard  Rebh,  vice  president  of 
marketing  at  WebFIow. 

For  instance,  tasks  may  now 
be  assigned  to  an  individual  or 
group,  or  broken  into  subtasks. 
Recipients  can  accept  or  reject 
tasks,  or  pass  them  on  to  some- 


By  John  Cox 

Troy,  N.Y. 

Maplnfo  Corp.  has  released 
two  products  intended  to  make  it 
much  easier  to  build  client/ 
server  applications  that  analyze 
and  represent  corporate  data  in  a 
series  of  maps. 

One  product  is  MapX,  an 
OLE  Custom  Control  (OCX) 
that  can  be  embedded  into  Win¬ 
dows  applications  using  an  array 
of  popular  development  tools. 
The  other  offering  is  SpatialWare 
2.0,  server  software  that  adds 
spatial  information  to  data  in 
Oracle  Corp.’s  database  and 
manages  client  queries  to  that 
information. 

Spatial  or  mapping  software  is 
growing  in  popularity  because  it 
visualizes  numeric  data  locked  in 
rows  and  columns  in  a  database. 
An  insurance  company,  for  ex¬ 
ample,  can  use  these  products  to 
see  the  distribution  of  policy 
holders  in  a  flood-plain  area  and 
then  adjust  rates. 

Typically,  such  products  are 
either  high-end,  proprietary  geo¬ 
graphic  information  systems  or 
single-user  PC-based  tools. 

This  week,  Maplnfo  will 
release  MapX,  which  is  a  32-bit, 
1  M-byte  OCX  that  can  be  loaded 


into  and  used  by  any  standard 
visual  development  environ¬ 
ment.  Developers  working  with 
these  tools  simply  drag  the  MapX 
icon  into  their  editing  window  to 
show  a  default  map  with  zoom-in 
and  zoom-out  capabilities, 
among  other  features.  End  users 


receive  an  application  with  built- 
in  mapping  capabilities. 

Last  month,  the  company 
unveiled  SpatialWare  2.0,  the 
first  commercial  version  of 
server  software  originally  offered 
by  Unisys  Corp.  only  in  beta 
form.  The  software  —  acquired 
by  Maplnfo  from  Unisys  in  Octo¬ 
ber  —  automatically  transforms 


existing  corporate  databases  so 
they  can  be  queried  in  spatial 
terms  by  desktop  tools  such  as 
Maplnfo  Professional. 

“We  take  Oracle  database 
tables  and  we  add  two  columns 
—  we  append  to  the  database 
record  a  spatial  object.  It’s  a  fairly 
automated  process,” 
said  Steve  Talbot,  Mapln- 
fo’s  director  of  Spatial¬ 
Ware  marketing.  ‘  ‘We 
also  added  some  addi¬ 
tional  SQL  phrases,  to 
describe  spational  rela¬ 
tionships,  such  as  ‘next 
to.’  ” 

Application  develop¬ 
ers  would  simply  make 
use  of  these  SQL  com¬ 
mands  in  their  applica¬ 
tions.  For  database  ad¬ 
ministrators,  Spatial¬ 
Ware  works  with  the  full 
range  of  standard  admin¬ 
istration  tools  and  fully  supports 
Oracle’s  security  features  and 
transaction  processing. 

SpatialWare  is  available  now 
on  Solaris  and  SCO  Unix  com¬ 
puters.  Pricing  ranges  from 
about  $25,000  for  a  workgroup 
solution  to  about  $200,000  for  an 
en  terprise  version . 

©Maplnfo:  (800)  327-8637. 


PRODUCT  SPOTLIGHT:  n  ; 

Vendor:  Maplnfo  Corp.  in  Troy,  N.Y. 

What  it  is  A  32-bit  OLE  Custom  Control 
that  works  with  a  wide  range  of 
popular  client/server  application 
development  tools. 

What  It  does:  Creates  a  customizable  map, 

with  point-and-click  features  such 
as  zoom  in,  for  displaying  data  from 
server  databases. 

Available:  Now 

Price  $1,000  per  developer  license: 

$99  per  run-time  license.  A  30-day 
trial  version  is  available  via  the  Web 
atwww.mapinfo.com. 
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You've  got  better  things  to  do  with  your  time.  While  we 
designed  our  remote  access  solutions  to  help  people  be  more 
productive  during  the  time  they're  away  from  the  office,  we  also 
created  them  with  the  network  manager  in  mind.  So  you  won't 
find  a  system  that's  more  painless  to  install,  manage  or  use. 
What's  more,  Shiva  has  the  best  support  in  the  business.  That 
means  you'll  also  spend  less  time  dealing  with  problems. 


;  ot  saying  we're  better  than  everybody.  A  lot  of  other  smart  folks  are 
-n  /in  ’  for  us.  Such  as  the  editors  and  writers  of  the  most  important  magazines  in  the 
business.  Not  to  mention  the  readers  of  these  magazines— the  people  who  actually  buy 
jnd  use  remote  access  products.  They've  given  Shiva  more  awards  than  all  of  our 
competitors  combined.  So  why  waste  your  precious  time  evaluating  other  remote  access 
solutions  when  these  guys  have  done  it  for  you? 


...  > 


It's  a  time  piece  and  a  conversation  piece.  Get  the 
LanRover®  before  December  27,  1996,  and  you'll  also  get  the 
Timex  Data  Link™  watch  free.  This  very  cool  watch  lets  you 
transfer  scheduling  and  personal  information  from  your  person- 


The  choice,  time  and  time  again.  For  years,  Shiva  has  boon 

setting  the  industry  standard  for  remote  access.  Today,  we  have 
over  20  million  PPP  dial-in  users  installed  all  over  the  world. 
And  our  strategic  relationships  with  companies  like  Netscape, 


2*; 


al  computer  to  your 


Microsoft,  IBM,  Hewlett  Packard,  Motorola  and  Nortei  mean  you 


wrist.  Find  out  more 


can  have  the  utmost  confidence  in  the  way  our  products  work  with 


DATA- ►LINK 


their  products 


at  www.timex.com 


It’s  About  Time. 


You  know  that  remote  access  can  help  people  in  your  company  use  their  time 
more  wisely.  What  you  may  not  know  is  that  from  now  until  December  27,  1996,  you'll  get  up  to  a  $1,000  rebate  when  you 
try  the  famous  Shiva  LanRover.  We'll  even  throw  in  the  incredible  new  Timex  Data  Link  watch  as  our  free  gift.  So  get  to  our  web  site  today  for 
all  the  details.  Or  call  us  at  800-977-4482.  But  hurry.  Time  is,  after  all,  of  the  essence. 


Find  out  more  at: 


The  remote  access  specialists' 


The  Shiva  logo  and  LanRover  are  registered  trademarks  of  Shiva  Corporation.  All  other  products  and  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


Client/Server  Applications 


-JARED  LOGIC 

Looking  for  a  few  good  mail  switches 


otus  Development  Corp.’s  messag¬ 
ing  backbone  division  is  betting 
that  increases  in  both  the  quantity  and  the 
quality  of  message  traffic  will  mean  con¬ 


tinued  demand  for  high-end  message 
switching  products. 

For  some  time,  the  company’s  Soft- 
Switch  group  —  which  last  month  held  its 


annual  users  conference  in  Philadelphia 
—  has  offered  a  strong  messaging  back¬ 
bone  product  line  centered  around  the 
SoftSwitch  Central  and  Lotus  Messaging 
Switch  offerings.  The  primary  value  of  the 
products  has  been  to  provide  messaging 
and  directory  gateways  enabling  commu¬ 
nication  between  multiple  proprietary 
mail  systems. 


Hail  to  the  Chief!  If  the  President  of  the  United  States  is  looking  into 
it  -  it  must  be  important.  Browser-based  access  to  “legacy”  systems 
makes  existing  applications  and  data  more  widely  available  to  internal 
customers  over  intranets,  and  extends  this  infrastructure  to  cus¬ 
tomers,  distribution  channels,  and  business  partners  over  the  Internet. 

The  advantages  of  integrating  host  information  using  OpenConnect’s 
new  SNA  Web  co-processing  technology,  OC://WebConnect'“ ,  and  its 
companion  integrated  development  environment,  OpenVista™,  have 
become  very  compelling.  OpenConnect  Systems'  browser-based  host 
access  increases  the  value  and  the  availability  of  SNA  mainframe  and 
midrange  applications  and  data  without  sacrificing  SNA  network 


performance,  management  or  security. 

Using  OpenVista,  you  can  rejuvenate  host  applications  with  graphical 
user  interfaces  and  offer  them  to  a  whole  new  class  of  users  with  less 
training,  and  little  or  no  distribution  costs.  You’ll  reduce  network 
bandwidth  utilization,  without  modifying  the  existing  host  applica¬ 
tion. 

To  learn  how  you  can  make  the  move  to  browser-based  access  for  your 
mainframe,  call  for  your  free  white  paper  which  outlines  the  business 
benefits  of  browser-based  host  access  and  rejuvenating  your  main¬ 
frame  applications.  Doing  so  will  make  you  appear  very  presidential. 


OpenConnect 

SYSTEMS 

Securely  Integrating  SNA  With  The  Inter/intraNET  ' 


2711 LBJ  Freeway  •  Dallas,  Texas  USA  75234  •  1-800-551-5881  •  972-484-5200  •  http://www.oc.com  •  E-Mail:  info@oc.com 

01996  OpenConnect  Systems  Incorporated.  OpenConnect  Systems  is  a  registered  servicemark  of  OpenConnect  Systems  Incorporated.  OpenConnect  and  all  OpenConnect  product 
names  are  trademarks  of  OpenConnect  Systems  Incorporated.  All  other  products  or  services  mentioned  herein  are  trademarks  of  their  respective  companies. 


However,  as  we  move  toward  the  utopia 
of  ubiquitous  Internet  messaging,  there 
will  be  less  need  for  gateways.  To  remain 
viable  in  the  era  of  client/server  Internet 
messaging,  SoftSwitch  and  other  back¬ 
bone  vendors  must  shift  their  focus  to 
what  was  once  a  secondary  value  proposi¬ 
tion:  standards-based  message  switching 
and  management. 

Decentralized  Simple  Mail  Transfer 
Protocol  deployments,  where  Unix  mail 
hosts  and  workstations  communicate 
directly  without  the  help  of  intermediate 
message  switches,  are  becoming  com¬ 
mon.  And  why  not?  There’s  no  expensive 
high-end  switching  backbone,  the  de¬ 
ployed  software  is  mostly  freeware,  and 
there’s  no  IS  department  overhead. 

But  there  are  hidden  costs  in  this  seem¬ 
ingly  idyllic  SMTP  playground.  Hundreds 
of  engineers  and  system  administrators 
devote  significant  hours  to  maintaining 
Sendmail  (or 
other)  configu¬ 
rations.  Version 
control  and 
quality  control 
is  lacking,  mes¬ 
sages  are  often 
delayed  or  lost 
and  cannot  be 
traced.  Worse, 
some  mail  sys¬ 
tems  create  security  vulnerabilities  when 
allowed  to  connect  to  the  ’Net  directly. 

The  fully  decentralized  SMTP  deploy¬ 
ment  isn’t  good  enough  for  most  corpo¬ 
rate  customers  that  are  already  facing  the 
operational  crush  of  exponentially 
increasing  message  volumes.  “The  quan¬ 
tity  of  E-mail  has  increased  so  much,” 
joked  Steve  Lane,  general  manager  at 
SoftSwitch,  “that  some  users  are  consider¬ 
ing  turning  their  E-mail  systems  off  at 
noon  so  people  can  get  their  work  done.” 

Kidding  aside,  much  of  that  in-box 
mail  glut  is  important  stuff  that  needs  to 
be  delivered  promptly  and  reliably. 
Increasingly,  companies  are  using  E-mail 
for  mission-critical  purposes. 

Good  high-end  Internet  message 
swatches  such  as  SoftSwitch’s  planned 
Dragonfly  offering  and  Isocor’s  N-Plex 
will  act  as  firewalls,  serving  as  a  single  con¬ 
nection  point  for  external  messaging 
audit  and  control.  They  will  rewrite  or  re¬ 
move  corrupt  headers  that  could  crash 
brittle  internal  systems.  They  will  also  pro¬ 
vide  message  logging,  tracking,  monitor¬ 
ing  and  service-level  maintenance. 

If  all  that  doesn’t  convince  you  of  the 
importance  of  good,  solid  message  switch¬ 
ing,  consider  this:  In  another  of  Lane’s 
interesting  stories,  a  large  oil  company 
experienced  a  48-hour  delay  in  receiving 
a  price  quote  via  E-mail  that,  had  it  been 
delivered  on  time,  could  have  saved  the 
company  $250,000.  That’s  significantly 
more  than  the  price  of  a  really  good  high- 
end  messaging  switch,  including  taxes, 
installation  and  configuration. 

Blum  is  a  principal  at  Rapport  Commu¬ 
nication,  a  consultancy  that  focuses  on  mes¬ 
saging,  groupware  and  electronic  commerce. 
He  can  be  reached  at  dblum@intei  ramp.com. 


Daniel  Blum 
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Briefs 


■  VeriFone,  Inc.  has  an¬ 
nounced  a  smart-card  termi¬ 
nal  that  lets  consumers  use 
electronic  cash  in  places  where 
they  usually  use  paper  currency 


such  as  taxis  and  food  vendors. 
The  Omni  1250  supports  a  num¬ 
ber  of  stored-value  card  schemes 
such  as  MasterCard  Cash. 


■  Next  Software,  Inc.  this 
month  will  ship  WebObjects 
Enterprise 3.0,  a  development 
tool  kit featuring  the  Web- 
Objects  Builder  for  creating  Web 
sites  that  combine  ActiveX, 

Visual  Basic  Script,  Java,  Java¬ 
Script  and  HTML. 

Next  Software:  ( 880 )  879- 
6398. 


■  Boxborough,  Mass.-based 
start-up  Acadia  Software, 
Inc.  has  announced  a  $129. 95 
JavaScript  editor  that  gives 
users  a  way  to  create  visualized 
JavaScript  object  trees. 

Acadia:  (508)  264-4881. 

■  Brightware,  Inc.  has  started 
shipping  Art  Enterprise  2.0,  a 
development  tool  that,  lets  compa¬ 
nies  build  custom  applications 
for  automating  response  and  fol¬ 
low-up  on  sales-related  inqui¬ 
ries  originating  at  Web  sites  and 
in  Internet  Email. 

Brightware:  ( 415)884-4740. 

■  Cisco  Systems,  Inc.  has 

added  support  for  industry- 
standard  authentication  proto¬ 
cols  TACACS+  and  RADIUS  to  the 
latest  version  of  its  firewall,  the 
Cisco  PIX Firewall  Version  3.0. , 
which  uses  what  Cisco  calls  the 
Cut-Through  Proxy  to  quickly 
authenticate  user  identity  at  the 
application  layer. 

Cisco:  (408)  526-1732. 
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Java  to  the  core 

Sun’s  vice  president  of  marketing  responds  to  heated  questions. 


If  column  inch¬ 
es  and  headlines 
are  any  indication, 
the  Network  Com¬ 
puter  (NC)  and 
Java  are  both  hot.  No  article 
would  be  complete  without  some 
mention  of  Sun  Microsystems, 
Inc.,  which  created  the  Java  pro¬ 
gramming  language  and 
recendy  rolled  out  the  JavaSta- 
tion  NC. 

As  Sun  Microsystems,  Inc.  vice 
president  of  marketing,  Anil 
Gadre  is  responsible  for  main¬ 
taining  a  high  profde  for  new 
Sun  products.  Gadre  fielded 
questions  about  just  where  all 
this  is  heading  in  a  recent  conver¬ 
sation  with  Network  World  Senior 
Correspondent  Ellen  Messmer. 

Are  you  staking  the  future  of 
Sun  on  theJavaStation  NC? 

I  can  tell  you  today  that  busi¬ 
ness  is  booming  on  the  server 
side,  and  it  has  little  to  do  with 


Java.  Our  workstation  business, 
roughly  50%  of  our  revenue,  still 
continues  to  grow, 
and  I  seriously  doubt 
anyone  designingjet 
engines  will  dump 
their  workstations 
foranNC. 

But  people  at 
Boeing  and  Ford  are 
looking  at  the  NC  for 
their  people  who 
only  need  to  view 
output.  The  NC  is 
aimed  at  the  mass- 
market  commercial 
desktop.  We  tried 
that  before  with 
Unix,  but  it  wasn’t 
the  right  answer. 

Is  the  NC  the  replacement  for 
dumb  terminals  or  X  terminals? 

Fundamentally,  I’d  say  yes. 

Why  did  you  decide  to  put  an 
Ethernet  connection,  but  not 


modem  access,  on  the  first  NC? 

Over  the  course  of  the  last  18 
months,  the  single  most  urgent 
problem  I’ve  heard  of  is  the  cost- 
of-ownership  problem  in  the 
intranet.  The  fact  that  Microsoft 
is  reacting  so  strongly  [with  the 
NetPC  announcement]  means 
they  heard  the  same 
thing,  too. 

Are  there  specific 
vertical  industries  or 
applications  where 
you  see  the  most  ini¬ 
tial  demand  for  the 
NC? 

Banking,  by  far, 
was  the  first  crowd  to 
warm  up  to  the  idea, 
perhaps  because 
they  have  constantly 
changing  products 
and  services.  First 
Union’s  capital  mar¬ 
kets  group  wants  to  put  the  NC  in 
front  of  tellers  first,  and  eventu¬ 
ally  in  fron  t  of  every  employee . 

Java,  as  downloadable  exe¬ 
cutable  code,  has  raised  security 
concerns,  some  of  them  a  little 
paranoid.  How  can  you  respond 


Gadre  says,  “Java  is  forcing 
companies  to  evaluate  all 
their  client  software  usage.  ” 


Security 


Sun  offers  ‘cool’  way  to  add  Java  to  legacy  apps 


By  Ellen  Messmer 

Mountain  View,  Calif. 

Managers  of  some  legacy 
applications  can  jump  on  the 
Java  bandwagon  with  the  help  of 
ICE-T,  a  tool  kit  recently  an¬ 
nounced  by  Sun  Microsystems, 
Inc.’s  SunSoft  division. 

The  tool  kit  can 
Java-enable  applica¬ 
tions  written  in  C  or 
C++.  Programs  writ¬ 
ten  in  COBOL  and 
other  older  data  pro¬ 
cessing  lanaguages, 
however,  are  out  of 
luck. 

According  to 
Larry  Weber,  general 
manager  of  SunSoft, 

Inc.’s  workshop  pro¬ 
ducts,  by  adding  the  ICE-T  inter¬ 
face  to  existing  legacy  code, 
systems  managers  can  make 
them  available  via  a  Java-based 
Web  browser  or  Java  client  over 
the  Internet  or  any  TCP/IP  net¬ 
work. 


The  ICE-T  tool  kit,  now  in 
early  release,  offers  a  way  to  pro¬ 
vide  authentication  services  and 
manage  the  communication  be¬ 
tween  the  server  and  the  client, 
Weber  said.  “ICE-T  allows  you  to 
assign  a  user  profile  to  the  appli¬ 
cation  to  get  different  permis¬ 
sions  to  access 
existing  databases,” 
he  said.  ICE-T  lets 
developers  add  a 
Java  applet  to  their 
Web  sites  that  will 
challenge  the  visitor 
to  enter  a  name  and 
password,  or  other 
variables,  to  access 
back-end  databases 
or  other  applica¬ 
tions. 

“Once  ICE-T  verifies  who  you 
are,  you  have  tables  that  tell  you 
what  you  can  access,”  Weber 
said.  “Then  ICE-T  will  download 
the  applet  necessary  to  access  the 
information.” 

To  keep  the  data  confidential 


The  ICE-T  tool  kit 
offers  a  way  to  pro¬ 
vide  authentication 
services  and  man¬ 
age  the  communica¬ 
tion  between  the 
server  and  the  client. 


while  traversing  the  network, 
SunSoft  will  be  adding  encryp¬ 
tion  services  to  ICE-T.  But  Sun- 


‘With  ICE-T,  users 
can  leverage  their 
legacy  applications 
into  Java.  ” 


Larry  Weber,  general 
manager  of  SunSoft's 
workshop  products 


Soft  is  still  in  discussion  with  the 
National  Security  Agency  (NSA) 
on  the  contentious  encryption 
issue.  The  NSA  does  not  want 
SunSoft  to  provide  unbreakable 
encryption  in  ICE-T  due  to 
national  security  concerns  that 
terrorists  or  criminals  could  take 
advantage  of  it. 

For  more  information  on 
ICE-T,  check  out  www.sun.com/ 
developer/products,  or  call 
(800)  786-7638.  ■ 


to  these  concerns? 

We’re  keeping  up  with  any¬ 
thing  anybody  can  find  [related 
to  security].  I  appreciate  the 
paranoia,  and  I  want  them  to  stay 
paranoid  so  we  can  figure  every¬ 
thing  out. 


What  do  you  think  of  Micro¬ 
soft’s  recent  announcement 
about  the  NetPC? 

Clearly,  their  response  tells 
you  they’re  hearing  the  same 
thing  from  the  information  tech¬ 
nology  community  about  the 
hardship  of  distributing  client 
software  that  we’re  hearing. 


ir4 


Download  technical 
overviews  of  Sun’s  qN 
JavaStation  and 
Microsoft’s 
competing 
SIPC  proposal. 

Enter  the  number 
above  in  the  DocFinder  box 
on  the  home  page. 

Network  World  Fusion 

http://www.nwfusion.com 
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Remember,  Microsoft’s  business 
model  requires  you  to  upgrade 
every  year;  it’s  like  a  tax  you  have 
to  pay. 

Java  seems  to  change  the  tra¬ 
ditional  software  pricing  model 
of  charging  users  per  client.  Is 
this  so? 

I  don’ t  think  anyone’s  figured 
it  out  completely  yet.  I  think 
you’ll  see  people  go  with  site- 
architecture  licensing,  and  oth¬ 
ers  will  be  paying  on  a  pay- 
per-view  basis.  Companies  are 
just  now  starting  to  come  up  with 
that  kind  of  tracking  and  meter¬ 
ing  software. 

Does  Java  force  companies  to 
evaluate  their  client  software 
usage? 

Absolutely.  But  it’s  hard  to 
find  that  out.  Network  manage¬ 
ment  software  has  been  using 
this  idea  for  years. 

Is  there  a  need  for  interopera¬ 
bility  testing  between  different 
vendors’ NCs? 

You’ll  see  everyone  close  to 
the  NC  reference.  The  bottom 
line  is  you  have  to  run  Java  app¬ 
lets  clearly. 

And  there  will  be  peer 
pressure  in  the  marketplace  for 
that.  ■ 
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GeoLAN  7500  NonStop  Super-Switching  Hub 

The  world's  most  reliable  intranetworks  start  here. 


Your  corporate  intranet  is  a  business-critical  function.  It  has  to  be  available  7X24.  That's  why  you  need  the  robust, 
dependable  connectivity  only  NonStop  lntr@networking  from  UB  Networks  can  provide.  We've  been  building 
mission-critical  networks  worldwide  for  more  than  17  years.  And  now  we  also  offer  complete  anytime,  anywhere 
network  management  for  global  intranets  with  new  NetDirector@Web!M 


This  revolutionary  package  delivers  graphical  applications  based  on  Java  for  complete  platform  independence 
It  lets  you  securely  configure,  monitor,  troubleshoot,  and  manage  from  any  computer  attached  to  your  intranet. 
At  work,  from  home,  or  on  the  road. 


. 


Our  global  networking  expertise  and  services,  combined  with  our  award-winning  family 
of  GeoLAN  products,  are  available  now  to  insure  that  your  intranet  can  meet  the  demands 
of  your  world.  Today  and  in  the  future.  Call  for  a  free  copy  of  Applied  Technologies  guide 
to  mission-critical  intranetworking. 


UB  Networks 


World  Headquarters:  UB  Networks,  3900  Freedom  Circle,  Santa  Clara,  CA  95054,  USA.  +  (408)  496-0111  or  fax  +  (408)  970-7337.  ©1996  Ungermann-Bass  Networks,  Inc.  UB  Networks,  the 
UB  Networks  logo,  Internetworking,  NetDirectoK®Web  and  GeoLAN  are  trademarks  of  Ungermann-Bass  Networks,  Inc.  NetDirector  is  a  registered  trademark  of  Ungermann-Bass  Network 
NonStop  Is  a  registered  trademark  of  Tandem  Computers  Incorporated  in  the  USA  and  other  countries.  All  other  trademarks  are  owned  by  their  respective  companies. 


Intranets  &  the  'Net 


HH T  SWSIDER 

A  lesson  almost  learned 


ith  great  fanfare,  including  men¬ 
tion  on  prime-time  news  shows  and 
prominent  coverage  in  the  daily  newspa¬ 
pers,  America  Online,  Inc.  is  trying  to 


reinvent  itself.  The  company  seems  to  be 
basically  on  a  good  path,  but  there  is  a 
small  sign  that  AOL  may  still  not  get  it. 
AOL  is  perhaps  best  known  to  nonsub¬ 


scribers  for  its  policy  of  aggressively  dis¬ 
tributing  start-up  diskettes  to  all  of  cre¬ 
ation.  This  policy  reminds  me  of  the 
article  “National  Geographic:  The 
Doomsday  Machine”  in  the  Journal  of  Irre- 
producible  Results,  which  claimed  that 
North  America  was  about  to  sink  into  the 
sea  under  the  accumulated  load  of  old 
National  Geographic  copies  stored  in  count¬ 


less  attics  and  basements. 

For  those  of  you  who  have  not  been  fol¬ 
lowing  this  part  of  the  Internet  business, 
AOL  is  no  98-pound  weakling.  The  com¬ 
pany  had  total  revenue  of  over  one  billion 
dollars  in  the  year  endingjune  30,  1996, 
and  it  has  over  six  million  customers, 
140,000  modems  in  470  cities  worldwide 
and  5,300  employees.  The  company’s 
Web  site  —  www.aol.com  —  claims  that 
nearly  30%  of  Internet  traffic  comes  from 
AOL.  Since  there  is  no  known  way  to  mea¬ 
sure  the  current  level  of  traffic  on  the 
many  thousands  of  nets  that  make  up  the 
global  Internet,  this  is  at  best  a  marketing 
pitch. 

AOL  started  as  a  connection-to-con- 
tent  provider.  This  was  the  same  type  of 
service  offering  a  number  of  other  busi¬ 
nesses  started  with  —  Prodigy  Services  Co. 
and  CompuServe,  Inc.  being  examples. 
The  thought  that  anyone  might  want  to 
get  to  resources  that  were  not  local  to  such 
a  provider  was  a  scary  concept  quickly  dis¬ 
missed,  since  the  Internet  was  that  evil 
unmanageable  force  from  the  dark  side. 
(To  such  a  company,  the  availability  of 
free  information  was  clearly  evil. ) 

It  took  awhile,  but  these  companies 
started  to  realize 
that  the  content 
they  could  pro¬ 
vide  was  minute 
compared  to 
that  becoming 
available  on  the 
developing  Web, 
so  they  reluc- 
tandy  started  Scott  Bradner 
opening  portals 

to  the  ’Net.  But  they  still  believed  that  the 
’Net  was  extra  and  that  the  basic  value  was 
in  their  own  material. 

The  just  announced  AOL  reorganiza¬ 
tion  almost  turns  this  attitude  around. 
AOL  now  offers  flat-rate  access  to  its  con¬ 
tent  for  people  who  already  have  Internet 
access. 

A  couple  of  months  ago,  I  tried  out 
AOL.  I  was  looking  for  good,  basic  dial-up 
Internet  access  as  well  as  some  of  the  con¬ 
tent.  It  took  me  a  few  hours  to  get  the 
thing  running;  most  of  the  time,  I  was  wait¬ 
ing  for  required  components  to  be  down¬ 
loaded.  (Why  not  put  more  on  the 
diskette?)  After  all  of  that,  I  found  it  did 
not  support  telnet-based  access  to  the 
Internet,  so  I  gave  up. 

The  new  offerings  seem  to  be  heading 
in  the  right  direction,  but  there  was  one 
detail  in  the  announcement  that  has  me 
worried  that  AOL  is  not  quite  on  the  ball 
yet.  The  company  said  the  new  content 
access  service  was  for  those  with  their  own 
’Net  access,  “particularly  at  school  or 
work.”  AOL  is  still  living  in  the  past, 
because  Internet  access  is  not  just  from 
school  and  work  anymore. 

Disclaimer:  Harvard  does  provide 
extensive  Internet  connectivity  to  its  stu¬ 
dents,  but  has  no  opinion  of  AOL’s  “clue- 
fullness.” 

Bradner  is  a  consultant  with  Harvard 
University’s  Office  of  Information  Technology. 
He  can  be  reached  at  sob@harvard.edu. 


Need  to  Learn  About  VlANs  and 
LAN  Switching  and  ATM  Switching? 

Cool. 

Free  VLAN  Seminar. 

Free  200-Page  Switching  Book. 
Best  of  All:  Free  Tote  Bag. 


Who  is  Xylan? 

Powerful  LAN  Switching.  Ethernet,  token  ring, 

FDDI,  CDDI,  Fast  Ethernet,  ATM  uplinks,  frame  relay. 

Comprehensive  VLANs.  The  most  flexible, 
comprehensive,  manageable  VLAN  toolkit  available. 

Switching  +  Routing.  Any-to-any  switching  at 
layer  two,  IP  and  IPX  routing  at  layer  three. 

Advanced  ATM  Switching.  Up  to  128  25M  ports,  up 
to  64  OC-3  ports,  up  to  16  OC-12  ports,  across  a 
13.2  Gbps  cell  matrix  (Q4  1996). 

Flexible  NMS.  Graphical  network  management  on 
Windows,  Unix,  OpenView,  SunNet,  and  NetView 
for  AIX. 

Incredible  Processing  Power.  Up  to  17  RISC 
processors  and  40  ASICs  in  each  switch. 

Major  Worldwide  Vendor.  Over  40  support  and 
sales  offices  in  15  countries. 


For  seminar  details,  and  to  reserve  your  place: 
Call  us  at  (800)  932-0024. 

Or  call  us  at  (818)  878-4888 

Or  check  our  Web  site  at  http://www.xylan.com. 


Seminar  Dales 


USA 

EUROPE 

August 

27 

Detroit 

August 

22 

Helsinki 

August 

28 

Milwaukee 

August 

28 

Germany 

August 

29 

Minneapolis 

September 

10 

Germany 

September 

10 

Montreal 

September 

11 

Germany 

September 

24 

Hartford 

September 

12 

Germany 

September 

25 

Pittsburgh 

September 

16 

Germany 

September 

26 

Cincinnati 

September 

17 

Germany 

October 

1 

Philadelphia 

September 

18 

Germany 

October 

2 

Baltimore 

September 

23 

London 

October 

3 

Charlotte 

September 

24 

Amsterdam 

October 

8 

New  York 

September 

26 

London 

October 

9 

Ottawa 

October 

2 

South  Africa 

October 

10 

Calgary 

October 

3 

South  Africa 

October 

15 

Iselin/Edison 

October 

4 

South  Africa 

October 

16 

Boston 

October 

16 

Paris 

October 

17 

Washington  DC 

October 

17 

Milan 

October 

22 

Kansas  City 

October 

22 

Stockholm 

October 

23 

St.  Louis 

October 

23 

Frankfurt 

October 

24 

Chicago 

October 

24 

Munich 

October 

29 

Salt  Lake  City 

October 

25 

Madrid 

October 

30 

Denver 

October 

31 

San  Antonio 

ASIA-PACIFIC 

November 

5 

New  Orleans 

September 

2 

Taiwan 

November 

6 

Dallas 

September 

4 

Singapore 

November 

7 

Houston 

September 

6 

Indonesia 

November 

12 

Atlanta 

September 

9 

Philippines 

November 

13 

Tampa 

September 

10 

Malaysia 

November 

14 

Miami 

September 

12 

Thailand 

November 

19 

San  Francisco 

September 

16 

India 

November 

20 

Bellevue 

September 

18 

Hong  Kong 

November 

21 

Vancouver 

December 

3 

Scottsdale 

December 

4 

Albuquerque 

December 

10 

San  Diego 

December 

11 

Newport  Beach 

XYLAN 

Complete  Switching  Systems  for 
the  Next  Generation  of  Computing 

XYLAN  CORPORATION  26679  WEST  AG0URA  ROAD,  CALABASAS,  CA  91302-1900 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNEin  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  022-1108, 

Ext.  476,  or  send  your  questions  to 
rnutter@world.std.com. 

We  have  a  16M  bit/sec  token-ring 
LAN  and  approximately  135  comput¬ 
ers,  of  which  about  50  have  been 
upgraded  to  Windows  95.  We  use  Ser¬ 
vice  Pack  1  for  Windows  95  and  have 
applied  fixes  Microsoft  Corp.  has 
delivered  since  our  installation. 

Some  Windows  95  users  are  con¬ 
stantly  getting  “illegal  operation” 
messages  involving  invalid  page 
faults,  as  well  as  0E  and  06  exception 
errors.  Any  ideas  on  what  the  prob¬ 
lems  might  be? 

Via  the  Internet 

The  first  thingyou  need  to  do  is 
check  to  see  if  all  of  the  computers, 
network  cards  and  other  devices 
involved  appear  on  M  icrosoft’s  H ard- 
ware  Compatibility  list,  which  is 
available  via  Microsoft’s  faxback  sys¬ 
tem  and  on  the  Windows  95  CD-ROM. 
Be  sure  to  get  the  latest  updates  to 
the  network  client  you  are  using  for 
the  workstations. 

The  main  culprit  for  the  error  mes¬ 
sages  you  mention  is  insufficient 
memory.  At  a  minimum,  you  need 
16M  bytes  of  memory,  or  preferably 
24M  bytes.  If  your  computers  already 
have  this  much  memory  installed,  try 
turning  off  their  external  cache  buff¬ 
ers.  Although  this  may  slow  process¬ 
ing,  it  should  indicate  whether  the 
external  processor  cache  is  the 
source  ofthe  problem. 

Examine  the  error  log  to  see  if  you 
can  detect  any  patterns.  If  the  errors 
always  report  a  particular  location  or 
range  of  locations,  the  memory  might 
be  bad.  Ifyou  don’t  have  a  good  hard¬ 
ware-based  memory  tester,  move  the 
memory  todifferentSIMM  slots.  This 
should  help  you  identify  a  possible 
bad  memorystrip. 

If  the  errors  occur  at  a  particular 
time  of  day,  you  might  have  an  electri¬ 
cal  problem — such  as  a  bad  or  miss- 
inggroundwire,  or  electrical 
interference  from  a  particular  piece 
of  office  equipment  or  machinery. 

Ifyou  don’t  have  CyberMedia, 

Inc.’s  First  Aid  95,  you  should  get  it. 
I’ve  had  good  luck  fixing  problems 
related  to  a  corrupted  registry  in  Win¬ 
dows  95  with  First  Aid. 


Technology  Update  _ 

Keeping  Up  with  Network  Technologies  and  Standards 

3-D  multiuser  applications  enliven 
some  online  business  environments 

The  Virtual  Reality  Modeling  Language  can  he  used  to  create  interactive,  three-dimensional  worlds. 


By  Konstantin  Guericke 

Companies  are  starting  to 
realize  they  can  leverage  the 
power  of  3-D  Internet  technol¬ 
ogy  to  develop  interactive  online 
environments. 

The  multiuser  interactive  fea¬ 
tures  of  these  3-D  solutions  are 
designed  to  help  companies 
effectively  communicate  with 
employees  and  customers,  estab¬ 
lish  loyalty  and  increase  sales. 


What’s  more,  virtual  reality  — 
or  interaction  in  cyberspace  — 
has  gone  from  the  lab  to  Main 
Street.  Designers,  engineers, 
educators  and  business  manag¬ 
ers  are  applying  virtual  reality 
to  enhance  productivity  and 
creativity. 

Enter  VRML 

True  interactivity,  however, 
requires  companies  to  discard 
the  static,  flat  HTML  pages  of  tra¬ 
ditional  Web  applications  and 
accept  multiuser  3-D  applica¬ 
tions.  The  Virtual  Reality  Model¬ 
ing  Language  (VRML)  makes 
this  possible. 

VRML  allows  for  much  richer 
interaction  than  HTML.  When 
viewing  HTMUbased  two-di¬ 
mensional  home  pages,  the  user 
basically  jumps  from  page  to 
page  to  look  at  images  from  a 
fixed,  predetermined  perspec¬ 


tive.  When  visiting  VRML  worlds, 
users  can  freely  choose  the 
perspective  from  which  they 
view  the  world,  and  navigate 
unencumbered  through  3-D 
environments. 

VRML  spaces  are  inexpensive 
to  build  and  have  nearly  limidess 
room  for  growth.  What’s  more, 
the  objects  in  them  can,  and 
often  do,  defy  the  laws  of  gravity. 
A  user  can  walk  or  fly  through 


such  worlds,  pick  up  objects  and 
inspect  them  from  all  sides.  Ulti¬ 
mately,  users  can  collaborate 
with  each  other  in  context-rich 
and  visually  descriptive  3-D  envi¬ 
ronments,  rather  than  typing 
away  at  the  command  prompt  in 
a  text-based  chat  room . 

Multiuser  3-D  realities 

For  instance,  Atlanta  Braves 
fans  can  go  to  an  online  stadium 
where  they  can  meet  and  chat 
with  other  avatars,  or  online  per¬ 
sonalities,  and  purchase  memo¬ 
rabilia.  Through  this  multiuser 
3-D  world,  the  Braves  organiza¬ 
tion  has  broadened  its  sales  and 
marketing  scope  to  Internet 
browsers. 

But  creating  the  experience 
of  true  interaction  in  a  commu¬ 
nity  doesn’t  come  easily.  High- 
performance,  multiuser  inter¬ 
action  requires  the  integration 


of  sophisticated  technologies 
offered  by  companies  such  as 
Black  Sun  Interactive,  Inc.,  On- 
Live  Technologies  and  Worlds, 
Inc. 

To  build  a  VRML-based  3-D 
world,  you’ll  need  3-D  creation 
tools,  authoring  packages  and 
multiuser  VRML  servers.  Be¬ 
cause  the  VRML  market  is  still 
young,  the  tools  tend  to  vary  by 
features  such  as  navigation  func¬ 


tions  and  object  manipulation 
methods,  as  well  as  ease  of  use, 
reliability,  system  requirements 
and  price  (from  $100  to 
$40,000). 

While  VRML  is  new,  3-D  cre¬ 
ation  tools  have  been  around  for 
a  long  time.  The  preferred  tools 
for  game  designers  and  multime¬ 
dia  producers  have  been  model¬ 
ing  and  animation  packages 
such  as  Caligari  Corp.’s  true- 
Space,  Kinetix’s  3D  Studio, 
Softimage’s  Softimage  3D  and 
Strata,  Inc.’s  StudioPro. 

It’s  a  good  idea  to  make  sure 
the  tool  not  only  writes,  but  can 
also  import  VRML  files.  Be  sure 
to  check  to  what  extent  VRML  is 
supported.  Caligari’s  Pioneer, 
Silicon  Graphics,  Inc.’s  Cosmo 
Worlds,  Virtus  Corp.’s  3-D  Web¬ 
site  Builder  and  VReam,  Inc.’s 
VRCreator  are  some  popular 
authoring  tools. 


You’ll  also  need  a  multiuser 
server,  such  as  Black  Sun  Interac¬ 
tive’s  CyberHub  Server  or 
OnLive’s  Community  Server, 
specifically  designed  to  work 
with  existing  VRML  worlds  and 
the  three  major  VRML  browsers 
—  Netscape  Communications 
Corp.’s  Live3D,  Cosmo  and 
Microsoft  Corp.’s  Internet 
Explorer  plug-in.  CyberHub,  for 
example,  lets  people  interact  in 
public  chats,  private  discussions 
or  through  the  exchange  of 
business  cards. 

Some  servers  do  not  work 
with  VRML  files,  or  they  rely  on 
proprietary  viewers.  Many  multi¬ 
user  worlds  display  poorly  in  the 
default  VRML  browsers  in¬ 
cluded  in  Navigator  or  Explorer. 
As  a  result,  it’s  important  to  use  a 
server  that  can  connect  to  clients 
that  use  standard  VRML  brows¬ 
ers  to  display  the  worlds. 

The  multiuser  server  should 
support  open  standards,  such  as 
VRML,  Java  and  HTML,  and 
scale  to  accommodate  thou¬ 
sands  of  simultaneous  users  in 
mul  tiple  VRML  words. 

By  employing  these  funda¬ 
mentals,  network  professionals 
can  successfully  apply  3-D  multi¬ 
user  Internet  technology  to 
reach  practical  business  objec¬ 
tives  such  as  increased  revenue, 
Web  site  traffic  and  corporate 
visibility. 

Guericke  is  vice  president  of  sales 
and  marketing  at  Black  Sun  Interac¬ 
tive,  a  San  Fra  ncisco-based  developer 
of  multiuser  servers  and  interactive 
3-D  authoring  tools.  For  more  infor¬ 
mation,  E-mail  info@blacksun.  com. 

Need  information? 

Let  Network  World  provide  a 
quick  primer  on  an  important 
or  emerging  technology.  If 
you  have  an  idea  for  Technol¬ 
ogy  Update,  contact  Beth 
Schultz  by  phone  at  (773)  283- 
0213  or  via  the  Internet  at 
bschultz@nww.  com. 


UP  CLOSE 

A  3-D  world 

The  Atlanta  Braves 
created  a  virtual  stadium 
on  the  World-Wide  Web 
where  fans  can  meet, 
chat  with  each  other  and 
buy  memorabilia.  The 
tools  needed  to  imple¬ 
ment  interactive,  3-D 
worlds  such  as  this  on  a 
public  or  private  Web 
site  are  described  here. 


1 


3-D  world  designers  need  an  authoring  package  that 
supports  the  VRML  standard,  and  can  be  used  to 
write  VRML-based  programs  and  VRML  files. 
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World  travelers  need 
browsers  that  support  ’ 
VRML,  such  as  Netscape’s 
Live3D,  Microsoft’s  Internet 
Explorer  3-D  plug-in  and 
Silicon  Graphics'  Cosmo. 
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3-D  world  oper¬ 
ators  need  a  Web 
server  designed  I 
to  work  with  VRML, 
HTML,  and  Java  pages 
and  browsers.  It  also 
must  be  capable  of 
supporting  thousands 
of  users  simulta¬ 
neously  in  multiple 
VRML  worlds. 
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Wheri  is  it  better  to 


use  a  router  than  modems 
for  Internet  access? 
Find  out  by  going  to 

uuu.proteon.com/ 
mktg/rmwp  or  by  calling 
800-830-1300,  ext.  101 

to  get  our free  white  paper, 
“The  Remote  Access 
Router  Alternative.  ” 


We  could  have  made 

GlobeTrotter 
more  complicated. 


Go  towww.proteon.com/ 
mktg/dare  and  see 

how  GlobeTrotter  stacks 
up  to  the  competition  on 
price,  performance 
and  security!  Or  call 

800-830-1300,  ext.  101 

and  we’ll  fax  or  email 
you  the  information. 


Want  to  know  what  ISPs 
and  users  are  saying 
about  GlobeTrotter?  Go  to 

www.proteon.  com/ 
mktg/ind  _buzz.htm.  Or  call 
800-830-1300,  ext.  101 

and  we’ll  fax  or  email  you 
the  information. 


Instead,  we  gave  it 

OpenROUTE: 


Our  customers  call  the 
GlobeTrotter  the  easiest  router 
they’ve  ever  used.  In  less  than  five 
minutes  you  can  enjoy  high  performance 
Internet/Intranet  connectivity.  Because  inside 
each  GlobeTrotter  is  OpenROUTE,  our  award¬ 
winning  internetworking  software. 

More  time  connected,  less  time  connecting 

Self-configuring  and  self-maintaining,  the 
GlobeTrotter  is  perfect  for  offices  even  where 
there’s  no  technical  help.  No  need  for  network 
management  on  site  either:  OpenROUTE 
supports  SNMP  and  Telnet. 

Guaranteed  interoperability 

GlobeTrotter  will  connect  with  just  about  any 
popular  networking  product.  We  rigorously  test 
to  ensure  standards-based  OpenROUTE  is 
completely  interoperable. 

Speed  up  your  data 

OpenROUTE  gives  the  GlobeTrotter  out¬ 


standing  data  compression 
throughput  and  short  call  set  - 
up  times.  So  you  can  take  full 
advantage  of  dial-up,  frame 
relay,  ISDN  or  leased  line. 

Keep  the  bad  guys  out 

Thanks  to  OpenROUTE,  you  get  security 
features  such  as  call  ID  authentication,  IP 
anti-spoofing,  and  dynamic  filtering.  So  only 
the  good  guys  get  in. 

Low  price  to  buy,  low  cost  to  own 

Not  only  is  GlobeTrotter  priced  low  (starting 
under  $800  MSRP)  but  OpenROUTE’s  ease 
of  use  and  maintenance  mean  low  ownership 
costs.  Plus  faster  response  times  and  greater 
throughput  mean  less  line  charges. 

GlobeTrotter:  you  could  buy  a  more  compli¬ 
cated  Internet/Intranet  access  device.  But  then 

’",dh“  protcon  ant 

to  use  It.  |  mini  II  i ^ 1 


The  GlobeTrotter 
Series  60/62 
Internet/Intranet 
Remote  Access  Routers. 
For  those  looking  for 
easy  IP  dial-up,  Frame 
Relay,  or  leased  line 
connections,  or  IP, 
IPX,  Appletalk 
routing  or  bridging. 


The  GlobeTrotter 

Series  70/72 

Internet/Intranet 


Remote  Access  Routers. 
For  those  looking  for 
easy  LP  dial-up  ISDN 
connections,  or  IP,  IPX, 
Appletalk  routing  or 
bridging  over  ISDN. 


The  GlobeTrotter 


Series  100 

Intemet/Intranet 
Remote  Access  Hub 
Router.  For  those  looking 
for  easy  small  office, 
multi-protocol 
hub/router  connections. 


GlobeTrotter  Product  Page 
wunv.proteon.com/ 
mktg,/gtfam 
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Keep  an  eye  on  Ungermann  and  First  Virtual 


our  discerning  eye  has  no  doubt  alertedyou  to  the  fact  that 
my  column  is  longer  than  its  previous  incarnation.  Only  you 
can  judge  if  that’s  a  good  thing. 

On  occasion,  I’ll  use  my  expanded  elbow  room  to  highlight 
people  and  companies  you  ought  to  watch.  This  installment 
involves  a  company  you  should  know  because  of  an  execu¬ 
tive  who  always  bears  watching.  That  exec  is  Ralph  Unger¬ 
mann,  who’s  now  shepherding  a  powerful,  if  little-known, 
setof  collaboration  tools  into  the  marketplace. 

You  probably  know  him  as  the  cofounder  of  Unger- 
mann-Bass,  Inc.  now  UBNetworks,  Inc.  You  may  also 
recall  the  1 994  birth  of  Ungermann’s  First  Virtual  Corp., 
launched  with  fanfare  as  an  early  contestant  in  the  ATM- 
to-the-desktop  battle. 

Since  then.  First  Virtual  hasn’tgarnered  much  visibility,  pardy 
because  some  early  partnerships  didn’t  pan  out,  but  also  because  25M 
bit/sec  desktop  ATM  hasn’t  taken  off.  ATM,  in  general,  is  being  beaten 
about  the  head  these  days  by  short-sigh  ted  critics  who  think  technol¬ 
ogies  such  as  Gigabit  Ethernet  have  rendered  it  all  but  obsolete. 

First  Virtual  is  now  squarely  focused  on  the  collaborative  comput¬ 
ing  market —  a  wise  move  because  the  company  has  uniquely  powerful 
tools  that  make  it  easy  for  employees  to  use  desktop  videoconferenc- 


PEOPLE 

10  WATCH 


ing,  see  and  manipulate  stored  video  and  incoming  video  feeds,  and 
work  together  on  applications. 

U  ngermann  recently  gave  me  a  demo  of  the  system,  which  is 
impressive.  The  video  is  high  quality  (none  of  thatjerky,  partial- 
motion  PC  video  stuff  that  I  find  simply  distracting)  and  the  applica¬ 
tion- sharing  technology  makes  it  easy  to  walk  customers 
or  coworkers  through  presentations,  Websites  or  what¬ 


ever. 


These  tools  work  over  ATM,  and  a  complete  setup  isn  ’  t 
cheap  —  though  it’s  reasonable  for  the  power  it  offers. 
Ungermann  believes  in  ATM  because  he  feels  today’s 
routed  networks  won  ’  t  cut  it  for  multimedia,  even  with 
technologies  like  the  Resource  Reservation  Protocol. 

But  the  infrastructure  is  almost  irrelevant.  The  key  is 
First  Virtual’s  software,  which  lets  Windows  applications  tap  ATM  qual- 
ity-of-service  features,  and  supports  video  caching  and  broadcasting. 
Among  other  applications,  the  system  makes  for  a  great  sales  tool  (the 
First  Virtual  folks  will  happily  prove  that  to  you) . 

With  some  strong  new  partners  such  as  Bay,  IBM  and  PictureTel,  I 
think  First  Virtual  is  likely  to  move  onto  the  radar  screen  pretty  quickly. 

Takealookforyourselfatwww.fVc.com. 

John  Gallant,  editor  in  chief  jgallant@nww.com 


Network  Performance  •  Jeffrey  Kaplan 


Data  collection  is  key  to 
making  SLAs  work  for  you 


Ohe  growth  of  outsourcing  has  drawn  attention  to  the  service- 

level  agreement  (SLA)  as  a  tool  for  ensuring  optimal  enterprise 
network  performance.  Many  network  managers  use  SLAs  to  evaluate 
the  effectiveness  of  their  outsourcers  and  other  service  providers. 
Some  even  use  SLAs  to  demonstrate  their  own  ability  to  outperform 
potential  outsourcers  that  threaten  to  take  away  theirjobs.  (For  more 
on  outsourcing,  see  story,  page  43.) 

Yet  while  everyone  is  talking  about  SLAs,  few  users  have 
implemented  them  successfully.  As  a  result,  the  value  of 
SLAs  is  being  lost. 

SLAs  commit  the  service  provider  to  a  predetermined 
level  of  performance  based  on  specific  criteria.  Penalties 
are  typically  levied  if  the  service  provider  fails  to  meet  these 
commitments. 

Business  publications  and  industry  consultants  have 
advised  network  managers  to  establish  SLAs  wi  th  their  end 
users,  as  well.  This  demonstrates  the  net  manager’s  commitment  to 
providing  end  users  with  reliable,  high-quality  network  access.  It  also 
gives  in-house  network  support  staff  a  scorecard  to  grade  its  perfor¬ 
mance  and  fend  off  potential  outsourcing  alternatives. 

Ironically,  SLAs  often  prove  to  be  more  of  a  source  of  additional 
contention  between  customers  and  service  providers  than  a  final 
arbiter.  This  is  due  to  two  major  weaknesses  in  the  current  approach 
to  SLAs. 

First,  most  net  managers  are  unable  to  generate  the  solid  baseline 
data  necessary  to  quantify  the  historical  performance  of  their  enter¬ 
prise  networks.  As  a  result,  many  organizations  set  unrealistic  SLA 
goals  and  objectives  with  outsourcers  and  service  providers. 

Second,  in  many  instances  neither  the  customer  nor  the  service 
provider  has  an  effective  mechanism  in  place  to  continuously  mea¬ 
sure  network  availability  and  performance  during  the  contract 
period  to  determine  if  they  meet  the  SLA  stipulations. 

Today’s  network  performance  management  tools  have  not  been 
of  much  help.  Most  sit  in  shrink-wrap  in  a  corner  of  the  net  manager’s 
cluttered  office.  Tools  that  have  been  installed  often  are  not  kept  up- 
to-  date  with  the  continuous  flow  ofvendor  upgrades.  Often  they 
don’t  cover  all  the  key  components  of  an  organization’s  enterprise 
network,  or  the  tools  fail  to  collect  sufficient  historical  data  to  permit 


meaningful  analysis.  And  few  net  managers  have  the  time  to  con¬ 
tinuously  update  the  system  directory  of  these  tools  to  reflect  on¬ 
going  moves,  adds  and  changes  within  their  networking  environ¬ 
ment.  Given  the  lack  of  solid  data,  it  is  impossible  for  organizations  to 
establish  realistic  service-level  expectations.  The  same  problems  that 
make  today’s  network  management  tools  ineffective  in  generating 
baseline  data  make  them  equally  cumbersome  for  measuring  the 
actual  performance  of  a  service  provider  over  time. 

Implementing  successful  SLAs  is  possible.  It  requires  a  clear  under¬ 
standing  of  the  simple  performance  metrics  that  ensure  network  opti¬ 
mization,  such  as  buffer  failures,  discards,  error  rates,  free  memory 
and  response-time  trends. 


It  also  requires  a  data  collec¬ 
tion  mechanism  that  can  gener¬ 
ate  enterprisewide  information 
continuously  on  a  real-time  basis 
— without  consuming  an  exces¬ 
sive  amount  of  the  net  manager’s 
time.  Unfortunately,  today’s  off- 
the-shelf  tools  can’t  do  this,  so  you 
have  three  choices:  You  can  invest 
the  time  to  devise  your  own  solu¬ 
tions,  push  tool  vendors  to  make 
products  that  meetyour  needs  or 
look  at  new  turnkey  services 
designed  to  generate  network 
performance  data. 

SLAs  can  be  powerful  mecha¬ 
nisms  to  fend  off  outsourcers  or 
manage  them  for  maximum  suc¬ 
cess.  They  can  also  be  useful 
scorecards  for  servingyour  end 
users.  However,  you  must  take  the 
importantsteps  necessary  to 
make  them  work. 


Kaplan  is  the  director  of  strategic 
marketingfor  International  Network 
Services,  a  Sunnyvale,  Calif.-based 
network  services  company.  He  can  be 
reached  at  his  Boston-area  office  at 
(617)3 76-2450  or  via  the  Internet  at 
Jeff_Kapla  n  @INS.  COM. 


Send  tetters  to  numews@nww.com  or  John  Gallant, 
editor  in  chief,  Network  World,  161  Worcester  Road, 
Framingham,  ALA  01 701.  Please  include  phone  num¬ 
ber  and  address forverijication. 


Apple  shines 

In  reference  to  Mark  Gibbs’  columi 
“Of  greeting  cards,  broken  laptops  an 
disgruntled  users”  (Sept.  23,  page  74) 
would  like  to  point  out  that  the  proble: 
Gibbs  mentioned  are  not  found  on  the 
MacOSand  Apple  Computer,  Inc.  bar 
ware. 

The  floppy  drive  door  opens  and  sh 
without  goingon  strike.  The  touchpac 
responds  to  touches,  not  glitches.  The 
battery  monitor  software  reports  batte 
power,  not  design  flaws.  1-800-APPLE- 
SOS  callsyou  back;  Macintosh  users  cc 
plain  when  response  times  drop  to  a  wi 
instead  of  the  usual  24  hours. 

The  Macintosh  experiencejust 
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Internetworking 


Mary  Petrosky 


Cisco  pursues  a  vision  of  being  all  things  to  all  users 


Oisco  Systems,  Inc.  wants  to  take  over  the  world.  All  right,  not  the  whole  world, 
just  the  internetworking  infrastructure  —  from  your  wiring  closet,  across 
your  campus,  over  the  wide  area  and  onto  your  remote  sites.  And  the  company  wants 
to  be  the  No.  1  internetworking  supplier  to  organizations  of  all  sizes,  from  large  cor¬ 
porations  and  service  providers  to  midsize  and  small  businesses. 

How  does  Cisco  plan  to  accomplish  these  ambitious  goals?  With  a  two-pronged 
approach,  Cisco  senior  managers  said  at  a  recent  analyst  meeting. 

For  corporate  customers  and  service  providers,  Cisco  is  emphasizing  a  systems 
approach  that  hinges  on  software-based  services,  such  as  security,  quality-of-service 
(QoS)  support  and  management.  Senior  officials  say  Cisco  is  trying  to  re-create  the 
end-to-end  service  and  support  model  that  made  IBM  so  successful  with  SNA. 

For  midsize  and  small  businesses,  Cisco  is  borrowing  from  Microsoft 
Corp.’s  playbook  in  trying  to  create  a  suite  of  networking  products 
under  a  common  brand  name,  NetBeyond.  Encouraged  by  the 
successful  launch  of  its  CiscoPro  line,  Cisco  is  eager  to  capture  a 
bigger  share  of  this  large  market  and  challenge  rivals  such  as 
3Com  Corp.  Cisco  is  in  a  position  to  execute  its  vision.  The 
company  has  developed  or  acquired  most  technologies  and 
products  it  needs.  It  clearly  understands  the  challenges  cus¬ 
tomers  face  in  trying  to  evolve  their  networks  to  meet  new- 
application  demands,  such  as  electronic  commerce  and 
desktop  videoconferencing,  and  create  a  network  that  can 
adapt  to  application  requirements.  And,  due  to  its  domi¬ 
nance  of  the  router  market,  Cisco  has  an  installed  base  of  cus¬ 
tomers  that  lend  it  momentum. 

For  many  organizations,  Cisco’s  single-vendor  solution  song 
has  a  definite  appeal.  The  networking  industry  is  in  a  dynamic  state, 
characterized  by  an  explosion  of  networking  technologies,  from  LAN 
switching  to  ATM  to  Asymmetric  Digital  Subscriber  Line ;  the  emergence  of  video, 
multimedia  and  related  QoS  standards;  and  the  rising  importance  of  the  Internet 
and  corporate  intranets.  For  example,  attempting  to  geta  two-level  prioritization 
scheme  for  network  traffic  to  work  across  a  multivendor  network  consisting  of  LAN 
and  WAN  links  is  a  near  impossibility  today. 

Cisco  proposes  to  solve  this  complex  integration  problem  by  offering  a  consis¬ 
tent  set  of  services  that  span  all  of  its  equipment,  from  the  local  wiring  close  t  across 
the  WAN.  The  company  will  likely  deliver  on  its  vision  and  provide  real  value. 

But  in  modeling  its  strategy  after  IBM  and  Microsoft,  Cisco  is  putting  itself  in  the 


camp  of  companies  wTe  love  to  hate.  Big  Blue  shops  undoubtedly  can  recall  the  cap¬ 
tive  feeling  that  comes  from  being  overly  dependent  on  one  supplier.  So  can  many 
of  Cisco’s  router  customers,  who  became  wedded  to  Cisco’s  Internet  Gateway  Rout¬ 
ing  Protocol  but  resented  the  exorbitant  prices  they  paid. 

Despite  its  move  into  the  switching  market,  Cisco  remains  a  router-centric  com¬ 
pany,  as  evidenced  by  its  CiscoFusion  architecture  for  campus  networks  and  its  Tag 
Switching  technology  for  the  Internet.  Tag  Switching  is  essentially  a  routing  tech¬ 
nology  and  will  turn  Cisco’s  StrataCom,  Inc.  BPX  switch  into  a  routing  device.  Due 
to  Cisco’s  large  installed  base  of  routers  in  the  Internet,  as  well  as  its  push  with  BPX, 
Tag  Switching  could  become  widely  deployed  if  it  operates  as  advertised.  Whether 
other  vendors  will  implement  it  depends  on  whether  Cisco  makes  it  a  truly  open 

technology.  It’s  questionable  if  Tag  Switching  will  become  a  public  domain 
technology.  Cisco  has  published  several  documents  relating  to  Tag 
Switching  as  requests  for  comment  and  stated  that  it  wants  the 
technology  to  beome  an  IETF  standard.  However,  the  company 
has  also  indicated  that  it  views  Tag  Switching  as  significant  intel¬ 
lectual  property,  which  it  will  likely  paten  t  and  then  allow 
othervendors  to  license. 

Cisco’s  schizophrenia  about  Tag  Switching  is  not  unlike 
Microsoft’s  dance  with  ActiveX:  Both  companies  w'ant  to  give 
the  appearance  of  having  open  technologies  while  maintain¬ 
ing  control  of  them. 

Although  single-vendor  solutions  do  work,  it’s  clear  that 
vendor-specific  technologies  cannot  provide  the  interopera bil- 
ity  so  essential  to  the  success  of  the  ’Net  and  corporate  intranets. 
Cisco  will  best  serve  its  customers  by  offering  value-added  ser¬ 
vices  atop  standards-based  technologies.  Whether  it  will  do  so  remains 
to  be  seen.  Meanwhile,  customers  have  a  real  option  in  ATM,  partly  because 
its  development  is  in  the  hands  of  an  independent  body.  ATM  has  broad  industry 
support,  can  operate  in  both  LAN  and  WAN  environments  and  enables  a  range  of 
services.  Some  organizations  will  be  willing  to  trade  vendor  independence  for  the 
cradle-to-grave  support  Cisco  promises.  Each  should  make  that  decision  based  on  its 
own  needs  —  and  with  an  eye  to  the  lessons  of  history. 

Petrosky  is  a  senior  analyst  with  The  Burton  Group,  which focuses  on  network  computing 
technology  and  architectures.  She  can  be  reached  in  her  San  Mateo,  Calif,  offtceat(415)572- 
0560  or  via  the  Internet  at  petrosky  @tbg.  com. 


works. 

Anthony  Yen 
Programmer 
The  Kernel  Group,  Inc. 

Austin,  Texas 

For  the  record 

Your  review  of  NetWare  4.11 
(Oct.  7,  page  1 )  states  that 
Novell,  Inc.  has  licensed  Pre¬ 
ferred  Systems,  Inc.’s  (PSI)  DS 
Standard  program  and  has  rela¬ 
beled  it  DS  Migrate  for  NetWare 
4.1 1.  To  clarify,  what  is  included 
in  NetWare  4.1 1  is  a  subset  of  DS 
Standard,  called  DS  Migrate. 

DS  Migrate  has  about  20%  of 
the  functionality  of  DS  Standard 
and  provides  users  with  the  abil¬ 
ity  to  perform  a  quick  migration 
to  Novell  Directory  Services 
(NDS).  For  sites  requiring  more 
robust  migration  capabilities  — 
such  as  tree  modeling,  tree 
merging  or  applying  naming 
conventions  —  or  for  sites 
already  using  NDS,  Novell 
approves  the  full  implementa¬ 


tion  of  DS  Standard. 

I  hope  this  helps  clarify  the 
differences  between  DS  Stan¬ 
dard  and  DS  Migrate,  and  shows 
how  DS  Migrate  fits  into  Net¬ 
Ware  4.11. 

RandiPerlman 
Marketing  communica¬ 
tions  manager 
PSI 

West  Haven,  Conn. 

Mail  call 

Your  Technology  Update  arti¬ 
cle  “Internet,  intranet  comput¬ 
ing  brings  in  new'wave  of 
messaging  standards”  (Oct.  14, 
page  49)  states:  “POP  is  an  Inter¬ 
net  mail  server  protocol  that  pro¬ 
vides  message  transfer  to  clients 
using  SMTP.  ’  ’  This  is  incorrect. 

Post  Office  Protocol  (the  cur¬ 
rent  version  is  called  POP3)  is  a 
mailbox  server  program  used  to 
manipulate  a  user’s  mailbox  on  a 
remote  machine.  It  is  normally 
used  by  a  network  mail  user 
agent,  such  as  Qualcomm,  Inc.’s 


Eudora  or  Netscape  Communi¬ 
cations  Corp.  ’s  Netscape  Mail 
Server,  and  is  totally  indepen¬ 
dent  of —  and  serves  a  different 
function  than  —  Simple  Mail 
Transfer  Protocol. 

POP  is  used  to  retrieve,  read 
and  delete  messages  from  a 
remote  mailbox  using  TCP  Port 
110.  SMTP  is  n  ormally  used  by 
mail  transport  agents  such  as 
sendmail,  smail  and  Multi¬ 
channel  Memorandum  Distri¬ 
bution  Facility  to  send  (or  store 
andforw-ard)  mail  to  other 
MTAson  the  Internet  viaTCP 
Port  25. 

More  recent  network  mail  cli¬ 
ents  now  use  nameservice  stan¬ 
dards  to  perform  the  MTA 
function  on  their  own  —  they 
use  SMTP  to  forward  mail  inde¬ 
pendently  of  an  MTA. 

Think  of  it  this  way:  SMTP  is 
the  postman  who  carries  the  mail 
to  your  mailbox  somewhere  on 
the  Internet;  POP3  is  you  collect¬ 
ing  the  mail  and  bringing  it  from 


your  mailbox  in  to  your  house. 
Unformnately,  POP3  cannot  put 
a  letter  into  your  mailbox  to  be 
sent  back  out,  and  if,  like  the 
postman ,  SMTP  can  ’  t  find  your 
mailbox,  it  will  simply  take  the 


letter  back  to  the  post  office 
(MTA). 

Keith  Smith 

Senior progra  mmer/ analyst 
Management  Services  Co. 
Fayetteville,  N.  C. 
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We're  not  satisfied  with  just  being  the 


first  commercial  ATM-based  Metropolitan  Area 


Network  in  Canada.  We  want  to  be  the  largest, 


Anything's  possible  when  you  find  a  partner  with 


the  technology,  and  the  energy,  to  keep  up, 


That's  Andrew  Kyle  of  MetroNet,  an 


alternative  network  access  provider.  MetroNet 


uses  a  FORE  ATM  network  to  pump  data  at  the 


ultra-high  speeds  its  customers  demand 


When  an  oil  company  conducts  a  million- 


dollar  seismic  test,  conventional  data  transfer 


can  take  days.  Now,  with  FORE  ATM,  a  1 50 


megabyte  file  can  be  sent  via  MetroNet  to  a 


workstation  downtown  in  about  one  minute  flat. 


Pretty  slick.  No  wonder  MetroNet  provides 


connections  to  so  many  oil  companies,  internet 


service  providers,  and  disaster  recovery 


specialists.  “They  transfer  tons  of  data;  we  save 


them  days  of  work, 


Today  MetroNet  connects  1 5%  of  Calgary's 


downtown  office  space.  Soon  it  will  be  50% 


And,  with  FORE  ATM,  we  will  have  a  platform 


for  seamlessly  integrating  data,  voice,  and 


video  for  our  clients  down  the  road 


You,  too,  can  break  new  ground  with  FORE 


ATM.  For  a  MetroNet  network  profile  and  a  free 


Guide  to  ATM,  contact  us  at  1-888-404-0444, 


internet:  info@fore.com  or  http://www.fore.com 


At  the  Forefront  of  ATM  Networking 


©1996  FORE  Systems,  Inc.  FORE  Systems  is  a  registered  trademark 
of  FORE  Systems,  Inc. 
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outsourcer  and  building 
a  lasting  relationship. 


A  guide  to  choosing  an 


By  James  Kobelius 


Shaping 

your 


ring  plan 


Think  of  any  network  IS  task 
on  your  plate  —  from  filling 
a  knowledge  gap,  providing 
temporary  help  or  simply 
performing  routine  chores 
—  and  you  can  bet  there’s 
an  army  of  outsourcing  ven¬ 
dors  ready  to  make  a  pitch 
for  your  business. 

In  weighingyour  options,  you  have  to 
develop  a  long-range  outsourcing  strat¬ 
egy,  identify  your  exact  requirements, 
then  sort  through  the  ever-expanding 
range  of  providers. 

Once  you’ve  signed  on  the  dotted  line, 
your  main  concern  becomes  making  sure 
your  selected  vendor  lives  up  to  its  side  of 
the  bargain. 

It  is  those  issues  we  address  in  this  spe¬ 
cial  section.  In  a  series  of  Buyer’s  Guide 
articles,  we  offer  advice  on  how  to  identify 
the  various  types  of  outsourcers  and  some 
criteria  by  which  to  evaluate  the  players. 
We  also  help  you  identify  when  its  time  to 
consider  outsourcing  and  explain  how 
you  can  develop  an  outsourcer  acquisi¬ 
tion  strategy. 

But  all  that’s  only  a  first  step.  The  criti¬ 
cal  factor  in  ensuring  that  an  outsourcing 
relationship  realizes  its  promise  is  to 
effectively  manage  it.  We’ve  checked  in 
with  experts  on  every  side  of  the  issue  to 
bringyou  their  sage  advice. 

So  please  read  on,  enjoy  and,  most  of 
all,  learn. 


In  numbers  comes  diversity 

A  look  atthe  many  stripes  of  the  outsourcing  players. 


Vendors  of  all  kinds  are  jumping  into  the  outsourc¬ 
ing  arena.  All  types  of  carriers  and  computer  vendors 
are  transitioning  internal  service  organizations,  once 
focused  only  on  handling  their  own  offerings,  into 
business  units  aimed  at  installing  and  managing  all 
forms  of  multivendor  networks.  Likewise,  systems  inte¬ 
grators  are  now  offering  to  provide  ongoing  network 
management  services  once  they  complete  a  turnkey 
installation  project. 

They  compete  against  established  players,  power¬ 
houses  such  as  AT&T  Solutions,  Computer  Sciences 
Corp.  (CSC),  Electronic  Data  Systems  (EDS),  IBM’s 
Integrated  Systems  Solutions  Corp.  and  MCI  System- 
house,  formed  by  the  recent  merger  of  MCI  Commu¬ 
nications  Corp.’s  outsourcing  arm  and  SHL 
Systemhouse,  Inc. 

The  vast  number  of  players  in  the  market  makes  it 
difficult,  if  not  impossible,  to  take  a  definitive  census  of 
the  industry,  much  less  include  all  the  vendors  in  a  sin¬ 
gle  Buyer’s  Guide.  However,  we  invited  more  than  two 
dozen  of  the  top  outsourcing  firms  to  supply  informa¬ 
tion  about  their  companies  and  services  for  the  chart 
on  page  45.  A  number  of  key  players,  including  CSC 
and  EDS,  declined  our  invitation,  often  saying  the 
requested  information  was  proprietary. 

But  our  research  made  it  clear  that  a  great  number 
of  network  outsourcers  got  their  start  by  olfering  ser¬ 


vices  that  support  or  extend  a  related  business.  This  is 
important  to  know  because  their  current  strengths  are 
typically  still  in  that  core  area. 

For  example,  local  and  long-haul  carriers  have 
diversified  from  their  roots  of  providing  simple  voice 
and  data  transport.  Carriers  such  as  AT&T,  via  its  AT&T 
Solutions  division,  and  Ameritech  Corp.  are  now  more 
than  glad  to  design  customized  voice,  data  and  video 
networks  for  your  company;  overlay  and  implement 
that  design  on  their  public  network  infrastructures; 
and  then  manage  the  whole  thing  for  you. 

Computer  vendors  that  have  long  provided  hard¬ 
ware  and  software  plus  information  technology  (IT) 
outsourcing,  such  as  Bull  HN  Information  Systems, 
Inc.,  Digital  Equipment  Corp.,  IBM  and  NCR  Corp., 
are  now  installing,  configuring,  and  even  running 
entire  LANs  and  WANs.  Increasingly,  these  vendors  are 
pushing  beyond  data  networks  into  supporting  voice, 
video  and  multimedia. 

That  melding  of  IT  and  network  outsourcing 
appears  to  be  a  benefit  for  you.  “A  good  percentage  of 
network  outsourcing  contracts  include  application 
development,  client/server  migration,  data  center 
management  and  other  IT  functions,”  says  Alexandra 
Whitehead,  practice  leader  in  IT  outsourcing  at  G2 
Research,  Inc.,  a  consulting  firm  in  Mountain  View, 
Calif. 
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SPECIAL  SECTIO 


N  I 


OUTSOURC I  N  G 


views  on  network  outsourcing  services 


(Based  on  100  interviews) 


What  is  or  was  the  primary  reason  for  evaluating  outsourcing? 


Other  5% 
It  depends  2% 
Hedge  against  technology 
obsolescence  2% 
Improve  network  operations  6% 


Quickly  obtain  scarce  expertise  45% 
Save  on  operational  or 
personnel  costs  19% 

Refocus  internal  staff  on  strategic 
development  14% 

Handle  off-hours  operation  7% 


Which  of  the  following  is  most  attractive  to  you? 


A  mix  of  vendors  that  specialize 
in  specific  functions  62% 

A  single  vendor  for  all 
outsourced  functions  34% 


“You  outsource  because  you  aren '( good  at  everything,  so  I  don’t  think  any 
other  company  can  be  good  at  everything.  ” 

“Competition  keeps  everyone  honest.  ” 

“You  get  better  quality  from  specialists.  ” 

“You  get  choices,  and  you  can  play  one  against  the  others.  ” 


“We  only  outsource  WAN  management,  so  we  wouldn ’t  need  to  have 
multiple  people.  ” 

“I  don 't  have  the  time  to  deal  with  a  lot  of  people.  ” 

“There  is  one  point  of  contact,  and  you  can  gain  leverage  over  a  single  vendor.  ” 
“We  try  to  move  to  a  single  relationship  in  everything  we  do.  It  reduces  the 
overhead,  there  is  more  feedback  from  them,  and  there  is  less  finger-pointing.  ” 


“We  would  consider  letting  an  outsourcer  subcontract  as  long  as  the  primary  supplier 
does  it  to  get  the  expertise  we  require  instead  of  trying  to  mask  a  shortcoming.  ” 
“We’ve  had  experience  with  that  situation,  and  we  haven ’t  had  any  troubles 
at  all.  ” 


“The  end  product  is  the  service  they  deliver,  so  it’s  up  to  them  to  determine  how  to 
provide  it.  ” 

“Yes,  but  its  highly  dependent  on  it  being  economical  and  what  the  subcontractor 
can  bring  to  the  table.  ” 


“If  I  want  the  service  of  a  company  that  will  act  as  a  subcontractor,  then  I  would 
go  to  them  in  the  first  place.  ” 

No  /  “I’d  be  wary  of  the  oversight  the  primary  vendor  has.  Often,  the  primary  contractor 
wes***3^  doesn ’t  have  the  people  on  staff  when  they  bid  for  the  contract.  So,  when  they  win 
the  bid,  they  try  to  get  people  who  can  do  the  work  as  quickly  as  possible.  Those 
people  might  not  be  the  most  sufficient  candidates.  ” 

“Based  on  past  experiences,  we  hired  a  company  that  couldn ’t  control  the  subcontractors 
and  there  was  a  loss  of  quality.  ” 

“We  have  done  it  previously  and  found  the  subcontractors  lack  a  sense  of  urgency.  ” 


How  likely  are  you  to  outsource  the  following 
functions? 

(Highest  possible  score  of  5) 


Web  site  development  3.55 


How  Important  are  the  following  capabilities  to 
you  when  selecting  an  outsourcing  vendor? 
(Highest  possible  score  of  5) 


Staff  skills  4.68 

W ;  'Y.Y. 


WAN  management  2.96 
Web  site  operation  2.90 
Network  design  2.62 

LAN  management  2.42 

Help  desk\support  center 

operation  2.20 


Technical  resources  4.48 


Related  industry  experience  4.38 


The  company  management  team  4.29 


Financial  strength  3.87 


Price  3.69 


Geographic  scope  3.39 


The  survey  was  conducted  by  Focus  Data,  an  independent  market  research  firm  in  Framingham,  Mass.,  that 
gathers  primary  data  concerning  the  enterprise  network  environments  and  needs  of  end  users.  To  purchase  full 
survey  results,  call  Mona  Dabbon  at  (508)  626-2556,  or  send  E-mail  to  mdabbon@focusdata.ultranet.com. 


However,  IT  tasks  such  as  developing 
application  software  and  running  the  cor¬ 
porate  data  cen  ter  still  account  for  60  %  of 
the  $40  billion  spent  by  U.S.  firms  on  IT 
outsourcing  this  year,  according  to  the 
Outsourcing  Institute,  a  nonprofit  group 
in  New  York.  Network  and  desktop  man¬ 
agement  make  up  the  balance. 

Then  there  are  systems  integrators  that 
have  taken  on  network  management  as  a 
related  service  offering.  BBN  Planet,  Cap 
Gemini  America,  CSC,  EDS,  Entex  Infor¬ 
mation  Services,  Inc.,  International  Net¬ 
work  Services  (INS),  Paranet,  Inc., 
Racal-Datacom,  Inc.  and  Systems  Manage¬ 
ment  Specialists  fall  into  this  category. 

Many  of  the  systems  integrators  con¬ 
centrate  on  data  networks.  However,  they 
are  increasingly  seeking  voice  network 
outsourcing  work  and  often  team  up  with 
carriers  to  get  it. 

A  good  example  of  this  is  the  Pinnacle 
Alliance,  which  is  an  attempt  to  bond  the 
IT  consulting,  application  development, 
and  system  integration  expertise  of  CSC 
and  Andersen  Consulting  with  the  tele¬ 
phony  know-how  of  AT&T  Solutions  and 
Bell  Atlantic  Network  Integration. 
Another  example  is  the  alliance  between 
IBM  and  Ameritech’s  GlobalDesk  net¬ 
work  management  outsourcing  business. 


WHAT  DRIVES  YOU  TO  OUTSOURCE? 

►  Continuing  trend  toward  distributed  computing 

►  Increasing  network  complexity  and  maintenance 
requirements 

►  Increasing  dependence  on  networks  for  mission- 
critical  activities 

►  Soaring  support  costs 

►  Globalization 

SOURCE:  INPUT,  INC’S  OUTSOURCING  INFORMATION  SYSTEMS 
PROGRAM,  MOUNTAIN  VIEW,  CALIF. 


Systems  integrators  that  are  getdng 
into  outsourcing  come  in  all  sizes  and  spe¬ 
cialties.  Some  of  the  firms  with  more  note¬ 
worthy  specialties  include  BBN  Planet,  a 
traditional  Internet  access  provider  that 
has  branched  into  Web  site  development, 
Web  server  hosting,  firewall  monitoring 
and  electronic  commerce  support;  Entex, 
a  desktop  systems  integrator  that  now  pro¬ 
vides  remote  and  on-site  WAN/LAN  mon¬ 
itoring  and  support  services;  and  INS,  a 
systems  integrator  that  manages  network 
services  for  public  carriers  and  now  offers 
network  consulting  as  well  as  design  ser¬ 
vices  to  end  users. 

Of  course,  there  are  firms  that  remain 
true  to  their  original  charter.  NetSolve, 
Inc.,  which  offers  a  wide  variety  of  WAN 
monitoring  services,  is  an  example.  I 


Your  ever-expanding  options 

The  decision  of  when  to  outsource  gets  more  complex. 


More  players  in  the  game.  New  twists 
on  the  outsourcing  concept.  A  plethora  of 
staffing  choices.  It  all  adds  up  to  more 
questions  to  mull  when  deciding  whether 
to  outsource. 

Just  a  few  years  ago,  outsourcing  was 
easy  to  understand  because  it  was  a  game 
of  dueling  gladiators.  Back  then,  out¬ 
sourcing  was  stricdy  defined 
by  the  type  of  headline¬ 
grabbing  megadeals  as  the 
$1.1  billion,  10-year  con¬ 
tract  that  AT&T  Solutions 
just  landed  to  take  over 
complete  operation  of  Tex¬ 
tron,  Inc.’s  worldwide  net¬ 
work  ( NW,  Sept.  23,  page 
27). 

Not  so  now.  In  fact,  over 
the  past  few  years,  a  number 
of  specialty  firms  have 
begun  the  growing  trend  of 
outsourcing  only  specific 
network  tasks  —  such  as  moves,  adds  and 
changes,  or  simple  LAN  administration 
—  a  practice  that  has  spawned  the  term 
“outtasking.” 

This  trend  also  includes  turning  over 
chunks  of  the  overall  organization  —  such 
as  the  help  desk  or  network  monitoring — 
to  an  outsider,  but  retaining  all  else.  Then 
there’s  a  form  of  outsourcing  where  you 
farm  out  critical  upfront  projects  —  such 
as  network  application  development  and 
systems  integration  —  to  specialists,  but 
retain  responsibility  for  daily  operations. 

With  so  many  options,  how  do  you 
know  when  to  outsource?  Simply  put,  con¬ 


sider  outsourcing  a  particular  network 
function  when  it  will: 

■  Reduce  or  control  operational  costs. 

■  Improve  operational  management  and 
performance. 

■  Give  you  as-needed  access  to  sophisti¬ 
cated  technical  expertise. 

■  Help  you  keep  pace  with  rapid  techno¬ 
logical  change  while  con¬ 
trolling  technical  risks. 

■  Refocus  the  business  on 
core  competencies. 

■  Free  up  internal  re¬ 
sources  to  focus  on  strategic 
IT  planning  and  business- 
process  reengineering. 

If  you’re  still  unsure 
about  outsourcing  on  a 
large  scale,  you  can  always 
start  with  something  mun¬ 
dane  —  such  as  pulling  tele¬ 
phone  cable  or  maintaining 
desktop  PCs  or  worksta¬ 
tions.  Likewise,  ifyou’re  in  need  of  a  quick 
fix  for  a  thorny  problem,  your  first  foray 
could  be  hiring  someone  for  that  leading- 
edge  task,  such  as  monitoring  your 
nationwide  frame  relay  network  or 
designing  and  hosting  your  Web  site.  You 
may  opt  to  pull  that  function  back  in- 
house  once  you  gain  the  internal  knowl¬ 
edge,  but  at  least  you  won’t  totally  fall 
behind  the  curve. 

If  all  goes  well,  you  could  move  up  the 
ladder  and  consider  outsourcing  all  the 
functions  that  fall  between  a  simple  task 
and  a  full-fledged  turnover  of  your  entire 
operation.  These  in-between  functions 


NEARING  THE 
HALFWAYPOINT 

Desktop  and  network 
management  now 
represent  40%  of  what’s 
spent  on  total  IT 
outsourcing,  according 
to  the  Outsourcing 
Institute  in  New  York. 
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Company  j 

Profile 

Percentage  of  parent 
company  revenue 

No.  of  employees 
servicing  contracts 

No.  of  years 
providing  services 

Current  no. 

of  contracts 

Core  business 

Amerttech  Corp. 

(800)  840-4444 

.5% 

900 

2 

12 

Help  desk,  installation,  facilities/site  manage¬ 
ment,  business  process  in  nontechnical  areas, 
and  cable  and  wiring 

AT&T  Solutions 

(800)440-6667 

(1) 

11,000 

1.5 

24 

WAN  management,  network  monitoring,  help 
desk,  network  control  center  management,  and 
employee  and  customer  care 

BBN  Planet 

(800)472-4565 

80% 

1,900 

25+ 

3,500 

Network  monitoring,  Web  site  design  and  hosting, 
systems  integration,  application  development 
and/or  maintenance,  and  network  control  center 
management 

Cap  Gemini 

America 

(212)  944-6464 

18% 

2,700 

20 

(1) 

LAN  management,  PC/workstation  management, 
application  development  and/or  maintenance, 
systems  integration,  and  client/server  systems 
conversion  and  migration 

DecIsionOne 

Corp. 

(888)  287-9202 

NA 

3,900 

27 

40,000 

Hardware  services,  help  desk,  network  monitor¬ 
ing,  LAN  management,  and  data  center  and/or 
server  management 

Digital 

Equipment  Corp. 

(800)  344-4825 

(1) 

2,000 

10 

200+ 

Data  center  and/or  server  management, 
PC/workstation  management,  help  desk,  LAN 
management,  and  network  control  center  man¬ 
agement 

Entex  Information 
Services,  Inc. 

(914)  935-3600 

15% 

3,300 

3 

(1) 

Systems  integration,  PC/workstation  manage¬ 
ment,  help  desk,  installation,  LAN  management 

IBM  Global 

Network 

(800)  455-5056 

(1) 

1,100 

6 

175 

WAN  management,  network  control  center  man¬ 
agement,  network  monitoring,  help  desk,  and 
remote  network  access  staff  transfer  and  rehire 

International 

Network  Services 

(888)467-8100 

100% 

400+ 

5 

(1) 

Planning  and  design,  installation  and  implemen¬ 
tation,  network  support,  project  management, 
and  problem  diagnosis  and  troubleshooting 

NCR  Corp. 

(513)  445-3137 

.05% 

50 

2 

45 

Network  monitoring,  LAN  management,  data  cen¬ 
ter  or  server  management,  PC/workstation  man¬ 
agement,  and  WAN  management 

NetSolve,  Inc. 

(800)  638-7658 

(1) 

80 

4 

100+ 

WAN  management,  network  monitoring,  Internet 
security,  and  installation 

Paranet,  Inc. 

(800)  752-3475 

98% 

700 

5 

10 

Client/server  systems  conversion  and  migration, 
data  center  and/or  server  management,  PC/ 
workstation  management,  installation  and  sys¬ 
tems  integration 

Racal-Datacom,  Inc. 

(800)  722-2555 

32% 

700+ 

40 

3,742 

Application  development  and/or  maintenance, 
demand  and  repair  services  (noncontract),  instal¬ 
lation,  network  monitoring  and  training 

Systems 

Management 

Specialists 

(714)850-6600 

87% 

340 

6 

23 

Data  center  and/or  server  management,  applica¬ 
tion  development  and/or  maintenance,  network 
control  center  management,  help  desk,  and 
client/server  systems  conversion  and  migration 

Existing  contracts 

Elements  sold,  resold  or  leased 

Resource  reallocation 

Avg.  length  of  base 

contract  (years) 

Avg.  no. 

of  option  years 

Avg.  value  over 

contract  life 

Avg.  no.  of 

customer  sites 

Avg.  no.  of 

customer 

network  nodes 

Cable  and  wire 

Equipment 

Monitoring 

from  vendor  site 

Transmission 

services 

Software 

Staff  transfer 

Staff  rehlrlng 

Systems  transfer 

or  acquisition 

5 

1 

$23M 

41 

NA 

• 

• 

• 

• 

• 

100%  80%  25% 

8.2 

3 

(1) 

508 

291 

• 

• 

• 

• 

• 

90%  100%  85% 

1 

NA 

(2) 

NA 

10-12 

• 

• 

• 

(1)  (1)  (1) 

(1) 

(1) 

(1) 

(1) 

(1) 

(1)  (1) 

2.5 

0 

$150K 

5 

1,500 

• 

4 

2 

$1M- 

20 

400 

• 

• 

• 

10%  5% 

$3M 

4.5 

3 

$7.2M 

12 

11,000 

• 

• 

• 

53%  64%  30% 

7.5 

(2) 

(2) 

250 

(2) 

• 

• 

• 

• 

• 

20%  20%  20% 

(1) 

(1) 

(1) 

(1) 

(1) 

2 

NA 

S300K 

20 

100 

• 

• 

• 

• 

3 

NA 

(1) 

(1) 

(1) 

• 

• 

• 

(1) 

(1) 

(1) 

(1) 

(1) 

5%  5% 

2 

5 

$240K 

500 

500 

• 

• 

• 

• 

4 

1 

$2.5M 

46 

3,800 

• 

• 

• 

• 

80%  80%  90% 

Fixed  only 

Variable  only 

Flxed/varlablo 

5% 

95% 

100% 

20% 

60% 

20% 

(1) 

(1) 

(1) 

100% 

50% 

50% 

30% 

60% 

10% 

90% 

10% 

(1) 

(1) 

100% 

100% 

25% 

75% 

95% 

5% 

13% 

12% 

75% 

Product  names  highlighted  in  color  were  selected  for  the  Short  List.  chart  compm d  by  kathy  scott 

Footnotes:  ( 1)  Proprietary  (2)  Varies  NA  -  Not  applicable  *  Percentage  of  existing  contracts  Editor's  note:  The  following  companies  declined  our  invitation  to  submit  material  for  this  chart  Bull  Worldwide,  Computer  Sciences  Corp.,  EDS,  INET  and  MCI  Systemhouse. 


include  application  maintenance, 
client/server  systems  migration,  data 
center  and  server  management,  help 
desk  operation,  PC  and  workstation  man¬ 
agement,  facilities  and  site  management, 
LAN  management,  network  monitoring, 

WHERE  THE  IT  OUTSOURCING  BUDGET  GOES 

Based  on  a  survey  of  125  IT  executives 
Application  development  28% 

Application  maintenance  21% 

Mainframe  data  center  19% 

Client/server  16% 

Training  15% 


WANs  13% 

SOURCE:  OUTSOURCING  INSTITUTE.  NEW  YORK 


off-site  backup  and  recovery,  remote  net¬ 
work  access,  user  training  and  support, 
and  WAN  management. 

Another  important  question  to  answer 
is  whether  the  functions  you  outsource 
are  critical  enough  to  warrant  hiring 
someone  24  hours  a  day,  seven  days  a 
week.  Alternatively,  you  just  may  need 
someone  to  help  out  during  business 
hours  or  after  hours. 

You’ll  also  need  to  decide  whether  you 
want  the  outsourcer’s  staff  at  your  site  or 
not.  Having  outsourcer  staff  on-site  is  usu¬ 
ally  more  expensive  than  off-site  because 
the  former  typically  requires  the  out¬ 
sourcer  to  provide  staff  dedicated  to  serv¬ 
ing  its  contract  with  you,  whereas  off-site 
personnel  can  be  split  among  a  few  differ¬ 
ent  contracts. 

How  you  get  charged  may  also  play  a 
role  in  deciding  when  it’s  time  to  out¬ 
source.  Some  outsourcers  charge  custom 
prices  for  their  service  packages  —  based 
on  a  complex  range  of  negotiated  factors 


—  while  others  charge  on  a  per-task,  per- 
transaction,  per-node,  per-site,  per-desk- 
top,  or  time  and  materials  basis.  You 
might  find  outsourcers  with  tiered  pricing 
structures,  broken  down  by  basic,  en¬ 
hanced  and  premium  service  levels.  In 
such  cases,  what  you  usually  get  for  pre¬ 
mium  prices  is  shortened  turnaround  and 
response  times,  increased  deployment  of 
on-site  personnel,  and  increased  techni¬ 
cal  coverage  and  skill  levels. 

You  may  also  want  to  consider  the  poli¬ 
tics  of  outsourcing.  Obviously,  outsourc¬ 


To  make  sure  you  get  the  biggest  bang 
for  your  outsourcing  buck,  you  need  to 
have  a  well-thought-out  acquisition 
strategy. 


ing  is  a  complex  business  decision . 

If  you  want  to  farm  out  critical  network 
support  functions,  it  might  take  anywhere 
from  a  few  months  to  a  couple  of  years 
before  your  corporate  brass  warms  up  to 
the  idea.  If  you  just  want  to  call  in  some 
help  for  mundane  chores  —  such  as  doing 
adds,  moves  and  changes  —  you  might 
have  a  tough  time  selling  the  concept  to 
your  staff,  who  could  regard  it  as  a  ruse  for 
putting  them  out  of  jobs  later  when  you 
finally  decide  to  turn  everything  else  over 
to  the  outsourcer.  ■ 


This  entails  using  a  request  for  pro¬ 
posal  to  define  your  requirements,  creat¬ 
ing  an  effective  way  to  review  those  RFPs 
and  then  spelling  out  your  expectations 


Striking  the  deal 

How  to  get  an  outsourcing  contract  you  can  live  with. 
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SERVICE  AND  SUPPORT  FAST  ETHERNET  SOLUTIONS  BUILDING/CAMPUS  SOLUTIONS  STACKABLE  SOI 
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Well,  some  people  are  very  excited  by  our  ne\ 


Is  that  so  wrong? 


INTERNET  ACCESS  SOLUTIONS  WAN  BACKBONE  SOLUTIONS  TOKEN  RING  SOLUTIONS  IBM/SNA  SOLUTIONS  SMALL  BUSIN 


©1996  3Com  Corporation.  3Com.  Parallel  Tasking  and  TokenLink  are  registered  trademarks  and  Velocity  and  Networks  That  Go  the  Distance  are  trademarks  of  3Com  Corporation.  *One  per  customer  site,  while  supplies  last. To  learn  more,  visit  our  World  Wide  Web  site  at  http://www.3ct 


NS  SWITCHING  SOLUTIONS  ISDN  SOLUTIONS  ETHERNET  SOLUTIONS  REMOTE  ACCESS  SOLUTIONS  IBM/SNA  SOLUTIONS 


OLUTIONS  ETHERNET  SOLUTIONS  HOME  OFFICE  SOLUTIONS 


The  3Com  TokenLink®  Velocity™  ISA  Network  Interface  Card  was 
bound  to  get  some  people  a  little  excited.  That’s  because  it  really 
is  a  true  innovation.  For  the  first  time  ever,  Token  Ring  networks 
can  get  the  high  performance  that  Parallel  Tasking®  technology 
provides.  It’s  the  same  advantage  3Com’s  given  to  over  25  million 
Ethernet  users. 

Parallel  Tasking  technology  gives  you  the  fastest  network 
throughput  available  as  it  pipelines  data  between  the  PC  and  the 
network.  So  you  can  transfer  data  faster  than  ever  before. 

The  3Com  TokenLink  Velocity  ISA  NIC  offers  more  than  just 
Parallel  Tasking  technology.  It’s  backwards  compatible  with 
existing  drivers,  applications  and  network  operating  systems. 
And  if  you’re  considering  switches,  it  has  Full  Duplex/DTR 
capability,  which  lets  you  send  and  receive  data  simultaneously. 

To  help  you  get  your  hands  on  one  of  these  innovative  new 
cards,  we’re  offering  evaluation  pricing  for  just  $99.* 

Call  l-800-NET-3Com,  Option  4  to  get  yours. 

And  learn  why  Parallel  Tasking  technology  is  something  to  get 
excited  about. 


PERFORMANCE 
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for  the  outsourcer  in  stark  letters. 

Many  network  functions  are  too  im¬ 
portant  to  entrust  to  the  first  outsourcer 
that  sends  you  a  glossy  brochure.  So  be 
sure  to  have  three  alternate  bids  for  each 
procurement.  Then  make  sure  that  the 
technical  proposals  address  the  require¬ 
ments  specified  in  the  RFP  on  a  point-by- 
|  point  basis.  Your  rule  of  thumb  should  be 
that  any  outsourcer  that  can’t  describe 
the  work  clearly  in  its  technical  proposal 
probably  can’t  perform  it  well,  either. 

A  good  way  to  make  sure  RFPs  are  up- 
to-snuff  is  to  establish  an 
expert  selection  panel  to 
review  them.  The  panel 
should  comprise  a  mix  of 
technically  savvy  people  and 
some  experienced  contract 
negotiators. 

If  the  contract  you’re 
awarding  is  large  enough, 
you  should  also  consider 
bringing  in  a  consultant 
with  a  track  record  of  suc¬ 
cessful  network  outsourc¬ 
ing  acquisitions.  This  panel 
should  help  you  separate 
the  proposals  with  consider¬ 
able  technical  and  management  depth 
from  those  that  simply  read  well,  promise 
everything,  but  display  a  shallow  grasp  of 
your  outsourcing  requirements. 

When  it  comes  time  to  hammer  out  an 
agreement,  consider  structuring  a  deal 
with  option  years  instead  of  a  simple  fixed 
term.  No  matter  how  attractive  the  out¬ 
sourcer,  you  should  always  give  yourself  a 
contractual  back  door  in  case  the  relation¬ 
ship  doesn’t  work  out.  A  way  to  do  that  is 
to  have  the  outsourcer  work  for  an  estab¬ 
lished  period,  and  pick  up  option  years  if 
it  meets  your  performance  standards. 

If  the  outsourcer  is  not  up-to-snuff,  you 


can  easily  discontinue  the  contract  at  the 
end  of  the  base  period,  then  seek  another 
vendor  or  bring  the  function  back  in- 
house.  However,  bear  in  mind  the  difficul¬ 
ties  of  disentangling  yourself  from  an 
entrenched  outsourcer. 

“The  user  has  high  switching  costs 
associated  with  going  from  one  outsourc¬ 
ing  vendor  to  another,”  according  to 
Peter  Bendor-Samuel,  president  of  Ever¬ 
est  Software  Corp.,  a  Dallas-based  pro¬ 
vider  of  software  that  helps  companies 
manage  outsourcers. 

To  protect  yourself  fur¬ 
ther,  you  should  never  out¬ 
source  the  core  financial, 
planning  and  management 
oversight  associated  with  a 
network  management  func¬ 
tion.  To  do  so  would  be  to 
cede  too  much  control  to  an 
outside  firm. 

It  is  critical  that  you 
retain  key  managers  and 
technical  experts  in-house 
who  can  inspect  and  cri¬ 
tique  every  aspect  of  out¬ 
sourcer  performance  and 
have  access  to  the  full  range 
of  contract  operational  data.  You  should 
budget  no  less  than  5%  to  7%  of  the  out¬ 
sourcing  contract  value  on  in-house  man¬ 
agement  and  oversight,  says  Chuck 
French,  manager  of  consulting  at  META 
Group,  Inc.’s  Sourcing  Strategies  Con¬ 
sulting  Practice  in  Reston,  Va. 

How  do  you  know  if  an  outsourcer  is 
performing  according  to  your  expecta¬ 
tions?  You  create  very  detailed  service- 
level  agreements  and  performance 
metrics,  specifying  everything  from  how 
fast  you  expect  work  to  be  done  to  what 
you  consider  to  be  a  top-qualityjob.  Then 
you  should  tie  performance  metrics  to  the 


A  HIGH- 
GROWTH  AREA 

Spending  on  network 
outsourcing  will  grow 
from  $2.6  billion  in  1996 
to  $8  billion  in  2001, 
predicts  Input,  Inc.’s 
Outsourcing  Information 
Systems  Program  in 
Mountain  View,  Calif. 


Network  world  Network  outsourcing  services 

This  Short  List  highlights  the  vendors  Network  World  recom¬ 
mends  you  examine  closely  when  you  want  to  farm  out  network 
management,  administration  or  operational  support  services. 
While  there  are  hundreds  of  outsourcers,  only  those  in  the  chart  on 
page  45  were  considered.  Moreover,  we  selected  vendors  that  can 
take  over  your  entire  network  or  as  much  of  it  as  you  want  to  give 
up.  Your  needs  may  differ. 

AT&T  Solutions,  a  wholly  owned  AT&T  subsidiary,  is  perhaps  the  vendor  par 
excellence  in  our  chart.  The  firm  has  more  than  1 1,000  people  devoted  to  supply¬ 
ing  a  broad  mix  of  voice,  data  and  video  network  management  outsourcing,  sys¬ 
tems  integration  and  consulting  services  in  more  than  100  offices  worldwide.  The 
company  more  often  than  not  will  rehire  your  staff  and  acquire  your  equipment 
under  contract  terms,  which  is  good  if  you  want  to  turn  over  your  entire  operation. 
AT&T  Solutions  uses  a  24-hour-a-day,  seven-day-a-week  remote  monitoring  and 
customer  support  center  to  keep  track  of  what’s  happening  on  the  worldwide  net¬ 
works  of  its  client. 

IBM  Global  Network  has  the  experience  to  meet  just  about  any  network  man¬ 
agement  outsourcing,  consulting  and  systems  integration  need.  The  firm  has 
around  1,100  employees  serving  more  than  175  clients  in  about  100  countries. 
Under  the  typical  contract,  the  company  takes  responsibility  for  managing  voice, 
video  and  data  communication  services  for  a  network  with  around  250  sites. 
A  remote  monitoring  site  is  used  to  ensure  the  fIBM  Global  Network  delivers 
consistent  service  levels.  The  company  is  committed  to  making  the  latest 
technology  available  to  its  clients,  as  evidenced  by  its  installation  of  an  interna¬ 
tional  ATM  network. 


Short 
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outsourcer’s  compensation  (see  story, 
page  49.) 

Aside  from  monitoring  performance, 
you’ll  want  to  continually  establish  bench¬ 
marks  that  tell  you  whether  you  can  cover 
the  costs  of  the  same  functions  internally 
for  less  than  whatyou  pay  the  outsourcer. 

“Look  for  a  low-cost  outsourcer  and 
then  benchmark  its  costs  every  six  months 
to  a  year, ’’Bendor-Samuel  says.  If  you 
don’t,  he  claims,  the  outsourcer  may  take 
advantage  of  you  by  raising  prices  over 
time.  If  you  do,  you’ll  have  some  flexibility 


to  bring  prices  down  over  time  should  the 
benchmarkjustify  a  lower  cost. 

To  keep  even  tighter  control  over  the 
outsourcer,  limit  the  amount  of  work  that 
can  be  subcontracted  to  other  firms.  On 
larger  deals,  outsourcers  often  band  into 
bidding  teams  that  divide  up  functional 
responsibilities  under  the  resulting  con¬ 
tract.  If  taken  too  far,  subcontracting  can 
lead  to  finger-pointing,  excessive  costs, 
slow  response  and  other  problems  that 
nullify  the  benefits  of  outsourcing  in  the 
first  place.  ■ 


Evaluation  time 


Pick  outsourcers  by  using  this  criteria. 


You’ve  looked  at  all  your  options,  gone 
through  the  numbers  six  ways  to  Sunday 
and  reached  a  definitive  conclusion: 
Outsourcing  makes  sense.  Now  comes 
crunch  time  —  selecting  your  outsourc- 
ingvendor. 

The  following  evaluation  criteria  are 
applicable  no  matter  how  big  or  small 
your  outsourcing  requirements. 

First  and  foremost,  examine  the  out¬ 
sourcer’s  management  team  because  the 
outfit  will  only  be  as  effective  and  respon¬ 
sive  as  management  allows.  Interview 
each  member  of  the  team  and  review  their 
resumes  and  backgrounds.  Determine 
whether,  when  and  how  these  particular 
individuals  have  worked  together  in  the 
past. 


geographic  extent.  It’s  especially  valuable 
if  the  firm  can  provide  references  on  work 
performed  for  others  in  your  industry. 

■  Skill  base,  subcontractors  and  strategic 
partners.  Ask  the  outsourcer  for  a  corpo¬ 
rate  skills  matrix  to  make  sure  it  has  per¬ 
sonnel  with  the  capabilities  and  ex¬ 
perience  required  to  support  your  enter¬ 
prise  network.  Request  resumes  for  chief 
technologists,  as  well  as  for  the  principals 
with  subcontractors  and  strategic  part¬ 
ners  the  outsourcer  plans  to  use.  Require 
letters  of  commitment  from  all  subcon¬ 
tractors  and  strategic  partners  affirming 
their  good-faith  intention’s  to  workunder 
the  contract. 

■  Geographic  scope.  Determine  whether 
the  outsourcer,  its  subcontractors  and 


WHAT  OUTSOURCING  CAN  DO  FOR  YOU 


Thanks  to  an  increased  number  of  vendors,  you  can  negotiate  more  flexible  outsourcing  arrangements 
than  in  the  past,  including  the  ability  to: 

►  Quickly  obtain  external  talent  in  response  to  changing  business  conditions. 


►  Shore  up  your  company’s  bottom  line  by  using  low-cost  contractors  for  chores  such  as  pulling  cable, 
managing  workgroup  LANs  and  desktops,  and  providingfield  service  and  support  for  equipment,  including 
routers  and  gateways. 

►  Move  swiftly  into  new  technologies  by  linking  up  with  leading-edge  systems  integrators  for  installation, 
and  then  farm  out  day-to-day  operational  responsibilities  to  the  integrator’s  managed  services  staff. 


>  Get  out  of  network  management  altogether,  if  you  want,  by  handing  that  responsibility  over  to  an  expert 
third  party. 


Other  criteria  include: 

■  Financial  strength.  If  the  outsourcer  is 
publicly  traded  —  as  are  most  of  the  com¬ 
panies  that  accepted  our  invitation  to  be 
included  in  the  chart  on  page  45  —  get 
their  most  recent  annual  report  and  Secu¬ 
rities  and  Exchange  Commission  finan¬ 
cial  filings.  If  they’re  privately  held,  check 
their  credit  history  and  determine 
whether  they  have  recently  filed  for  bank¬ 
ruptcy  protection.  Require  privately  held 
firms  to  disclose  their  ownership  struc¬ 
tures,  investors  and  lines  of  credit  so  you 
can  determine  if  they  have  the  where¬ 
withal  to  cover  any  capital  investment  that 
may  be  necessary  to  meet  your  needs.  Also 
find  out  if  they  can  bankroll  what  it’ll  take 
to  rehire  some  or  all  of  your  staff  and/or 
acquire  select  portions  of  your  network 
infrastructure. 

■  Customer  references  and  related  indus¬ 
try  experience.  Ask  for  at  least  three  cus¬ 
tomer  references  on  contracts  of  similar 
duration,  complexity,  technical  scope  and 


partners  have  offices  in  all  countries, 
states  and  cities  where  you  require  on-site 
support. 

■  Price.  Require  outsourcers  to  prepare 
cost  proposals  in  a  standard  format — one 
you  can  use  to  make  apples-to-apples  com¬ 
parisons  among  the  bidders  on  a  func¬ 
tion-by-function  or  item-by-item  basis. 

Typically,  you  wouldn’t  base  an  out¬ 
sourcing  decision  on  price  alone  —  the 
procurement  is  too  complex,  technical 
and  not  commoditized  enough  for  that  — 
but  you  at  least  want  to  make  sure  that  the 
winning  bidder’s  charges  are  in  the  com¬ 
petitive  range. 

Kobielus,  a  contributing  editor  to  Network 
World,  is  a  senior  telecommunications  analyst 
with  LCC  International,  Inc.,  an  Arlington, 

Va. -based  network  design,  engineering  and 
integration  firm.  He  can  be  reached  at  (703) 
807-5075  or  via  the  Internet  at 
kobielus_james  @lccinc.  com. 
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How  to  manage  your 
outsourcing  contractors 

Ensuring  a 
ound  structure 


By  Elisabeth  Horwitt 


Blue  Cross/Blue  Shield  of  Massachusetts  and  its  outsourcing  vendor,  EDS 
Corp.,  decide  on  major  upgrades  to  the  health  insurer’s  systems  pretty 
much  the  way  a  husband  and  wife  decide  whether  to  buy  a  new  refrigera¬ 
tor.  One  partner  will  come  to  the  other  with  an  idea,  then  the  two  sides 
thrash  out  the  pros  and  cons.  “It’s  a  fair  balance,”  says  Dennis  McIntosh, 
Blue  Cross’  vice  president  of  operations  and  IS. 


This  may  seem  like  a  rather  informal  mode  of 
negotiation  between  a  major  corporation  and  the  out¬ 
sourcing  vendor  in  charge  of  its  information  technol¬ 
ogy  (IT)  operations.  Appearances,  however,  can  be 
misleading. 

Blue  Cross/Blue  Shield’s  outsourcing  relationship 
can  be  flexible  and  open  precisely  because  it  is  rigor¬ 
ously  structured  by  contract  and  assiduously  managed 
by  a  committed  team  of  in-house  IT  people. 

“When  EDS  took  over  management  of  our  systems 
back  in  1991,  a  large  number  of  our  employees  were 
outsourced  to  them,”  McIntosh  recalls.  However,  the 
regional  health  insurer  retained  a  small  management 
group  of  about  20  to  play  three  crucial  roles:  provide 
leadership  within  the  company  on  matters  involving 
EDS,  plan  technology  strategy  and  act  as  “brokers 
who  bring  together  the  business  user  and  the  right 
piece  of  technology.” 

Blue  Cross/Blue  Shield’s  situation  is  far  from 
unique  among  long-term  IT  outsourcing  deals  —  par¬ 
ticularly  among  ones  that  work  well  for  the  customer. 

Indeed,  outsourcing  project  managers  were  pretty 
much  unanimous  that,  in  order  to  do  their  jobs  suc¬ 
cessfully,  they  need  all  of  the  following: 

■  Knowledge  of  what  the  outsourcing  vendor  is  doing 
and  should  be  doing. 

■  Power  to  get  the  vendor  to  listen  and  respond  to  the 
customer’s  needs. 

■  Effective  communications  channels  to  work 
through  inevitable  problems,  differences  and 
changes  over  time. 

As  is  typical  in  the  business  and  IT  worlds,  commit¬ 
ment  comes  down  to  dollars  and  cents.  In  the  case  of 
outsourcing  management,  companies  need  to  cough 
up  salaries  for  a  team  of  project  managers  to  take  full¬ 
time  responsibility  for  the  outsourcing  contract  and 
the  vendor  relationship. 

Unfortunately,  only  about  30%  of  outsourcing  cus¬ 
tomers  “recognize  the  need  to  set  up  a  group  to  work 


with  and  manage  outsourcers,”  says  Peter  Bendor- 
Samuel,  president  of  Everest  Software  Corp.,  a  Dallas- 
based  consulting  and  software  company. 

Blue  Cross’  McIntosh  agrees.  “I  think  a  lot  of  out¬ 
sourcing  arrangements  all  over  the  country  are  an 
over-th e-fence  type  of  situation”  in  which  the  cus¬ 
tomer  tosses  far  too  much  control  to  the  outsourcer, 
he  says. 

Nor  will  it  work  to  simply  assign  just  anyone  to  the 
job,  Bendor-Samuel  emphasizes.  “Everybody  has  a 
contract  manager,  but  that  doesn’t  mean  [that  per¬ 
son]  is  empowered  to  do  any¬ 
thing,”  he  says.  Too  many 
companies  make  the  mistake  of 
“assigning  a  junior  clerk  to 
manage  a  multimillion  dollar 
contract.  The  outsourcer  will 
justignore  [thatperson]  and  go 
around  them.” 

Meeting  of  the  minds 

The  crux  of  the  relationship 
between  outsourcing  vendors 
and  in-house  project  managers 
is  regular  meetings.  These 
become  vehicles  for  the  two 
sides  to  exchange  information  and  make  sure  their 
expectations  are  still  in  sync.  Regular  meetings  also 
enable: 

■  The  vendor  to  deliver  status  reports  on  projects  and 
performance  reports  on  the  systems  it  is  operating. 

■  IT  project  managers  to  notify  the  contractors  of 
changes  in  user  needs  and  business  directions. 

■  Both  sides  to  propose  technical  changes,  bring  up 
problems  and  work  out  disagreements. 

The  Environmental  Protection  Agency,  for  exam¬ 
ple,  feels  comfortable  giving  its  telecommunications 
outsourcing  vendor,  DynCorp,  the  occasional  “open- 
ended  work  assignment,  and  then  using  the  actual 


[implementation]  process  to  put  in  the  details,”  says 
Dwight  Rodgers,  project  officer  for  the  EPA’s  tele¬ 
communications  outsourcing  contract.  He  notes, 
however,  that  this  kind  of  informal  arrangement 
works  only  “as  long  as  we’re  meeting  with  them  every 
week.” 

The  frequency  of  project  meetings  should  be  tai¬ 
lored  to  the  type  of  services  the  customer  is  receiving, 
says  Randy  Johnson,  a  principal  at  Coopers  & 
Lybrand.  “If  you  have  an  extremely  dynamic  [IT] 
environment,  meetings  can  be  weekly,  or  even  daily. 
Or  if  it’s  a  mainframe  data  center  —  pretty  standard 
with  no  surprises  —  they  could  be  mon  thly.” 

Amoco  Canada’s  data  center  outsourcing  relation¬ 
ship  with  MCI  Systemhouse  runs  on  a  complex  hier¬ 
archy  of  meetings.  ‘  ‘The  change  management  people 
work  together  day  to  day  when  new  systems  are  going 
in,”  says  Wayne  Bester,  manager  of  IT  for  the  Calgary, 
Alberta-based  energy  firm.  In  addition,  a  group  of 
supervisors  meets  weekly  “to  look  at  problems,  out¬ 
ages  and  things  that  didn’t  run 
smoothly.”  And  the  companies’ 
respective  advisory  boards  get 
together  once  a  year.  Bester  says 
this  is  down  from  three  to  four 
times  a  year  when  the  project  was 
initiated.  This  provides  a  vehicle 
for  Amoco  to  keep  the  outsourc¬ 
ing  vendor’s  high-level  people 
apprised  of  Amoco’s  changing 
business  strategy,  and  for  the  two 
|  sides  to  discuss  opportunities  for 
r  using  technolog)'  to  further  that 
s  strategy. 

At  least  some  outsourcing  pro¬ 
ject  meetings  should  include  the  technical  people 
who  actually  do  the  work,  McIntosh  says,  “if  you  want 
them  to  have  thesame  urgencyyou  have”  about  meet¬ 
ing  your  needs. 

Maintaining  effective  communication  channels 
becomes  exponentially  more  critical  in  outsourcing 
situations  that  involve  two  or  more  outsourcing  ven¬ 
dors  with  overlapping  responsibilities. 

“Vendors  that  end  up  with  different  pieces  [of  an 
outsourcing  contract]  often  are  competitive  since,  by 
nature,  they  all  want  to  grow  their  piece  of  the  busi¬ 
ness,”  said  Gerard  Cunningham,  a  partner  at  Deloitte 
&  Touche  Consulting  Group,  which  helps  set  up  out- 


Blue  Cross’  Dennis  McIntosh 
warns  against  “an  over- 
th  e-fence  type 
of  situation  ” 
in  which 
you  give  the 
outsourcer  too 
much  control. 
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sourcing  agreements.  “So  you  need  to 
define  the  rules  of  the  road:  your  respon¬ 
sibilities  vs.  each  of  the  vendors’,  as  well  as 
your  interfaces  with  each  of  theirs  and 
their  interfaces  with  each  other. 

“Generally,  it’s  a  good  idea  [for  the 
customer]  to  have  the  vendors  communi¬ 
cate  with  each  other  on  a  day-to-day 
basis,”  in  a  well-defined  way,  Cunning¬ 
ham  says,  rather  than  acting  as  a  regular 
go-between  yourself.  “You  may  want  to 
inject  yourself  [into  a  dispute]  if  things 
fall  apart.  Some  dispute  resolution  clauses 
written  into  agreements  involve  third  par¬ 
ties;  but  if  it’s  defined  from  the  beginning 
how  the  process  changes  over  time,  you 
shouldn  ’  t  need  that.  ’  ’ 

The  EPA,  for  example,  ran  into  “diffi¬ 
culties  the  first  year  or  so”  getting  its  two 
telecom  operations  contractors,  DynCorp 
and  Lockheed  Martin  Corp.,  to  work 
effectively  with  each  other,  Rodgers  says. 

During  a  major  LAN  installation  sev¬ 
eral  years  ago,  problems  arose  when  the 
two  contractors  didn’t  communicate 
enough  to  ensure  that  their  installation 
schedules  were  in  sync. 

“We  told  them  several  times,  ‘You 
aren’t  cooperating  enough,’  ”  Rodgers 
recalls.  “We  worked  hard  to  get  them  to 
do  joint  meetings.”  For  example,  repre¬ 
sentatives  from  both  outsourcing  vendors 
were  brought  in  on  meetings  between  the 
supervisor  of  operations  at  EPA  headquar¬ 
ters  and  the  facilities  division  responsible 
for  “allocating  space  to  users  and  the 
actual  timing  of  moves,”  Rodgers  says. 

Furthermore,  Rodgers  himself,  as  pro¬ 
ject  officer  for  the  DynCorp  contract,  acts 
as  a  bridge  between  the  two  vendors, 
attending  two  weekly  meetings  with  Dyn¬ 
Corp  and  one  with  Lockheed,  each  lasting 
about  an  hour.  “They  go  over  the  work 
they  are  doing  for  us  and  we  provide  tech¬ 
nical  direction,”  as  well  as  scheduling 
updates. 


All  of  this  has  helped  the  EPA  keep  its 
contractors  working  together  in  double 
harness.  However,  “we’ll  need  to  be  on 
our  toes  during  the  next  year  or  so, 
because  we  are  getting  into  the  contract 
recompeting  period,”  Rodgers  says.  This 
time,  due  to  government  restructuring, 
DynCorp  and  Lockheed  will  be  compet¬ 
ing  for  one  overall  headquarters  service 
contract. 


people  are  on  the  job  and  how  many 
hours  are  billed  per  month.” 

Long  before  the  contract  terminates, 
however,  situations  will  arise  with  the  ven¬ 
dor  in  which  the  outsourcing  project 
managers  will  need  to  leverage  large 
chunks  of  detailed  knowledge,  such  as 
exactly  what  the  installation  looks  like, 
what  the  vendor  has  been  doing  and  what 
the  vendor  was  supposed  to  be  doing. 


Knowledge  is  power 

The  level  of  effectiveness  of  outsourc¬ 
ing  project  managers  during  such  sensi¬ 
tive  negotiations  depends,  fundamen¬ 
tally,  on  the  depth,  breadth  and  detail  of 
knowledge  they  bring  to  the  table. 

While  the  meetings  themselves,  and 
the  vendor’s  formal  reports,  can  be  valu¬ 
able  sources  of  information,  project  man¬ 
agers  also  need  to  do  some  homework 
if  they  don’t  want  to  lose  control  of  the 
project. 

That  means  tracking  and  keeping  for¬ 
mal  records  of  key  aspects  of  an  outsourc¬ 
ing  arrangement,  such  as  software, 
hardware  and  people  provided  by  the  ven¬ 
dor;  “what  the  customer  is  being  charged 
for,”  and  how  the  terms  of  the  contract 
alter  over  time,  says  Coopers  &  Lybrand’s 
Johnson.  His  company  is  testing  an  out¬ 
sourcing  management  package  from 
Everest  that  can  automatically  document 
much  of  the  above  and  “give  you  at  least  a 
foundation’  ’  from  which  to  work. 

Having  this  knowledge  on  record  can 
help  a  company  avoid  disaster  when  it 
wants  to  resume  control  of  the  contract  at 
the  end  of  a  multiyear  deal.  ‘  ‘In  some  con¬ 
tracts,  if  you  choose  to  decouple  [from  the 
vendor],  you  have  to  buy  everything, 
including  software,  hardware  and  people 
assets,”  Johnson  says.  In  such  cases,  the 
customer  doesn’t  want  to  depend  on  the 
vendor  to  supply  key  pieces  of  data  such  as 
“what  the  labor  assets  look  like,  how  many 
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cooperating  enough ,  ’  ^ 
says  the  EPA's  Dwight  Rodgetil. 
“We  -worked  hard  to  get 
them  to  do  joint  meetings,  ” 


To  prepare  for  such  contingencies,  you 
need  to  bone  up  on  the  technologies  the 
vendor  is  introducing,  as  well  as  emerging 
technologies  that  could  prove  useful 
down  the  road,  Bendor-Samuel  says. 
Maintaining  this  level  of  expertise  in- 
house  can  be  tough  when  most  of  your  IT 
department  has  moved  over  to  the  out¬ 
sourcing  vendor’s  staff.  Without  such 
knowledge,  however,  an  in-house  IT 
group  will  have  to  trust  the  outsourcing 
vendor’s  word  that  a  wholesale  migration 
to  ATM,  for  example,  is  the  only  cure  for 
lagging  networking  response  time. 

Determined  to  stay  in  control  of  its  out¬ 
sourcing  strategy,  Bester  says  Amoco  Can¬ 
ada  has  implemented  a  policy  to  “only 
outsource  mature  functions  we  under¬ 
stand  and  where  we  know  what  direction 
we’re  going.”  The  firm’s  data  center 
operation  fell  into  that  category,  but  he 


says,  “our  business  units  felt  that  [the 
company]  didn’t  understand  cli¬ 
ent/server  well  enough  to  outsource  it.  ’  ’ 

Measuring  sticks 

In  addition  to  keeping  apprised  of 
their  company’s  overall  technology  strat¬ 
egy,  project  managers  need  to  monitor 
the  nitty-gritty  details  of  the  vendor’s  per¬ 
formance.  Here,  again,  the  contract  plays 
a  major  role.  First,  it  needs  to  formally 
define  parameters  by  which  that  perfor¬ 
mance  is  measured.  “If  it’s  notmeasured, 
it  won’t  get  done,”  Bendor-Samuel 
emphasizes. 

Commonly  implemented  perfor¬ 
mance  metrics  range  from  the  average 
number  of  rings  before  an  outsourced 
help  desk  operator  picks  up  the  phone  to 
classic  response-time  and  uptime  parame¬ 
ters. 

When  Camino  Health  Care  turned 
over  its  systems  operations  to  IBM’s  Inte¬ 
grated  Systems  Solutions  Corp.  (ISSC), 
for  example,  it  set  up  “a  number  of 
fairly  standard  objective  measures  in 
terms  of  response  time  and  uptime  for 
applications,  batch  turnaround  time  and 
windows  for  maintenance,”  says  Mikelle 
Streicher,  Camino’s  chief  information 
officer. 

Some  companies  have  the  vendor  pro¬ 
vide  regular  reports  on  its  performance. 
Camino  Health  Care,  for  example,  gets 
monthly  reports  from  ISSC  on  direct 
access  storage  device  use  by  gigabyte,  CPU 
cycles  employed,  as  well  as  response  time 
and  uptime,  Streicher  says.  “We  also  get  a 
daily  status  report  and  a  daily  change 
report,  which  are  reviewed  in  daily  meet¬ 
ings,  [as  well  as]  by  conference  call  with 
the  Boulder,  Colo.,  center  and  applica¬ 
tions  people  here  in  California.  So  we 
have  multiple  opportunities  to  monitor 
and  resolve  issues. 

Other  outsourcing  customers  use  com- 


Service-level  agreements:  carrots  or  sticks? 


Three  times  a  year,  all  work  assign- 
men  t  managers  at  the  Environmen¬ 
tal  Protecton  Agency’s  Washington 
headquarters  are  asked  to  evaluate 
the  agency’s  telecommunications  out¬ 
sourcing  contractors.  Managers  assess 
criteria  such  as  quality  of  work,  under¬ 
standing  of  government  requirements 
and  cost  containment,  says  EPA  Project 
Officer  Dwight  Rodgers. 

The  evaluations  directly  affect  each 
contractor’s  bottom  line.  A  con  tractor 
gets  a  base  fee  of  2  %  of  cost,  but  can  also 
receive  an  award  fee  of  up  to  8%  for 
good  work.  “We  find  that’s  an  effective 
way  to  keep  the  contractor’s  detailed 
attention,”  Rodgers  says. 

The  EPAsits  as  a  shining  example  of 
how  critical  such  sendee-level  agree¬ 
ments  (SLA)  are  to  any  long-term  out¬ 
sourcing  deal. 

“The  intent  of  the  SLA  is  to  put  some 
teeth  into  the  terms  and  conditions  of 
the  [outsourcing]  deal,”  says  Gerard 
Cunningham,  a  partnerwith  Deloitte  & 


Touche  Consulting  Group. 

‘  ‘The  trend  is  for  SLAs  to  become 
more  comprehensive,  to  make  the  ven¬ 
dor  responsible  notjust  for  segments  of 
service,  but  end-to- 
end  service,”  he  says. 

“This  has  become 
fairly  key  as  a  lot  of 
people  convert  from 
a  conventional  net¬ 
work  backbone  to 
ATM  or  frame  relay. 

They  want  one  ven¬ 
dor  to  wrestle  with 
that  migration.” 

One  big  decision 
you  need  to  make  up  front  is  whether  to 
use  SLAs  as  carrots  that  reward  an  out¬ 
sourcing  vendor  for  better-than-satisfac- 
tory  performance,  or  as  sticks  that  beat 
the  vendor  for  messing  up. 

In  punitive  SLAs,  “if  the  vendorisnot 
performing,  payments  are  made  to  com¬ 
pensate  the  client  and  get  the  vendor’s 
attention,”  Cunningham  says.  And  if  the 


vendor  turns  out  to  be  a  lemon  over  the 
long  term,  the  SLA  “provides  the  cus¬ 
tomer  with  [the  right  to]  partial  or  total 
termination.” 

On  the  other  hand,  building  a  reward 
system  into  SLAs  “provides  vendors  with 
incentive  payments  for  exceeding  key 
metrics,”  Cunningham  points  out. 

That’s  the  route  Blue  Cross/Blue 
Shield  of  Massachusetts  is  taking.  ‘  ‘We 
have  a  contract  structured  to  provide 
opportunities  so  that  if  the  vendor  is 
meeting  one  level  of  performance,  we 
can  provide  a  reward  for  a  performance 
increase  to  the  next  level,”  says  Dennis 
McIntosh,  vice  president  of  operations 
and  IS. 

Some  outsourcing  customers  see 
neither  the  carrot  nor  the  stick  as  an 
appropriate  way  to  motivate  vendors. 

‘  ‘With  damages,  people  tend  to  focus 
more  on  [the  numbers]  and  on  mini¬ 
mizing  risk  and  out-of-pocket  expenses 
than  on  solving  the  problem,”  says 
Camino  Health  Care  Chief  Information 


Officer  Mikelle  Streicher.  Providing 
incentives  causes  the  same  problem. 
Instead,  she  says  Camino’s  contact  with 
IBM’s  Integrated  Systems  Solutions 
Corp.  (ISSC)  “provides op-portunities 
for  continuous  quality  im-provement  as 
a  way  of  doing  business.  ’  ’ 

For  example,  the  contract  “requires 
that  ISSC,  whenever  it  promotes  or 
pushes  a  new  technology,  be  responsible 
for  working  with  us  to  define  how  that 
new  technology  is  going  to  improve 
either  our  availability  or  uptime,  or 
[address]  some  business  issue,”  Strei¬ 
cher  says.  Conversely,  if  the  outsourcing 
vendor  claims  that  a  particular  imple¬ 
mentation  or  upgrade  is  needed  to 
maintain  acceptable  performance,  and 
‘  ‘we  are  recalcitran  t  enough  to  still  say 
no,  they  are  relieved  of  that  perfor¬ 
mance  requirement, ’’she  adds. 

This  strategy  seems  to  have  worked . 

In  the  fifth  year  of  the  contract,  Strei¬ 
cher  reports  availability  for  critical  appli¬ 
cations  has  climbed  from  98.5%  to  99%, 
“through  total  quality  enhancements.” 

— Elisabeth  Horwitt 


Cunningham 
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(  It  also  works  when  converting*  SNA  traffic  to  FasTrak.  ) 


You  want  to  move  to  a  faster,  more  flexible  and  affordable  networking  solution.  But  how  do 
you  add  new  technology  without  adding  headaches?  Or  without  substantial  downtime? 

Trust  the  Pacific  Bell  FasTrak*  experts.  They  have  the  equipment,  the 
frame  relay  transport,  and  the  expertise  to  put  all  the  parts  together. 
And  they’ll  monitor  and  manage  the  system  after  the  move  to  make  sure  access  to  your 
mission  critical  data  is  something  you  can  always  count  on.  To  learn  more,  call  i'800-400'7264. 


SNA  on  FasTrak 


PACIFIC^  BELL 


How  will  you  use  it? 


‘Pacific  Bell  FasTrak  is  a  business  mark  of  Pacific  Bell  ©1996  Pacific  Bell. 
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;  mter-based  monitoring  tools  to  look  over 
the  vendor’s  shoulder. 

The  EPA,  for  example,  put  up  a  com¬ 
puterized  board  in  its  Washington  tele¬ 
com  and  information  center,  which 
displayed  tables  with  operational  statistics 
such  as  the  number  of  outstanding  trou¬ 
ble  tickets  and  service  orders,  recalls 
James  Kobielus,  a  senior  telecommunica¬ 
tions  analyst  with  LCC  International,  Inc., 
who  previously  worked  for  EPA  outsourc¬ 
ing  vendor  DynCorp. 

Also  on  the  board  were  “the  number 
of  work  items  we’d  performed  that  were 
rated  as  satisfactory  or  unsatisfactory  by 
the  customer  for  a  given  month  to  date,  as 
well  as  the  average  turnaround  time  for 
fulfilling  service  orders  and  responding 
to  trouble  calls,”  he  says.  “So  the  first 
thing  EPA  employees  saw  when  they 
walked  in  was  how  well  we  were  perform¬ 
ing.” 

Rodgers’  group  is  in  the  process  of 
installing  Remedy  Corp. ’s  Action  Request 
System  trouble-ticketing  software  at  the 
EPA  to  “capture  trouble-ticket  and  main¬ 
tenance  histories  for  both  our  nationwide 
and  Washington  systems,”  he  says.  “So  if 
we  have  LAN  or  telephone  or  cable  trou¬ 
ble,  the  repair  period  is  documented.” 
The  software  is  already  being  used  by  the 
EPA  in  Research  Triangle  Park,  N.C.,  to 


monitor  the  work  of  Lockheed  Martin. 

If  metrics  provide  project  managers 
with  knowledge  of  a  vendor’s  perfor¬ 
mance,  service-level  agreements  (SLA)  in 
the  contract  provide  the  power  to  keep 
that  performance  up  to  the  mark. 

SLAs  define  minimal  metrics  that  a 
vendor’s  performance  must  reach  in 
order  to  be  judged  satisfactory.  Camino 
Health  Care,  for  example,  set  up  SLAs 
that  “  began  at  98.5  %  availability  for  appli¬ 
cations,  and  critical  applications,  like  the 
health  care  module,  had  a  screen 
response  time  of  no  more  than  .7  sec¬ 
onds,”  Streicher  says. 

While  some  companies  use  punitive 
SLAs  that  dock  the  vendor  for  poor  per¬ 
formance,  several  managers  say  they  pre¬ 
fer  the  carrot  approach  of  offering 
rewards  for  better-than-acceptable  per¬ 
formance  (see  story,  page  50) . 

It’s  also  important  to  recognize  that 
your  needs  and  available  technologies 
inevitably  change.  So  another  critical 
contract  element  is  a  mechanism  for 
renegotiating  SLAs  and  other  terms  of 
the  relationship  to  keep  up  with  those 
changes. 

Companies  whose  contracts  neglect  to 
spell  out  “how  to  manage  incremental 
work,”  frequendy  end  up  suffering  from 
an  ugly  phenomenon  known  as  “scope 


Tips  from  the  trenches 


Beter  B  e  n  d  o  r  -  S  a  m  u  e  I  Hruce  Raynor 

President  of  Everest  Software,  a  Dallas-  H  Project  manager  for  EDS 
based  consulting  and  software  company  |  Blue  Cross/Blue  Shield  contract 


Avoid  giving  mixed 
signals.  “Outsourcing is 
driven  by  everyone  in  a 
corporation,”  so  the  out¬ 
sourcer  can  get  “conflict¬ 
ing,  confusing  instruc¬ 
tions’  ’  from  different 
users,  he  says.  “You  need  to  put  things 
under  central  control,”  he  says.  “If 
[outsourcers]  intuitively  recognize  no 
one  is  managing  this  sucker,  they’ll 
behave  accordingly.” 

B  wight  Rodgers 

Project  officer  at  the 
Environmental  Protection  Agency 

“Maintain  the  size  of 
contractor  staff  and  skill 
sets  in  a  pretty  steady 
configuration.”  Out¬ 
sourcing  contractors, 
j  ust  like  in-house  people, 
tend  to  be  less  motivated 
if  they  are  thinking  they  may  soon  be 
out  of  work,  he  says. 

Furthermore,  by  giving  vendors 
enough  advance  warning  of  an 
impending  dip  or  jump  in  job  require¬ 
ments,  the  EPA  has  enlisted  their  coop¬ 
eration  in  “smoothing  the  workflow 
out,  so  the  contractor  feels  it  can  rely 
on  a  steady  stream  of  assignments,’  ’  he 
says. 


“Incorporate  outsourcing  staff  into 
the  organizational  structure.  If  the 
work  is  a  key  part  of  your  business  strat¬ 
egy,  then  you  should  include  the  ven¬ 
dor  in  management  decisions.  Some  of 
our  customers  even  include  an  [EDS] 
representative  on  their  executive 
team.” 

Bandy  Johnson 

Principal  at  Coopers  &  Lybrand 

0H  Provide  annual  re- 

*  views.  Bring  in  a  third 
I  party  once  ayear  to  con- 
I  duct  an  independent  con- 
W  tract  compliance  review 
Jj  — or  at  least  reserving  the 
right  to  do  so,  he  says. 


ayne  Bester 

Manager  of  IT  for  Amoco  Canada 


Don’ t  nitpick.  Amoco  Canada  pro¬ 
ject  managers  kept  disagreeing  with 
MCI  Systemhouse  contractors  over 
whether  a  series  of  small  jobs  were  in¬ 
side  or  outside  the  scope  of  the  project. 

Rather  than  continue  to  waste  every¬ 
body’s  time,  he  offered  to  pay  the  ven¬ 
dor  an  extra  $5,000  to  $  1 0,000  a  month 
“if  they  would  do  everything  we  asked, 
instead  of  spending  all  this  time  arguing 
about  nickel-and-dime  stuff.  ’  ’ 


creep,”  Deloitte  &  Touche’s  Cunning¬ 
ham  says.  This  is  a  situation  where 
“responsibilities  not  clearly  put  in  the 
vendor’s  column  creep  back  into  the  cus¬ 
tomer’s  column.” 

Outsourcing  vendors  naturally  point 
to  the  opposite  scenario,  saying  scope 
creep  also  finds  them  being  asked  to  do 
things  outside  the  original  agreement. 
R.V.  Rao,  portfolio  manager  with  the 
Internet/intranet  practice  of  Digital 
Equipment  Corp.’s  Digital  Services  Divi¬ 
sion,  suggests  that,  along  with  language 
on  how  to  renegotiate  contracts,  users 
also  need  to  budget  for  inevitable 
changes. 

For  example,  spend  only  80%  of  your 
overall  budget  on  the  original  deal,  saving 
20%  to  pay  for  changes. 

Of  course,  situations  will  crop  up  dur¬ 
ing  a  multiyear  outsourcing  deal  that 
even  the  most  meticulously  planned  con¬ 
tract  does  notcover. 

Amoco  Canada,  for  example,  has 
knocked  heads  with  MCI  Systemhouse 
over  “a  number  of  gray  areas  —  small 
items  that  they  said  weren’t  in  the  scope  of 
the  contract,”  Bester  reports.  This  was  in 
spite  of  the  fact  that  the  energy  firm’s  data 
center  outsourcing  contract  had  “a 
clearly  spelled-out  pricing  agreement 
structure. 

“My  people  finally  came  to  me  com¬ 
plaining  that  they  were  spending  all  their 
time  putting  together  cost  proposals  for 
small  pieces  of  work.”  Bester  took  the 
matter  to  MCI  Systemhouse’s  data  center 
managing  director.  “I  told  him,  ‘This  has 
got  to  stop,  it’s  ridiculous,’  ”  Bester 
recalls.  “He  agreed.  We  went  out  to  din¬ 
ner,  and  the  next  day  that  stuff  quickly 
stopped.” 

For  his  part,  Bester  “volunteered  to 
give  them  $5,000  to  $10,000  a  month 
[extra]  if  they  would  do  everything  we 
asked,  instead  of  arguing  over  nits.  ” 


What  makes  this  kind  of  give  and  take 
possible,  Bester  emphasizes,  is  a  very  for¬ 
mal  hierarchy  that  defines  exactly  who 
gets  called  in  at  what  point  in  the  escala¬ 
tion  of  a  problem. 


Find  more  info  about  outsourcing  on  Network  World 
Fusion,  including: 

•  Our  January  Buyer's  Guide 
on  Internet  outsourcing. 

•  Deloitte  &  Touche’s 
outsourcing  white 
papers,  which  examine 
contract  pricing,  management  barriers  to 
success,  the  impact  of  technology  trends  and  a 
four-step  outsourcing  procurement  process. 

•  A  link  to  the  Outsourcing  Institute’s  Web  site. 
An  independent  association,  the  Outsourcing 
Institute  has  a  buyer’s  guide  listing  hundreds  of 
outsourcing  firms,  a  year-end  trends  and  issues 
survey,  and  a  bibliography  of  reports  and  articles 
on  outsourcing.  Charges  for  these  documents 
range  from  $25  to  $300,  although  members  are 
eligible  for  discounts  and  some  free 
merchandise. 

Enter  the  number  above 
in  the  DocFinder  box 
on  the  home  page. 

And,  of  course,  the  willingness  of  both 
sides  to  negotiate  and  compromise.  “We 
sit  down  and  talk  it  out;  I  listen,  go  back, 
think  through  the  process,  talk  about  the 
spirit  and  intent  of  the  relationship,  then 
maybe  end  up  backing  away  from  my 
claim,”  Bester  says.  Or  maybe  MCI  Sys¬ 
temhouse  does. 

“It’s  never  a  simple  or  easy  process; 
you  have  to  work  at  it,”  he  says. 

Horwitt  is  a  freelance  writer  based  in 
Waban,  Mass.  She  can  be  reached  via  the 
Internet  at  75244. 1 666@compuserve.com. 
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Easy  to  Use.  Easy  to  Install 

Easy  to  Afford. 
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For  just  $295*  a  user  you  can  get  the  industry’s  most  popular  database  server — Oracle7  Workgroup 
Server.  With  point-and-click  installation,  you  can  bring  the  power  of  the  world’s  leading  database 
to  your  business — simply.  And  with  single-point  management  you  can  easily  administer  both 
remote  and  local  database  servers — across  any  operating  platform,  including  NT  or  Unix. 

The  Oracle7  Workgroup  Server.  Easy  to  use.  Easy  to  install.  And  easy  to  buy.  Call  Oracle  at 
1-800-633-0573,  ext.  10506  today  for  more  information.  Or  purchase  directly  from  the  Oracle  Store 
at  www.oracle.com/oraStore/welcome.html 

ORACLE!® 

Enabling  the  Information  Age  ™ 


•Price  based  on  5  user  minimum,  per  concurrent  user  on  any  platform.  U.S.  pricing  only.  ©1996  Oracle  Corporation.  Oracle  is  a  registered  trademark,  and  Oracle7  Workgroup  Server  and  Enabling  the  Information  Age  are  trademarks  of  Oracle  Corporation. 

All  rights  reserved.  All  other  company  and  product  names  are  trademarks  of  their  respective  owners. 


Now  We  Have  A  Way  To 
Get  You  From  Here 


You  are  here.  Your  network  is  sprouting  up  like  working  products.  And  like  all  great  products,  ours 


an  out-of-control  weed  here,  here,  here 


and  here.  And  it’s  probably  not 


going  to  stop  growing  any  time 


soon.  Clearly,  what’s  needed  here 


started  with  great  companies.  By  making 


Thomas- Conrad  and  Networth  part 


of  Compaq,  we’re  able  to  combine 


their  industry-leading  products  with 


is  a  solution  that  can  keep  pace  with 


our  networked  computer  experience. 


your  expanding  enterprise. 


This  is  the  Compaq  Netelligent  8500  Communications 
Platform,  (hut you  can  just  askfor  our  new  router.) 


And  provide  you  with  high-quality, 


Compaq  Netelligent  is  our  complete  line  of  net-  highly  reliable  solutions  for  your  network. 


1  >  1996  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Trademark  Office.  Netelligent  is  a  registered  trademark  of  Compaq  Computer  Corporation.  ©  1996  Cisco  Systems,  Inc.  All  rights  reserved. 
Cisco  is  a  registered  trademark  and  CiscolOS  Technologies  is  a  trademark  of  Cisco  Systems,  Inc.  For  more  information  on  our  full  line  of  Compaq  Netelligent  products,  call  us  at  1-800-544-5255.  In  Canada,  we  can  be  reached  at  1  -800-567-1616. 


Cisco 

(BIOS. 

V  TECHNOLOGIES 


To  Here. 


Solutions  like  our  new  Netelligent  routers.  Based 
on  CiscoIOS™  software,  and  developed  in  partnership  with 
Cisco  Systems,  our  routers  are  not  only  highly  scalable, 
they’re  highly  affordable.  (Just  right  for  your  expanding 
network.)  And  as  it  grows,  we  think  you’ll  appreciate 
features  like  multiple  expansion  slots  and  a  uniquely 
designed  service  tray  that  helps  reduce  maintenance 


routers  are  easy  to  integrate  into  your  existing  system. 

Of  course,  as  good  as  they  are,  Netelligent  routers 
are  just  one  part  of  our  complete  line  of  networking  prod¬ 
ucts.  To  find  out  more  about  Compaq  Netelligent,  visit 
our  Web  site  at  www.compaq.com. 

A  network  that  runs  like  clockwork?  Who  says  you 
can’t  get  there  from  here?  Certainly  not  us. 


costs.  And  because  they’re  based  on  open  standards,  our 


COMPAQ. 

Has  It  Changed  Your  Life  Yet? 


£  Hewlett-Packard  Co.  is 

offering  consulting  services  to 
help  users  implement  client V 
server  applications  that  work 
with  Baan  Co.  business  man¬ 
agement  software for  Unix, 
Microsoft  Corp.  's  Windows  NT  or 
mixed  Unix/NT  system  plat¬ 
forms. 

As  part  of  the  services,  HP 
will  help  you  redefine  your  prob¬ 
lem  and  configuration  manage¬ 
ment,  service  planning,  and 
management  and  change  man¬ 
agement  processes.  HP  will  also 
help  you  write  Baan  applica¬ 
tions  that  support  those  new 
processes. 

HP:  (888)  447-2226. 

■  ExecuTrain  Corp. 

announced  it  will  acquire  57 
training  centers from  fran¬ 
chise  holders  in  major  cities 
including  Boston,  Chicago,  Dal¬ 
las,  Houston,  Los  Angeles, 

Miami,  Minneapolis  and  New 
York. 

The  acquisitions  are  part  of 
ExecuTrain ’s  strategy  of  running 
corporate-oumed  and  -operated 
training  centers.  The  company 
says  it  adopted  the  strategy  in 
order  to  deliver  consistent  train¬ 
ing  to  customers  via  company- 
educated  instructors. 

ExecuTrain:  (770)  667-7700. 

■  The  Montague  Institute, 

an  Internet  education  and  Web 
publishing  company,  is  sponsor¬ 
ing  Ltd-L  listserv,  an  Internet 
discussion  group. 

The  forum  will  enable  users 
to  solicit  information  on  how 
other  companies  are  leveraging 
their  information  technology 
and  network  resources  to 
increase  their  profitability  A 
group  member  can  send  a  confi¬ 
dential  query  to  a  moderator 
who  edits  it,  sends  it  back  to  the 
member for  approval  and  then 
posts  it  to  the  list. 

Membership  in  the  group  is 
free.  However,  the  moderator 
must  approve  all  requests for 
subscription.  A  subscription 
form  can  be  found  at 
httpJ/www.montague.com/scip/ 
cireq2.html 

Montague  Institute:  (413) 
367-0245. 


e  ant  Strategies 


Covering:  Career  Insights  and  Innovations 
in  Managing  Staff,  Budgets  and  Technology 


When  it  comes  to  recruiting,  mind  your  p’s  and  q’s 


Showing  a  little  courtesy  now  could  lead  to  more  prospects  later  on  for  both  hiring  managers  and  job  hunters. 


By  Frank  Schoff 

A  growing  number  of  job 
hunters  and  hiring  managers 
today  are  not  heeding  Mother’s 
call  to  exhibit  good  manners. 

Apparently  thinking  there  is 
an  abundance  of  job  openings 
and  good  candidates,  potential 
employees  and  hiring  managers 
have  blown  any  chance  of  even¬ 
tually  establishing  long-term 


case. 


Proper  business  communication^ 
and  correspondence  are  an 
integral  part  of  recruiting 
etiquette.  Hiring  manag¬ 
ers  can  turn  to  their  human 
resources  department  for 
advice  on  this  front.  Visit 
Network  World  Fusion  to  download  some  tips 
developed  at  George  Washington  University’s 
Career  Center. 


Enter  the  number  above  in  the  DocFinder  box  on 
the  home  page. 


http://www.nwfusion.co 


relationships  with  each  other. 
This  has  been  the  unfortunate 
outcome  with  a  number  of  cases  I 
have  been  involved  in  recently. 

In  some  cases,  the  slights  were 
deliberate;  in  others,  they  were 


oversights.  But  in  every 
irreparable  damage  was  done. 

So  if  you  want  to  land  the  best 
candidate,  or  get  that  dream  job, 
remember  to  exhibit  good  man¬ 
ners  and  common  courtesy.  To 
help  you  do  this,  see  the  hints 
provided  for  people  on  both 
sides  of  the  recruiting  fence  in 
the  related  stories  on  this  page. 

Admittedly,  many  of  these  tips 
may  sound  very  basic, 
and  to  some  degree  they 
are.  In  fact,  you  may  be 
one  of  those  people  who 
question  why  you  even 
need  to  consider  these 
points.  After  all,  unless 
both  sides  come  together 
in  an  employment  rela¬ 
tionship,  most  recruiting 
contacts  are  short  term 
and  casual,  with  a  limited 
possibility  of  being 
renewed.  So  why  worry 
about  the  consequences 
of  blowing  off  a  relationship  that 
wasn  ’  t  going  anywhere  anyway? 

There  are  three  important 
reasons  for  employing  proper 
etiquette. 

First,  showing  recruiting 


m 


Tips  for  hiring  managers 


Make  sure  you  let  everyone  who  submitted  resumes  in 


response  to  yourjob  posting  know  their  status.  A  form 
letter  or  postcard  is  a  good  way  to  acknowledge  receipt 
of  a  resume  and  to  let  people  know  when  and  if  you 
will  make  further  contact. 


If  you  schedule  an  interview,  be  there  at  the  appointed 
time  and  place.  Don’t  make  a  candidate  wait  in  the 
lobby  for  an  hour  or  more  while  you  deal  with  pressing 
issues.  If  you  legitimately  can’t  make  it,  ask  someone 
else  to  meet  with  the  candidate  or  reschedule  the  interview. 


All  candidates  deserve  to  know  their  status  within  a 
reasonable  timeframe  —  say,  three  to  five  days.  This  is 
when  you  let  candidates  knowyou  are  no  longer  inter¬ 
ested  in  them,  that  they  are  being  considered  butyou 
are  still  interviewing,  or  that  you  want  to  schedule  them  for  the 
next  step.  There  is  no  need  to  provide  a  detailed  reason  for  rejec¬ 
tion  .  Letting  someone  knowyou  are  still  interested  could  sway  a 
strong  candidate  from  taking  a  post  elsewhere. 


All  candidates  you  told  were  still  in  contention  should 
be  informed  of  the  ultimate  outcome.  You  never  know 
if  you’ll  need  to  call  them  back  quickly  should  the  win¬ 
ning  candidate  notwork  out. 

— Fra  nk  Schoff 


manners  is  a  good  practice.  If 
you  treat  people  with  respect  in 
the  recruitment  process,  it  will 
develop  into  a  habit  that  can 
bring  success  in  other  areas  of 
your  life. 

Second,  even  if  the  chance  of 
renewing  a  recruiting  relation¬ 
ship  is  slim,  it’s  possible.  If  you’re 
a  job  hunter,  you  may  want  to  be 
considered  for  another  opening 
within  the  company  that  just 
turned  you  away. 


If  you  are  an  employer,  you 
may  want  to  hire  an  interviewee 
for  a  future  position.  Or,  imag¬ 
ine  this:  You  may  want  a  job  at  a 
company  where  your  potential 
future  boss  is  a  candidate  you 
previously  brushed  off. 

Finally,  bad  manners  may 
come  back  to  haunt  you.  If  you 


establish  a  reputation  as  a  dis¬ 
courteous,  disrespectful  mem¬ 
ber  of  the  tight-knit  networking 
community,  you  won’t  be  able  to 
keep  it  a  secret. 

One  final  thought.  All  of 
these  good-manners  guidelines 
apply  to  recruiters,  too.  We  are 
intermediaries  who  broker  infor¬ 
mation  and  build  relationships. 
We  cannot  do  an  effective  job 
unless  we  subscribe  to  the  same 
standards  of  courtesy  and  re¬ 
spect  that  are  appropriate  for  the 
individuals  we  represent. 


Schoff  is  president  of  Manage¬ 
ment  Recruiters  in  Cedar  Mountain, 
N.C.  He  specializes  in  the  placement 
of  networking  professionals  and  can 
be  reached  at  (704)  884-4118  or  by 
fax  at  (704)  884-35 12. 


Tips  for  job  hunters 


Anyone  who  asks  for  additional  information  after 
you’ve  submitted  a  resume  in  response  to  an  ad,  a 
recruiter’s  solicitation  or  a  posting  on  the  Internet 
deserves  a  response.  This  is  true  even  ifyou’ve  taken 
anotherjob  or  postponedyourjob  search. 


When  you  agree  to  an  interview,  show  upon  time  and 
be  prepared.  This  applies  to  a  telephone  interview,  as 
well.  Just  because  you  won  ’  t  be  face-to-face  with  some¬ 
one  doesn’t  mean  you  can  blow  off  the  call  or  fail  to 
prepare.  If  you  cannot  make  the  interview  as  scheduled,  advise 
the  interviewer  as  far  in  advance  as  possible.  If  no  advance  notice 
is  possible,  call  or  E-mail  the  interviewer  to  explain  what  hap¬ 
pened  and  to  propose  a  new  time. 


Always  send  a  follow-up  letter  after  an  interview.  This 
8  lets  you  thank  the  interviewer  for  his  or  her  time.  It’s 
%  also  an  excellent  opportunity  to  reemphasize  your 

interest  in  thejob  and  highlight  the  skills  you  feel 
make  you  a  strong  candidate. 


When  you  receive  an  offer,  always  respond  to  it  quickly 
— within  24  to  48  hours.  This  seems  easy  if  it’s  clear 
you  want  to  accept  or  reject  the  offer.  It’s  also  a  good 
practice  when  you  want  to  negotiate  further  or  request 
additional  information  but  need  more  time. 


When  you  accept  an  offer,  it  is  considerate  to  contact 
your  future  employer  a  day  or  two  before  your  start 
\  date  to  reconfirm  when  and  where  you’re  supposed  to 
arrive.  If  you  can’t  be  there  at  the  proper  time,  or 
won  ’  t  be  there  at  all  because  of  a  change  of  heart,  be  sure  to 
advise  your  prospective  manager  as  soon  as  you  can.  Failure  to 
take  this  simple  step  could  get  you  branded  as  inconsiderate,  and 
this  could  get  out  to  other  potential  employers. 

— Frank  Schoff 
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Networks  have  always 

BEEN  CONSIDERED  ENGINEERING  MARVELS. 

But  for  us, 

THEY'RE  SECOND  NATURE. 


Seamless  communications.  Global  connectivity.  Real-time 
data  sharing.  Those  are  the  promises  of  internetworking. 
And  today,  no  company  is  doing  more  to  deliver  results  than 
Bay  Networks. 

Our  switched  internetworking  products  are  enabling 
information  technology  to  work  in  extraordinary  new  ways. 
From  local  and  wide  area  communications  to  remote  and 
Internet  access,  we're  creating  solutions  that  empower 
people.  Solutions  that  link  ideas  and  build  bridges  on  a  truly 
universal  scale.  No  big  surprise,  when  you  consider  that  vision 
and  innovation  are  cornerstones  of  our  corporate  culture. 

As  a  company  that  values  people  and  invests  in  ideas,  our 
future  is  clear.  We're  laying  the  foundation  for  a  stronger 
global  community.  All  of  which  means  that,  at  Bay 
Networks,  your  talent  could  create  a  world  of  change.  And 
what  could  be  more  satisfying  than  that? 

SALES 

Systems  Engineer 

Various  U.S.  locations 

Provide  pre-  and  post-sales  support  including  product 
presentations,  demonstrations,  network  designs,  writing 
proposals  and  customer  support.  An  extensive  background  in 
the  design,  installation,  operation,  maintenance  and  manage¬ 
ment  of  medium  to  large-scale  data  networks  at  the  physical 
data  link  and  network  layers  of  the  OSI  model  is  essential. 
ATM  expertise  and  thorough  knowledge  of  networking  stan¬ 
dards,  protocols  and  switching  highly  desired.  Dept.  MMSE 

Enterprise  Sales  Representative 

Various  U.S.  locations 

Meet  sales  quota  by  successfully  selling  into  new  areas  of 
major  accounts  as  well  as  expanding  business  in  existing 
areas.  Gather  and  assimilate  customer  network  hardware 


and  software  data,  evaluate  the  data  and  recommend  the 
appropriate  products  to  effect  solid  solutions.  Requires  solid 
data  communications  sales  experience  with  large  corporate 
accounts,  excellent  technical  translation  skills  and  the  ability 
to  make  presentations  to  executive  level  decision  makers  as 
well  as  technical  operations  personnel.  Must  be  willing  to 
travel  locally  and  some  overnights,  based  on  various  loca¬ 
tions  of  major  accounts.  Dept.  NWESR 

PROFESSIONAL  SERVICES 

Network  Engineers 

Washington,  DC;  Baltimore,  MD;  Richmond,  VA;  New  York, 
NY;  Detroit,  Ml;  Chicago,  IL 

Implement  network  designs  and  install  all  network  and  related 
hardware.  Configure  network  and  system  software  bringing 
network  to  full  operation.  Provide  staging  and  integration  ser¬ 
vices  and  configure,  set-up  and  test  new  products  purchased 
at  customer  locations.  Load  IP  addresses,  optimize  software 
configuration,  develop  router  tables,  and  verify  that  equip¬ 
ment  meets  installation  specifications.  BSEE  or  BSCS  with  5+ 
years'  hands-on  industry  experience  and  excellent  knowledge 
of  network  diagnostic  tools.  A  baseline  understanding  of 
TCP/IR  RIP  OSPE  ATM,  routing,  Fast  Ethernet,  subnet  mask¬ 
ing,  IP  numbering  schemes,  and  network  segmenting  also 
essential.  Must  be  willing  to  travel  locally  and  overnights  on  a 
regular  basis.  Dept.  KMAM 

Network  Analyst 

New  York,  NY;  Atlanta,  GA;  Washington,  DC;  Ann  Arbor,  Ml 

Provide  network  design,  integration  and  optimization 
services  to  customers.  Perform  network  audits,  traffic  flow 
analysis  and  optimize  designs  to  reduce  broadcast  traffic. 
Implement  complex  network  numbering  schemes. 
Perform  redundancy/resiliency  analysis  and  conduct 
migration  planning.  BSEE/CS  with  7+  years'  experience. 


Strong  knowledge  of  the  OSI  model  with  emphasis  in  layer  3. 
Requires  experience  in  large  scale  network  design  and 
understanding  of  IP,  OSPF,  RIP,  subnet  masking,  IP  number¬ 
ing  schemes,  router  table  designs,  ATM,  Frame  Relay.  IPX 
and  switching.  Must  be  willing  to  travel  extensively  both 
locally  and  overnight  on  a  regular  basis.  Dept.  KMNA 

Hardware  and  Software  Developer  positions  are  also 
available  for  individuals  with  the  following  skills: 
ASIC  design;  VHDL;  C/C++  programming;  embedded 
systems;  networking  protocols;  MIB;  WIN32;  Windows  95; 
Windows  NT  Agent  software  and  Fast  Ethernet. 


Refer  a  friend  to  work  at  Bay  Networks 
through  our  TalentQuest  program 
and  win  a  $500  gift  cheque  from  T. 

American  Express  if  we  hire  them. 

Check  out  TalentQuest  at 
http://www.baynetworks.com/talentquest. 


Please  send  a  resume,  referencing  the  department 
code,  to  Human  Resources,  Bay  Networks,  Inc.,  8  Federal 
Street,  Billerica,  MA  01821;  Fax  (508)  916-3510;  EMail: 
baynetworks@isearch.com  (send  ascii  text  only).  Please  check 
out  our  web  site  for  a  complete  list  of  openings: 
http://www.baynetworks.com/corporate/employment/ 
We  are  proud  to  be  an  equal  opportunity  employer. 


Bay  Networks 

People  connect  with  us 


www.bayn8tworks.com 


Network  World's  Annual 
Power  Players  Issue. 

December  23/30,  is  a  don't 
miss  Keeper "  issue  with  bonus 
distribution  to  top  financial  analysts 


Your  recruitment  candidates,  our  readers,  will  refer 
to  this  issue  all  year. 

Topics  Covered:  The  Top  200  in  the  Industry, 
Company  watch,  The  Power  Brokers,  Power  Strug¬ 
gles,  Top  Users,  The  Network  World  Technology 
Planning  Survey. 

Close  for  recruitment  advertising  reservations  is 
December  11th.  Materials  are  due  December  17th. 


Call  Pam  Valentinas,  Director,  Networking  Careers 
at  1-800-622-1  108  ext.  454  to  place  an  ad,  or 
for  additional  information. 


Named  by  Computerworld  as  one  of  the  100  BEST  PLACES  to  Work 


Put  all  the  power  of  a  $170  billion  organization  behind 
your  career  —  an  organization  that  can  keep  you  exploring, 
developing  and  achieving  far  beyond  what  you  may  have 
thought  possible. 

Immediate  opportunities  are  available  for 
Systems  Professionals  with: 


•  Intranet  R&D,  TCP/IP,  WWW,  NNTP,  SMTP 

•  Network  Infrastructure,  Bay  Routers,  Switches 

•  Novell  Netware,  NT,  Win95 

•  Systems  Architecture,  INTERNET/INTRANET, 

Network  Communications 

We  offer  a  competitive  salary  and  benefits  package,  including  a  pension  plan,  tuition 
reimbursement,  and  generous  paid  time  off  allowances.  Please  send  your  resume  to: 

TIAA-CREF,  Information  Systems  Staffing,  730  Third  Avenue,  New  York, 
NY  10017,  Fax  (212)  916-6627  or  email  TIAASTAF@ipx.netcom.com.  Only 
those  candidates  under  consideration  will  be  contacted.  Equal  Opportunity  Employer. 


Teachers  Insurance  and  Annuity  Association 
College  Retirement  Equities  Fund 
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OPERATIONS  ANALYST 

Provide  first-level  problem  identification  and  resolution  in  a 
24x7  computer  operations  support  organization,  transitioning 
from  IBM  MVS  mainframe  operations  to  a  UNIX  client/server 
environment.  Requires  computer  operations/system 
administration  experience  in  a  multi-vendor  operations 
support  environment. 

NETWORK  ENGINEER 
TCP/IP,  NT,  WIN,  DECNET 

Identify,  evaluate  and  recommend  new  network  technologies. 
Requires  5+  years'  experience  with  design  implementation 
of  network  configurations.  Should  be  familiar  with  lOBaseT, 
RS232,  100BaseT. 

UNIX  NETWORK  SYSTEMS 
ADMINISTRATORS 

Identify,  evaluate  and  recommend  new  network  technologies. 
Troubleshoot  network  failures  and  handle  escalations  as 
required.  Recommend  and  implement  network  architectures 
and  analysis  tools.  Requires  4+  years'  experience  with  the 
design  and  implementation  of  network  configurations. 
Should  be  familiar  with  the  following:  lOBaseT,  100BaseT, 
CDDI,  FDDI,  AIM,  RS232,  V.35  and  V.42.  Network  protocols 
should  include  TCP/IP  and  DECNET. 

SOFTWARE  ENGINEER 

Work  with  manufacturing  and  product  line  customers  to 
define  requirements  for  applications  software,  as  well 
as  deploy  applications  worldwide  to  support  off-line 
engineering  analysis.  Requires  solid  experience  in  object- 
oriented  analysis  and  design.  Must  have  3+  years'  object- 


oriented  programming  experience  using  C++  and  SQL 
programming  in  a  UNIX  environment,  preferably  Sun 
Solaris  or  HP-UX. 

SYSTEMS  ADMINISTRATORS 
(VAX  VMS) 

Provide  systems  administration  for  our  DEC  layered  products, 
system  upgrades,  as  well  as  support  for  production  HP-UX 
systems.  Must  have  experience  as  a  VAX  VMS  System 
Administrator.  Knowledge  of  the  following  is  preferred: 
Workstream,  DCL,  installation  and  support  for  DEC  layered 
products,  TCP/IP,  PCs,  HP-UX  or  Sun  OS/Solaris. 

IS  SOFTWARE  ENGINEERS 

Must  have  experience  designing  and  implementing  corporate- 
level  architectural  solutions  for  electronic  mail,  WWW, 
groupware  or  client/server  applications.  SMTP,  x.400.  Notes 
and  Exchange  knowledge  a  plus.  Familiarity  with  multi-user 
OS  and  Systems  essential.  WIN  NT,  Sun  OS/Solaris  and  HP- 
UX  a  plus.  TCP/IP,  HTTP,  Perl,  java,  HTML  experience  a  plus. 

Contact:  AMD,  5204  E.  Ben  White  Blvd.,  M/S  556,  Attn: 

MISNW,  Austin,  TX  78741;  FAX  (512)  602-5108.  AMD,  an 
equal  opportunity  employer. 

Access  our  web  site  at: 
http://www.amd.com 

AMDH 


You're  witnessing  brilliance  in  action.  An  AMD 
team  of  engineers  creating  an  Ethernet 
controller  chip  to  power  technology  known  as 
Magic  Packet,  or  LAN  Remote  Power.  It  allows 
network  administrators  to  turn  on  a  PC  remotely, 
even  when  it's  physically  switched  off. 

That's  amd@work. 

Innovation  without  limits.  Passion  without 
equal.  That's  what  AMD  offers  you. 

That's  amd@work. 


DON’T  MISS  THESE  GREAT 

ADVERTISING  OPPORTUNITIES  IN 

November/December 

ISSUE 

SPECIAL  BONUS 

FEATURE  DISTRIBUTION 

SPACE 

CLOSE 

11/25/96 

WAN.  IP  switching  options  for  ATM 

11/13/96 

12/2/96 

BUYER’S  GUIDE:  Tools  for  managing  web  sites. 

Applications.  Object  databases 

11/20/96 

12/9/96 

BUYER’S  GUIDE:  Relational  DB  EXPO,  New  York 

Database  Management  Systems  DATABASE  &  CLIENT/ 

SERVER  WORLD,  Chicago 

11/27/96 

12/16/96 

LAN.  Will  VLANs  really  make  managing/administering  networks  easier? 

12/4/96 

12/23/30 

Power  Players  Issue:  Network  World  200, 

Technology/Planning  Survey  (combo  Issue)  Special  Focus:  WAN 

12/11/96 

For  more  information  or  to  place  an  advertisement, 
please  call  Pam  Valentinas  at  1-800-622-1108. 

Make  an  impact  right  away  with  an  award-winning  team 
of  engineers.  General  Instrument  is  the  first  and  only  sup¬ 
plier  in  the  world  to  deliver  a  full  line  of  analog  and  digital 
systems  for  secure,  high-speed  broadband  networks  that 
provide  video,  telephony,  data,  and  Internet  services  to 
homes  and  offices.  The  Television  Academy  recently  pre¬ 
sented  Gl  with  another  Emmy  Award  for  “the  development  and  implementa¬ 
tion  of  technology  for  high  security  encryption  of  signals  for  home  televi¬ 
sion.”  If  you’d  like  to  work  with  the  stars  of  interactive  communications, 
consider  these  current  challenges  in  our  San  Diego  facilities: 


MANAGER,  NETWORK  INTEGRATION  &  SERVICES 

Reporting  to  Director  of  Marketing,  position  is  responsible  for 
developing/implementing  network  integration  and  planning.  Requires 
BSEE/CS  (MBA  preferred)  and  5-10  years  of  experience  in  telecommunica¬ 
tions/network  industry,  including  systems  integration,  project  planning,  pro¬ 
gram  management,  customer  support  and  general  management.  Travel 
required.  Consulting  background  a  plus.  (Code:  KSBNSNW) 


APPLICATION  ENGINEER 

Network  Design  &  System  Engineering 

Position  provides  network  design  planning,  system  engineering  and  sales 
support.  Will  assist  customers  in  network  design  planning,  recruitment  defi¬ 
nition,  and  coordination  of  site  survey/preparation,  and  will  support  man¬ 
agers  with  customer  meetings,  product  presentations  and  RFP  response. 
Requires  BSEE/CS  and  5-7  years  of  experience  in  advanced  communica¬ 
tions  networking,  including  routing,  ISP  systems,  LAN/WANs,  and  client- 
server  systems.  Excellent  communication  skills  essential.  Travel  required. 
(Code:  KEZANW) 

NETWORK  DESIGN  AND  SYSTEM  ENGINEERING 

Provides  network  design  planning,  system  engineering  and  sales  support 
for  Gl’s  SURFboard™  line  of  advanced  cable  modem  and  Internet  products. 
Will  assist  customers  in  network  design  planning;  define  customer  require¬ 
ments;  coordinate  site  surveys/preparation;  and  support  account  managers 
with  customer  meetings,  product  presentations,  and  RFP  responses. 
Requires  BSEE/CS  and  5-7  years  of  experience  in  advanced  communica¬ 
tions  networking.  Knowledge  of  routing,  ISP  systems,  LAN/WANs,  and 
client-server  systems  essential.  Must  have  excellent  verbal  and  written 
communication  skills.  (Code:  KNDNW) 


General  Instrument  offers  competitive  salaries  and  benefits.  Please  send 
your  resume  with  salary  history/requirements,  indicating  Code,  to:  General 

Instrument,  Code: _ ,  6262  Lusk  Blvd.,  San  Diego,  CA  92121;  E-mail  in 

ASCII  Text  only:  sd_jobs@gl.com  Equal  Opportunity  Employer.  Principals 
Only,  Please. 


FAX 

YOUR 

COPY 

It's  easy  to  place  your 
Recruitment  Ad  in  the 
Networking  Careers 
Section.  Just  fax  your 
copy  to  us  at  508- 
820-0607  and  we 
will  typeset  it  for  you 
at  different  sizes  & 
prices.  No  obligation 
of  course. 

When  we  fax  it  back 
to  you,  just  call  us 
with  your  changes 
and  suggestions. 

We  look  forward  to 
working  with  you. 

lust  fax  to 
508-820-0607 


Senior  Software  Engineer: 
Develop  information  systems  and 
graphical  front  ends  to  database 
systems,  including  a  customer 
order  entry  system  on  the  NeXT 
GUI  Interface:  utilize 

UNIX/Objective  C.  SQL*Plus. 
Pro*C,  and  PL/SQL*  software 
tools  on  an  Oracle  database; 
develop  Internet  Web  site  for  com¬ 
pany;  supervise  programmers  in 
developing  customized  programs. 
Position  requires  B.S.  in  Com¬ 
puter  Science  and  three  years 
prior  experience  in  this  position  or 
in  Programming  position.  Prior 
experience  must  include  experi¬ 
ence  using  C++  and  SQL  lan¬ 
guages  and  Oracle  database.  40 
hrs/wk;  overtime  as  required; 
8 :00am- 5 :00pm;  salary  of 
$18/hr.;  overtime:  $27/hr.  Send 
resume  with  Social  Security  No. 
to  Indiana  Dept,  of  Workforce 
Development,  10  N.  Senate  Ave.. 
Indianapolis.  IN  46204-2277, 
Attention:  Sean  M.  Blancaneaux. 
Include  ID#3450333  with 
response.  Applicants  must  be  eli¬ 
gible  for  permanent  employment 
in  the  United  States. 


Information  Systems  Consul¬ 
tant:  Develop  a  mortgage 
banking  application  (INTER¬ 
ACT)  using  VISUAL  BASIC 
4.0  and  SQL  Server.  Utilize 
INTERSOLV.PVCS  version 
manager  to  record  changes  to 
project  files  and  INTER¬ 
SOLV.PVCS  Tracker  to  orga¬ 
nize  software  defects.  Position 
requires  master’s  degree  in 
Computer  Science  or  Engineer¬ 
ing  and  one  year  prior  experi¬ 
ence  as  Programmer  Analyst. 
Prior  experience  must  include 
experience  with  VISUAL 
BASIC  programming  language 
and  SQL  SERVER  and  MS- 
ACCESS  database  application. 
40  hr/wk;  8:00am-5:00pm; 
salary  of  $40,000. OO/yr.  Sub¬ 
mit  resume  to  Dept,  of 
Labor/Bureau  of  Operations, 
1320  Executive  Center  Dr., 
Atkins  Rm.  144,  Tallahassee, 
FL  32399-0667.  Include  Job 
Order  No.  FL-1516014  with 
response.  Applicants  must  be 
eligible  for  permanent  employ¬ 
ment  in  the  United  States. 
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KING  C 


NETWORK  ENGINEER-WAN  OPERATIONS 

NEXTLINK,  a  dynamic  telecommunications  company,  oper¬ 
ates  a  national  TCP/IP  only  data  network.  Seeking  a  techni¬ 
cal  staff  member  who  will  administer  and  monitor  core  WAN 
services  including  DNS,  Internet  gateway/firewall,  router 
management,  and  leasing  services  troubleshooting.  Appli¬ 
cants  should  have  3-5  years  experience  in  all  the  core  skills 
noted  below  and  be  capable  of  working  independently  to 
maintain  core  WAN  services. 

Required  qualifications  include  expert  knowledge  of 
TCP/IP  protocol  suite;  experience  maintaining  large  scale 
DNS/BIND/NIS;  Unix  systems  administration  background, 
including  thorough  knowledge  of  Unix  security  administra¬ 
tion  as  it  relates  to  specific  TCP/IP  services;  experience 
working  with  IBM  NetView/System  View  or  HP  OpenView; 
experience  programming  systems  utilities  using  C  and/or 
Perl;  experience  in  configuration  and  management  of  Cisco 
routers  including  complex  access  control  lists. 

Desired  qualifications  are  systems  administration  experience 
in  Solaris  and/or  AIX;  experience  with  Bay/SynopticsOptiv- 
ity;  experience  developing  add-ins  for  NetView/OpenView. 
This  position  will  have  a  number  of  operational  responsibil¬ 
ities,  but  focus  will  be  on  growth  of  our  SystemView/Optiv- 
ity-based  NMS.  Send/fax/email  cover  letter  and  resume  to: 

N  E  i>TL  i  N  K 


Human  Resources,  707  SW  Washington,  STE.  800 
Portland,  OR  97205  USA 

FAX:  503/727-6876  E-MAIL:  sriggin@nextlink.net. 


TECHNICAL  CONSULTANTS 

LOCAL  SERVICI 

E 

Thanks  to  the  Telecommunications  Reform 
Act  of  1996,  telecommunications  power¬ 
house  MCI  has  the  opportunity  you’ve  been 
shooting  for.  With  the  recent  opening  of  the 
$96  billion  local  telephone  marketplace,  MCI 
will  be  strategically  targeting  our  products 
and  services  to  fulfill  our  customers’  local 
telecommunications  needs.  We’re  pointing 
our  sales  —  and  your  future  —  in  the  right 
direction.  Positions  are  available  nationwide. 

You  will  provide  technical  pre-sales  support, 
analysis  and  expertise  to  clients  and  MCI  staff 
regarding  MCI  products,  capabilities  and 
related  equipment.  Responsibilities  include 
technical  presentations,  network  design  and 
assistance  in  pricing  and  proposal  writing. 

This  position  requires  an  in-depth  understand¬ 
ing  of  data/voice/ video  communications  tech¬ 
nology  and  34+  years  of  telecommunications 
industry  experience,  including  1+  years  in  a 
customer/technical  support  role.  Expertise  in 
LAN/WAN  protocols  and  technologies  is  a 
must.  PC  and  communications/presentation 
skills  are  strongly  desired. 

Point  your  career  in  the  right  direction  with 
MCI.  We  offer  an  excellent  compensation 
and  benefits  package  and  the  opportunity  to 
grow.  If  you  have  what  it  takes,  fax  your 
resume  to:  MCI  Telecommunications  Corp., 
Dept.  DR/NW1104  at  (800)  691-6982.  MCI  is 
proud  to  be  an  equal  opportunity  employer, 
M/F/D/V 


YOUR  AD  COULD 
BE  HERE  FOR 

$640 

(less  if  you  have  a  contract) 


Join  The  Power  of  Operable  Networks 
as  a  Network  Engineer  Professional 


The  Network  Wizards 


INS  is  an  Equal  Opportunity  Employer 


You  may  not  have  heard  of  International  Network  Services  (INS),  hut  more  and  more  of 
your  colleagues  are  getting  the  message.  INS  is  a  worldwide  provider  of  network  integra¬ 
tion,  management  and  consulting  services  which  optimize  the  performance  of  large-scale, 
mission-critical,  enterprise  networks.  INS  is  a  public  company  (NASDAQ:  "1NSS")  with 
over  five  (5)  years  of  complex  networking  experience.  INS  has  highly  -skilled 
network  systems  engineers,  who  we  call  "Network  Wizards",  responsible  for 
delivering  our  services  across  the  United  States  from  over  twenty  locations, 
and  project  management  and  implementation  capabilities  worldwide.  Our  Wiz¬ 
ards  work  side-by-side  with  INS'  "blue  chip"  clients  to  help  them  optimize  the 
performance  of  their  enterprise  networks.  We  back  up  our  on-site  network  engi¬ 
neers  with  sophisticated  remote  electronic  service  delivery  capabilities  to  meet 
our  clients'  complex  networking  needs  more  efficiently.  We  think  Network  Wiz¬ 
ards  are  the  "best  of  the  best'  in  the  networking  industry;  and  we  treat  them 
that  way.  We  give  them  the  best  equipment,  best  assignments,  and  the  best 
on-going  technical  training  and  professional  growth  opportunities.  Learn 
how  you  can  be  part  of  the  best  kept  secret  in  the  networking  industry. 

NETWORKSYSTEMS  ENGINEERS 

The  successful  candidates  will  have  a  sound  knowledge  of  LAN/WAN  internetworking 
technology,  including  network  protocols,  diagnostic  and  network  management  tools. 

Having  solid  hands-on  experience  in  multiprotocol  LAN/WAN  environments  and  tele¬ 
communications  systems  is  essential.  Networking  experience  in  routed  environments  is  a  must. 

Thorough  knowledge  of  one  or  more  key  technical  areas  is  required:  Ethernet,  Token  Ring,  FDDI, 
Switching,  ATM,  Frame  Relay,  SMDS,  TCP/IP,  IPX/SPX,  SNA,  NetBEUI,  and  SNMP.  Network 
Management  and  Internet  connectivity/security  backgrounds  are  very  desirable. 

As  a  NETWORK  WIZARD  your  rewards  include  camaraderie  with  the  finest  network  engineers  in 
the  industry  as  well  as  excellent  salary,  bonus  and  stock  options. 

WIZARDS  ARE  WANTED  IN:  BOSTON,  CHICAGO,  COLUMBUS,  DALLAS,  DETROIT,  HART¬ 
FORD,  HOUSTON,  KANSAS  CITY,  LOS  ANGELES,  NEW  YORK/NEW  JERSEY,  PHILADELPHIA, 
RALEIGH/DURHAM,  SACRAMENTO,  SAN  FRANCISCO,  SEATTLE,  TULSA,  and  WASHINGTON  DC. 

For  immediate  consideration,  please  mail,  fax,  or  e-mail  your  resume  to: 

International  Network  Services 
Recruiting  Headquarters 
3030  Bridgeway,  Suite  124 
Sausalito,  CA  94965 
FAX:  800-332-7089 
e-mail  staffing@ins.com 

Visit  us  at  our  website 

http://www.ins.com 


INTERNATIONAL  NETWORK  SERVICES 


free 

free 

free 

free 

free 


The  Networking  Careers  On-line  Bulletin  Board  System  will 
now  be  on  Network  World  Fusion,  @  http://www.nwfusion.com, 
Network  World's  new  World  Wide  Web  offering.  Network  World 
Fusion  is  the  most  comprehensive  and  educational  advertising 
environment  on  the  WWW.  Your  recruitment  print  ad  will  be 
placed  on  Network  World  Fusion  for  4  weeks  -  free  of  charge. 

Network  World  Fusion  replaces  The  Networking  Careers 
On-line  Bulletin  Board  System.  For  more  information  on 
your  Network  Fusion  options  call  Pam  Valentinas  at 
(800)  622-1108. 


Senior  Programmer:  Design,  sys¬ 
tem  set-up,  maintenance,  and  cus¬ 
tomization  of  RDMS  applications, 
including  data  conversion  and 
manipulation  and  program 
enhancement  using  Foxpro 
DBM’s,  “C”,  and  Assembly  lan¬ 
guages;  supervise  scanning  and 
data  entry  personnel.  Position 
requires  bachelor’s  degree  in  Com¬ 
puter  Science.  Must  have  com¬ 
pleted  coursework  covering 
relational  database  design,  object 
oriented  design,  data  communica¬ 
tion.  and  computer  networks.  40 
hrs/wk;  10am-7pm:  salary  of 
$30,000.0Q/yr.  Send  resume  with 
Social  Security  No.  to  Indiana 
Dept,  of  Workforce  Development. 
10  N.  Senate  Ave..  Indianapolis,  IN 
46204-2277,  Attention:  Sean  M. 
Blancaneaux.  Include  ID  #3450327 
with  response.  Applicants  must  be 
eligible  for  permanent  employment 
in  the  United  States. 
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Free  Product  Information 


To  receive  more  information  circle  the  reader  service 
numbers  of  products  that  interest  you. 

Send  this  coupon  to:  Network  World  P.O.  Box  5090, 

Pittsfield,  MA  01203  or  Fax  (413)  637-4343. 
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Reader  Service  No.  301 


©  1996  FlowPoint  Corp.  180  Knowles  Drive.  Suite  100.  Los  Gatos.  CA  95030.  Tfel:  1-8118-867-4736.  Fax:  408-252-6471.  FlowPoint  is  a  trademark  of  FlowPoint  Corp. 
All  other  trademarks  are  properties  of  their  respective  owners.  All  rights  reserved. 


If  Remote  ISDN  LAN  Access  Is 
Your  Connection  To  The  World, 
Go  With  The  FlowPoint. 


Announcing  Universal  Interoperability 
In  Affordable  Bridge/Routers. 


When  you  get  into 
ISDN  for  remote 
access,  SOHO  use  and  Internet  work, 
you  want  to  get  in  at  low  cost.  And  you 
want  to  get  in  easy.  No  problems  with 
your  existing  equipment.  No  conflicts 
with  anyone  else’s.  And  no  concerns 
about  security.  Then  you  want  to  forget 
about  it  and  just  use  it. 

That’s  what  the  new  FlowPoint-100 
ISDN  bridge/routers  do  for  you.  Get  a 


taste  of  what  ISDN  can  really  be.  Get  the 
versatile,  cost  effective  FlowPoint-100. 
For  complete  information,  contact  us 
today  at  1-888-TOP-ISDN. 

Or  visit  our  world  wide  web  site  at 
http://www.flowpoint.com. 

ISP  Partnering  Program  Available 

F/owPoint 


LyjgSlSRWI 


lanamiiaiFin 


John  {Generic  SHMP)  In  UMTTTLEO 

|  Supervisor  | 

Pn~cM  Li 

mmuM 

Full  RMON  Support 
Integrates  with  HP  OpenView 
TCP/IP,  Telnet,  TFTP,  BOOTP 
WinSNMP/WinSock/DDE  APIs 
SNMP,  ICMP,  IPX  Polling 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 


x>£x 


l  W  Lorn 

Bftriwim'iii'iM hi  ‘ 


& 


Castle  Rack 

Computing 


PPM — p— — — 

Reader  Service  No.  252 


408-366-6540 

Fax:  408-252-2379 


WIRE-SPEED  10  to155Mbps 


The  award-winning  Freespace  laser 
link  delivers  wire-speed  building-to- 
building  connectivity  at  distances  up 
to  1000ft.  (300  meters).  Cost- 
effective  and  easily  installed, 

Freespace  bridges  the  gap  when 
traditional  solutions  like  fiber 
are  unavailable  -and  T-l  lines 
just  aren't  fast  enough. 

The  Freespace  family  includes: 

•  Freespace  Turbo  for  ATM,  FDDI,  and 
Fast  Ethernet  connections. 


•  A  multiplexed  Freespace  solution 
integrating  Ethernet  with  up  to 
4  T-l  voice  lines. 

Designed  for  all  weather 
conditions,  Freespace 
is  your  interbuilding 
solution  for  short-range, 
wire-speed  connectivity. 
Call  us,  fax  us,  or  visit  us  at 
http://www.silcomtech.com 


BESTr 


LAN  TIMES] 


Freespace,  Freespace 
Turbo  and  FreespaceLite 
are  trademarked  names  of 
SilCom  Manufacturing 
Technology  Inc. 


•  FreespaceLite  for  an  economical 
Ethernet  link. 


North  America  1-800-388-3807 


Tel:  (905)  238-8822  Fax:  (905)  238-4976 
■■■■i  Reader  Service  No.  269 
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/nternet  pert 

The  First  Internetwork 
Analyzer  for  Windows957NT 
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Expert 

System 


msm 


Experience  high-performance  internetwork  analysis  that  fully 
exploits  the  power  of  Windows95®/NT  32-bit  architecture 
and  the  fast  throughput  of 
RISC-based  LANA/VAN  adapters. 

View  real-time  displays  of 
Expert  Event  Analysis,  Protocol 
Decoding,  and  Performance 
Statistics  for  multiple  network 
segments  simultaneously. 

Call  or  write  us  for  a  free,  no¬ 
obligation  trial.  And  prove  for 


Features 

GN  Nettest 

HP 

NGC 

W&G 

32-bit  Windows95® 

Yes 

No 

No 

No 

Synchronized  LANA/VAN 

Yes 

No 

No 

No 

>200  Decodes 

Yes 

No 

Yes 

No 

WAN  over  PCMCIA 

Yes 

No 

No 

No 

3-Tier  Expert 

Yes 

No 

No 

No 

Oracle  Decodes 

Yes 

No 

Yes 

No 

yourself  that  when  it  comes  to  network 
analyzers,  there  is  only  one  choice: 
WinPharaoh  ix  from  GN  Nettest. 


32-Bit  Appl. 
for  . 

Windows  957NT 


Sponsor  of 


N  PA 


The  Network  Professional 
Association 


Member  of 


It  runs  with 
NetWare 


Data  Comm 

MAGAZINE 


TESTERS 

CHOICE 


Nettest 

Azure  Operation 

Call  (800)  233-3800 

Fax  to  (508)  435-0448 
Visit  our  WEB  site  at 

http://www.azure-tech.com 

or  send  in  the  coupon. 

WinPharaoh  is  a  trademark  of  GN  Nettest.  All  other  trademarks  are  the 
properties  of  their  respective  companies. 


Yes!  I  want  a  FREE  trial  evaluation 
of  WinPharaoh. 

Name _ 


Company  _ 
Phone 


Fax 


Internet _ 
Address 


City/State/Zip_ 


GN  Nettest,  Azure  Operation,  63  South  St.,  Hopkinton,  MA  01748 
Phone:  (508)  435-3800,  Fax:  (508)  435-0448 


Reader  Service  No.  224 


SuperStack  II  Switch  2000  TR 


Look 


3Com's  New  Token  Ring  Switch  Has 
The  Performance  You're  Searching  for 


Dynamic  cut-through  and 
store-and-forward  modes 


Full-source  route 


Transparent  and  SRT  support 


Migration  to  FDDI  and  ATM 


At  a  price  UNMATCHED 
by  any  other  Token  Ring  switch 


And  with  MAXNET's  expert  network  services  - 
multivendor  design,  installation,  24  x  7  support, 
and  remote  monitoring  -  your  network  will  KEEP 
performing  long  after  you  make  the  switch. 


Call  1  -800-4-MAXNET  for  a  closer  look 


(tP)MAXNET 

r-  S  communication  systems,  inc. 


Advanced 
Solutions 
S  Partner 


1996  MAXNET  comunication  systems,  inc.  Trademarks  are  the  property  of:  ?heir  respective  owners. 

Reader  Service  No.  267 


Reader  Service  No.  227 


IBM,  PC,  and  PS/2  are  registered  trademarks  of  International  Business  Machines  Corporation.  Macintosh  is 
a  registered  trademark  of  Apple  Computer,  Inc.  Sun  is  a  trademark  of  Sun  Microsystems.  Cybex,  Commander, 
and  AutoBoot  are  trademarks  of  Cybex  Computer  Products  Corporation. 

Dealer  Program  Available  Made  in  the  USA 


Finish  Out  Your  Rack  with 
a  Magnum  Commander 


■  Control  up  to  96  file  servers  with  1  keyboard,  monitor  and  mouse 


AutoBoot™  feature  boots  all  computers 
without  user  intervention 

3.5"  unit  is  designed  for  19,  23, 
and  24"  rack  applications 

Each  unit  controls  up  to  16  file 
servers;  cascade  up  to  6  units 

Push-button  and  keyboard 
controlled  scanning  standard 

Supports  all  100%  IBM  compatible 
PCs  and  PS/2  or  serial  mice;  integral 
Sun  and  optional  Mac  support  available 

Control  all  attached  computers  locally, 
remotely,  or  both;  rear  peripheral 
access  available 


MAGNUM 


COMMANDER" 

Cybex  Computer  Products  Corporation 
4912  Research  Drive 
Huntsville  AL  35805  USA 

1-800-932-9239  (205)  430-4030  fax 

http://www.cybex.com 


Distinct  IntelllTerm 

Integrated  Terminal  Emulator  for  DEC  and  IBM®  Systems 


Highlights: 


•  TN3270  Emulation-Models  2,3.4  and  5  (for  IBM  Mainframes) 

•  3179G  Vector  Graphics  &  3279S3G 

•  TN5250  (24x80, 27x132)  (for  AS/400) 

•  VT52.  VT100,  VT220.  VT320  &  VT420  emulation 
(for  DEC  and  UNIX  Systems) 

•  Customizable  keyboard  layouts, 
poppads  and  session  profiles 

•  VBA"  Advanced  Scripting  Language 

•  DDE.  HLLAPI.  EHLLAPI.  WinHLLAPI 
and  Visual  Basic" 

•  Available  for  Windows  3.11.  Windows 
95  and  Windows  NT 


i-{ 


Free 
Evaluation  Copy 
Available  at... 


jm  . 

distinct 


The  uorld  leader  in  Internet  development  tools. 


408.366.8933 

•  WWW:  http://www.distinct.com 
Fax:  408.366.0153 

E-mail:  networkw@distinct.com 
Fastfacts:  408.366.2101 


IPO  Server*  )  LPD  S  sitings  |  Senal  Number 
NFS  Server*  NFS  Saltings 


Current  NFS  Server 
P  Enable  ca»e  conyertton 
b  o>«ays  use  uppercase 
P  Use  file  shonng  and  locking 


<*■  otwoys  use  lowercase 
r  Delete  password 


P  Bead 

P  Rflod 

[  "p~RBfld 

P  ^nta 

i  r  Wise 

1  r  write 

j 

P  Execute 

F  Euan 

J  P  Execute 

  . 

95 

Printers 


Highlights: 

•  Integrates  seamlessly  into  Windows  95 

•  Mounts  NFS  drives  from  Explorer  or 
Network  Neighborhood 

•  Supports  file  and  record  locking 

•  Allows  central  authentication  with  a  single  server 
running  PCNFSD  for  all  NFS  connectivity 

•  Prints  to  NFS  or  LPD  print  servers 


DiolinrtWf’twork  Gljitnt  f'lnprirtir?'; 


nn 


Write  »i je: 

Timeout 

|8t92 

r~3 

Buffer  size: 

l»»  zl 

Free 
Evaluation  Copy 
Available  at  ••• 


Cache 

Enable 


c  Disable 


|8192  J 


•  Allows  login  to  all  systems  with  a  single  login 
name  and  password  or  different  login  names 
for  each  system 

•  Allows  single-operation  logout  of  all  systems 
accessed  through  Network  Neighborhood 

•  Fine  tunes  performance  parameters 
for  each  server  you  access 


Ikf  Ax  . 

distinct 


The  a  orld  leader  in  Internet  development  tools. 


408.366.8933 

WWW:  http://www.distinct.com 
Fax:  408.366.0153 

E-mail:  networkw@distinct.com 
Fastfacts:  408.366.2101 
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Special  Promotional  Bundle 


Intel  WorkGroup  Solution 

Express  WorkGroup  Switching  Hub  Bundle  gives 
servers  dedicated  1 00Mbps  bandwidth,  moving 
clients  to  1 00Mbps  with  Intel  Hubs  and  Adapters, 
and  a  downlink  module  to  connect  to  existing 
10Mbps  LANs.  The  WorkGroup  Solution  includes: 

One  Intel  Switching  Hub  (ES100TX) 

Three  Intel  Twelve-Port  Stackable  Hub  (EC100TX) 

Thirty  Intel  10/100  32-Bit  PCI  Adapters  (PILA8465B) 
Two-Port  10/100  Downlink  Module  (EC100DL) 

Cost  for  Bundle  . $10,195  (Expires  1 1  /30/96) 


10/100  Ethernet  Switches 


INTEL 

Express  Switching  Hub,  Five  Switched 
1  OOBase-TX  Ports,  Plus  Two  Slots  for  1 00Mbps  TX/FX 
(ES100TX) . $3,100 


Two-Port  10/100  Downlink  Module  for  10Mbps  LAN 


Connectivity  (EC1 00DL) . $725 

NBase 

MegaSwitch  II  10/100  Auto-Sensing  Eight-Port 
Switch  Plus  Two  Slots  for  1  OOBase 
TX/FX/ATM/GigaBit  Modules  (NH2012)  . $6,495 


BAY  NETWORKS 
Bay  Network  Lattis  Switch  System 
Fast  Ethernet  Switching  Hubs 

10/100  Mbps  UTP  Switch,  1 6  RJ45  Supports 

10/100  Mbps  Ethernet,  Mode  (28115)  .  $6,435 


1 00Mbps  Fiber  Optic  Switching  Hub 


(28104)  . $13,080 

NBASE 

MegaSwitch  1 00  FO 

Five  100Base-FX  Ports  (NH2007FO) . $5,100 


Special  WorkGroup  Switch  Bundle 

This  Bundle  gives  you  Four  (4)  1 00Mbps  switched 
ports  for  servers  and  bandwidth  hungry  clients,  plus 
Six  (6)  1 0Mbps  switched  ports  for  Ethernet  segment 
and  an  option  of  adding  Two  more  TX  or  FX  Port 
Modules.  NBase  WorkGroup  Bundle  includes: 

One  MegaSwitch  1 00  with  Five  1  OOBase-TX 
Ports  (NH2007)  and  a  Six-Port  1  OBase-T 
MegaSwitch  RJ45/AUI  with  One  1  OOBase-TX  Port 
(NH208  +  1MP)  includes  SNMP  Managenment  and 
Flow  Control  . $6,200 


CISCO  SYSTEMS 

PROStack  EtherSwitch  Stackable  Ethernet  Switch, 
Sixteen  RJ45,Two  Expansion  Slots  for  High-Speed 


Modules,  1  OOBase-TX/ATM  (CPW1601A)  . $3,790 

(CPW1601B) . $4,425 

100Base-T  module  for  PR016.1  RJ45 

(CPW100T) . $972 

EtherSwitch  1 200,  Twenty-Five  1  OBase-T  Ports, 

Two  100Base-TX, IK  MAC  (CPW1200)  . $3,695 

EtherSwitch  1 400,  Twenty-Five  1  OBase-T, 

Two  Slots  8K  MAC  (CPW1 402) . $5,665 

One-Port  100Base-TX  Module  (CPW141 1-X) . $686 

Eight-Port  100BaseTX  Module  (CPW1418-X)  ,.$1,695 

Twelve-Port  10/100  Auto-Sensing  Ports 

Plus  Two  Fixed  100TX  Ports  (CPW2201)  . $12,450 


D-Link 


Five-Port  10/100  FlexSwitch  With  Five  10/100 


PCI  Adapters  (DES  3205) . $2,100 

ProFast  Switch  Four  1 0Mbps  Ports  Plus  One 

100Base-TX  Port(DES  2205) . $890 

3COM 

LinkSwitch  1 000,  Twenty-Four  Switched 
1 0Mbps  Port,  One  1 00  Base-TX  Fast  Port 

(3C16900)  . $3,135 

LinkSwitch  1 000,  Twelve  Switched  1 0Mbps  Ports, 

One  100Base-TX  Fast  Port(3C16901)  . $2,505 


LinkSwitch  3000,  Five  Switched  Fiber  SC 
1  OOBase-FX  Ports,  One  Switched  copper 


100Base-TX  Port  (3C 16940)  . $7,525 

LinkSwitch  3000,  Eight  Switched 

100Base-TX  Ports  (3C16941) . $5,575 

ASANTE 

Fast  10/100  Bridge,  Integrate  100Mbps  Fast 

Ethernet  to  Existing  10Mbps  Ethernet . $799 

Ready  Switch  Four  1  OBase-T  Ports,  One  1  OOBase-TX 
Port  with  SNMP  . $2,049 


100  Mbps  Fast  Ethernet  Adapters 


INTEL 

Ether  Express  10/100  PCI  (PILA8465B) 

Single/5PK/20PK . $110/530/1 ,850 

Ether  Express  PRO/1 00  32-bit  EISA  (EIIA8265) . $235 

Ether  Express  1 0/1 00  ISA  Adapter 
(PCLA8560)Single/5PK/20PK . $1 59/825/2,895 


Intel  Smart  1 00  Nltro  High  Performance  Server 


Adapter(PILA8485) . $715 

3COM 

1 0/1 00  PCI  (3C905TX) 

Single/5PK . $135/630/2395 

10/100  EISA  (3C597-TX)Single/5PK . $251/1,228 

COGENT 

PCI  Quartel.Full  Duplex,4RJ45  Ports  (EM400)  $1,137 

10/100  PCI  (EM110TX) . $190 

10/100  PCI  (EM440) . $1,170 

10/100  ISA  (EMI  10TX)  Slngle/5PK . $195/924 

D-Link 

Pro-Fast  10/100  PCI  Adapter  (DFE500TX) . $99 

SMC 

10/100  EISA  (SMC9232DST) . $240 

10/100  PCI  (SMC9332DST) . $69/320/1,200 

ASANTE 


10/100  PCI  Adapter  for  PC  and  MAC . $187 


COGENT 

PCI-SC  Connector  (EM  100) .  $499 

PCI-ST  Connector  (EM100FX) . $499 

Eight-Port  Fast  FX  Hub  (S-800) .  $3,285 


FDDI  Adapters 


NETWORK  PERIPHERAL 


SAS  PCI  Singlemode  (NP-PCI-S50) . $599 

SAS  PCI  Multimode  (NP-PCI-S10)  . $995 

DAS  PCI  Multimode  (NP-PCI-D1 0) . $1 ,360 


100  Base-TX  Fast  Ethernet  Hubs 


INTEL 

Express  Stackable  Hub,  Twelve  1  OOBase-TX  Ports 
Stackable  up  to  Six  Units  (EC1 00TX)  . $1 ,450 


Hub  Bundle  with  Ten  Adapters  (PILA8465B)  $2,467 


NBASE 

1  OOBase-TX  Eight-Port  Hub  (NH 1 08)  . $  1 , 1 00 

Hub  Bundle  NBase  (NH108)  and  Five  Intel 
Adapters  (PILA8465B) . $1,295 


1  OOBase-TX  Twelve-Port  Stackable  Hub 

(NH1012) . $1,425 

D-LINK 

1 00  Base-TX  Twelve-Port  Hub  (DFE-81 2TX) . $1 ,342 

Eight-Port  100Base-TX  Hub  (DFE808TX)  . $565 

ASANTE 

1 00  Base-TX  Twelve-Port  Stackable  Hub . $1 ,545 

BAY  NETWORKS 

Twelve-Port  100Mbps  Hub  (AT2202-001)  ....$1 ,260 
Hub  Bundle  with  100Mbps  Hub  (AT2202-001) 
with  Ten  Intel  Adapters  (PILA8465B) .  $2,265 

3COM 

100  Base-TX  12-Fbrt  Stackable  Hub  (3C250-W1 )  ....$1,725 


100Base-T4 


Fast  Ethernet  with  CAT  3  UTP  Support 


COGENT 

10/100  PCI  (EM110T4) . $190 

1 2-Port  Stackable  T4  Hub  (S-l  200) . $1 ,590 


100Mbps  Macintosh 


FARALLON 

Fast  Ether  TX-10/100  NuBus  (PN990)  . $328 

Fast  Ether  TX-10/100  PCI  (PN994) . $240 

ASANTE 

Fast  10/100  NuBus(99-00-364-00) . $299 

ATM 

Efficient  Networks 

1 55.52Mbps  PCI  ATM  Adapter  with  51 2K  Memory 

(ENI-1 55P-MF-C) . $1,200 

NBASE 

Multimode  to  Singlemode  ATM  Converter,  20KM 
Single  Link  (Node  Attach)  (N420ATMI) . $3,995 


Fibre  Channel  -  The  ATM  Alternative 


ANCOR  COMMUNICATIONS 

Gigabit  Fibre  Channel,  1 ,0625  Gigabaud  per  Channel, 


Sixteen-Port  FCS1 062  Fibre  Switch . $46,797 

FCS1062  PCI  Adapter . $3,273 


E  Ihemet  FDD,  Token  Rhg  LAN  Interface  Moddes  Ax*t)le 


Internet  &  Remote  LAN  Access  Products 


ADTRAN 

T1  DSU/CSU,  V.35  Dte  Nl-24,  T1  and 

Fractional,  B8ZS/AMI,  SF/ESF  Framing  . $1,390 

TSU-T1.1200-.060  LI  Data  Channel  DSU/CSU..  . $995 


ASCEND 

PipeLine  25-FX  Four  Users,  POTS,  ISDN  Bridge,  IP/IPX 


Routing,  Compression,  Built-in  NT1 

(1UBRI-RTR-C)  . $1,095 

PipeLine  75  Unlit-Users,  POTS,  ISDN  Bridge,  IP/IPX 
Routing,  Compression,  Built-in  NT1 

(1UBRI-ASD-D)  . $1,195 

BAY  NETWORKS 


BayStack  Access  Node  (AN)  Router,  Ethernet,  Two 
Synchronous  Ports,  IP  Access  Suite, 

Quick2Config.Ver.  1 . 1 ,  Router  Config.  Utiliity  ..$1,995 
BayStack  Access  Node  Hub  (ANH)  Eight-Port 
Ethernet  Hub,  Two  Synchronous  Ports, 

IP  Access  Suite,  Quick2Config.Ver  1.1,  Router 

Config.s  Utility . $2,235 

3COM 

NetBuilder  Remote  Office  422,  ISDN  Access 

Super  Stack  Router,  IP  and  IPX  (3C8422) . $2,699 

ACC  SYSTEMS 

Nile  Branch  Office  Bridge/Router  with  IP/IPX, 
AppleTalk,  One  RJ45  LAN  Port,  One  ISDN 

BRI,  One  V, 35  Port . $2,445 

BAT 

SU  56K  DDS,  Point  to  Point  or  Multipoint, 

DSU/CSU, V.35  InterFace,  Front  Panel  LEDs . $425 

CISCO  SYSTEMS 

2501  -IP  Router,  One  Ether  Port,  Two  Serial 

Ports,  Dial  on  Demand . Call  For  Prices 

2503-ISDN  IP  Router,  One  Ether  Port,  Two 

Serial  Ports,  ISDN  BRI  Demand  . Call  For  Prices 

2514-1  IP  One  Serial  Router,  Dual  Ethernet  Ports, 

Dual  Synchronious  Serial  Ports,  Auxilary  Analog 
Serial  Ports . Call  For  Prices 


Ethernet  Network  Adapters 


WEST  HILLS 

ISA  BNC  (ENET16C)  . $32 

ISARJ45  (ENET16T) . $30 


ISA  RJ45/BNC  (ENET16CT)  . $32 

RJ45/BNC/AUI  (HT21 00PCI+PCI) . $60 

RJ45/BNC/AUI  (HT21 00VL  VLB)  . $60 


For  SMC,3Com,  end  Nel  HhemetAdcpteis  -Please  Cd  For  Plices 


Hubs 


WEST  HILLS 

Eight-Port  10BT  Hub,  BNC  8<  AUI  Ports 

(HT08TP)  . $89 

Sixteen-Port  1 0BT  Hub,  BNC  8<  AUI  Ports 

(HT16TP) . $178 

Thirty  Two-Port  1  OBase-T  Hub  BNC/AUI  (HT832TP)$356 


Sixteen-Port  1 0BT  Smart  Hub,  AUI  Ports 

(UE2041)  . $290 


Sixteen-Port  1 0BT  Smart  Hub,  AUI  Ports 

(UE2041)  . $290 


Transceivers 


AUI  to  TP  . $30 

AUI  to  BNC . $30 

AUI  to  lOBase-FL . $249 

AUI  to  MultiMode  Fiber  (1300nm,5Km) . $449 

AUI  to  SingleMode  Fiber  (1300nm,10Km) . $549 


Fast  Ethernet  Guide 


Switched  and  Fast  Ethernet,  How  It  Works  and  How 


to  Use  It,  The  Only  Book  Dedicated  to  The  Latest  in 


Ethernet  Networking  Technology . $39 

Receive  Your  Free  Copy  With  The  Purchase 
Of  Any  Switch  or  1 00Mbps  Hub 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


North  Hills  ■  Gokom  •  NBase  Switdi 


T\ASAME 


Bay  Networks 


we«¥  HILLt 
Ul  lYfTCMI 


7949  Woodley  Avenue,  Van  Nuys,  CA  91 406 

1-800-FOR-LANS 

1-800-367-5267 

Technical  Support:  818-773-8171  •  Fax:  1-818-773-8932 


intel,  ciscopro 
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'o  you  do  with  your 
esearch  DOS  CSU/DSU 


NETWORK  INTERFACES 
T-1  56Kbps-DDS 


CONSOLE 


Nothing , 


Well,  almost  nothing.  You  do  have  to  push  a  but¬ 
ton  and  move  a  cable.  The  Eastern  Research 
netAxxess  9000  is  the  only  CSU/DSU  on  the  mar¬ 
ket  to  include  both  56/64  Kbps  DDS 
and  T- 1  interfaces.  Only  one  unit  to  buy 
and  only  one  unit  to  install,  maintain 
and  spare. 

The  SNMP-managed  netAxxess  9000  is  a  fully- 
featured.  super  rate  CSU/DSU.  It  is  supplied  com¬ 
plete  with  a  V.35/RS232/RS530  interface.  V.54 
and  ESF  diagnostics  with  auto  dial-out  on  alarm,  a 
front  panel  LCD  display,  a  built  in  BERT  and  two 
supervisory  ports  -  one  SNMP/SUP  and  one 


The  Eastern  Research  product  line  includes  mul¬ 
tiprotocol  routers,  multiplexers  and  an  SNMP  Net¬ 
work  Management  System  with  a  graphical  user 
interface.  For  more  information  on 
the  netAxxess  9000  and  on  other 
unique  Eastern  Research  products, 
call  800-337-4374  or  write  Eastern 
Research.  225  Executive  Drive, 
Moorestown.  NJ.  08057. 


ASCII. 
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Products  as  Solutions 

h  tip:// www.  erinc.  com 


Is  your  ^network  suffering? 


Intermittent  network  crashes  •  Station  drop-off 
Signal  transmission  errors  •  Network  slow  downs 
Some  files  won't  transfer  •  Intermittent  problems 
when  migrating  from  4  to  1<j  Mbps  LAN 


You  ha  ve  the  cure 

The  TokenEase  Jitter  (Jeater.elimi- 
:  nates  intermittent  network  errors,  V 
■'providing  you  with  clear  datatrans*  ' 
^rpission.  With  the  Jitter  Beater  upl&  l.  / 
§5%  of  jitter  is  eliminated.  As  a  result;.  * 
you  can  immediately  experience  improved 
network  performance,  reduced  downtime, 
higher  station  count  arid  less  headaches.., 
Call  today,  1  800  361-1965 


NHC  Communications  Inc 
114)  735-2741  Fax:  (514)  7358057 
V  '  r  www.nhccom 


a  WM  Ilf 

i  j  at’ 

tviuxLao 


Jitter  Beater  is  part  of  MuxLab’s  Family  of  Total  Connectivity  Solutions 
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Finally...  LAN-To-  Internet 
Security  Made  Easy! 


Firewall 


Connectivity 


E-mail 


Remote  Access 


Firewall,  routing,  e-mail,  and  remote 
access  in  a  single,  easy-to-use  system! 


Built-in: 


Maximum  security  through 
application-level  proxies. 

Internet  connectivity  through  ISDN 
or  Frame  Relay/T-1  router.  28.8 
also  supported. 

Local  control  of  e-mail  through 
SMTP  and  POP  servers. 

Remote  access  for  home  and  mobile 
users  through  telecommuter  module. 

Simplified  setup  and  managment  of 
all  functions  through  Web-based  tools. 


Integrated  hardware  &  software  solutions. 
Starting  at  less  than  $4000! 


The  AFS  2000  Secure  Internet  Access  Server  gives 
your  business  the  benefits  of  a  secure  LAN-to-Internet 
connection  without  the  cost  or  complication!!  Call  now  for 
our  introductory  offer! 


AbhiWeb  Corporation 
(888)  237-2244  www.abhiweb.com 


Reader  Service  No.  289 


Protocol  Reference  Guides 


Save  valuable  time  troubleshooting  your  internetwork  with  these  Reference  Guides.  Each  laminated  guide 
is  8  V2"  x  1 1 ",  double-sided,  and  available  for  only  $5.95  each,  plus  shipping.  Titles  include: 


LANs 

•  Ethernet/IEEE  802.3 
>  FDDI 

•  Token  Ring/IEEE  802.5 

•  LAN  Cabling 

•  Physical  Layer 

•  Data  Communication 


Architectures 

•  AppleTalk 

•  Banyan  VINES 

•  DECnet  Phase  IV 

•  GOSIP  version  2 

•  Novell  Netware 

•  The  Internet 


WANs 

•ATM 

•  Frame  Relay 

•  ISDN  , 

•SMDS  vtf?' 

•  SONET  1 

•  X.25 


Net  Mgt 

■  SNMPvl 

•  SNMPv2 
•RMON 

•  RMON2 

•  WAN  MIBs 
•UNIX 


,c'S’ 

it*'- 

S$' 


Internets 

•  TCP/IP 

•  IPv6  (IPng) 
•OSPF 

•  ISO  IS-IS 

•  ISO  ES-IS 

•  ISO  TP/CLNP 


Call  Us  for  More  Information  and  a  Free  Catalog 

Hollister  Associates  •  P.O.  Box  575  •  Lyons,  CO  80540  •  (303)  682-2634 

Internet:  hollister@csn.net 


Reader  Service  No.  270 


Total  CD-ROM  Networking  SOLUTIONS 


•  Plug  &  Play  CD-ROM  Networking 

•  Compatible  with  ALL  Major  Operating  Systems 

•  Latest  and  Fastest  CD-ROM  Drives 

•  Customizable  Drive  Arrays 

•  Remote  Access  Systems 

•  intranet  Servers 

•  CD  Writers/Duplicators/Media 

•  Direct  Partners  with  Major  Manufacturers 

•  GSA  Schedule:  GS-35F-3303D 

•  Toll-Free  Technical  Support 


TODD  ENTERPRISES  inc 

(800)  445-TOD D  •  (800)445-8633 
In  NY:  (516)  487-3976 
FAX  (516)  466-6774  •  http://www.toddent.com 


INSTANT 
Shared  CD-ROM  Access 
New  OFTI-NET  Din  ct  plugs  into 
your  Ethernet  network,  providing 
seamless  UOS/WIN.  NFS. and \Xcb 
connectivity  NoTSRs  and  no  NLVls! 


Reader  Service  No.  266 
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©1996  HER60.  Ergonomic  Support  Systems,  Inc. 


■  Custom-tailored  ■  Modular  ■  Easy  set  up 

■  Space  Saving  ■  Expandable 

*H=RGO 

321  5th  Ave.,  New  York  ,  NY  10016 
TEL:  (212)  684-4666  FAX:  (212)  684-6853 

Call  1-800-434-3746 


To  become  a  Hergo  Authorized  Reseller,  ask  for  ext.  40 
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UN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


Fibermux  AT&T  Synoptics 


Cisco  Specialists 


&  WEB  HOSTS 


Cabletron  Bay  Networks 

We  carry  all  manufacturers,  call  John,  ext.  101. 


://www.psyber.com/~adcs 

PHONE 
.800-783-8979 


FAX  (916) 
6962 


Circle  Reader  Service  No.  240 


— 

IBM  Internet  Connection 

(800)  455-5056  National 
globalnetwork@info.ibm.com 
SLIP,  Leased  Lines 


New  York  Net 

(718)  776-6811  NY/NJ/CT/PA/MA 

sales@new-york.net 

SLIP,  PPP,  Leased  Lines,  Tls, 

Frame  Relay,  10Mbps 


Direct  Response  Advertising 

Sales  Territory  Map 

Response  Card  Decks  •  Marketplace  •  WebWares ™ 


□  Western  United  States 

Clare  O’Brien,  Sales  Manager 

Central  United  States,  Canada 

_ Heather  Fairbanks,  Account  Executive 


Eastern  United  States 

Richard  Black,  Account  Executive 


Inch  Marketplace  -  entire  country 

Carla  Cappucci,  Account  Executive 


Call  your  sales  representative  or  Joan  M.  Bayon,  Director, 
to  place  your  ad  today!  800-622-1108  or  508-875-6400 


Learn  Networking  and 
DataComm  at  Your  Desktop 


Computer  Based  Training 


"i*  NetWare-Get  Certified 
'"#  Windows  NT 
««#  Data  Communications 
LANS  &  WANS 
in#-  Networking  PCs 
hi#  ISDN,  UNIX  and  much  more!!! 


ONLY  $495  each 


LAN  &  Site  Licensing  Available 

Order  Today!  800-253-8379 

http://www.edutrends.com 
Edutrends,  Inc.  25  Clifton  Rd,  Milton,  NJ  07438 


Circle  Reader  Service  No.  245 


'JifieMUfite  *)hc. 


State  of  the  Art 
10  BASE  T  Ethernet 
RJ45-Fiber  Converter 
Model  FTX-R11  w/ST’s 
and  Model  FTX-R61  w/SC’i 


Qty  Unit  Price 


1-5 

$190.00 

6-20 

$183.00 

21  +  Call  (800)  894-9694 

£<xfo,  'Jhc. 

818  Park  Lane  Dr.,  Herkimer,  NY  13350 
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InterNex  Information  Svcs. 

(800)  595-3333  National 
(408)  327-2388  California 
ISDN,  Frame  Relay,  SMDS,  Tl, 

T3,  webcasting,  Web  hosting, 
event  services,  inti,  co-location 


UUNET  Tech.  (AlterNet) 

(800)  258-9690  National 
info@uu.net 

Web  Srvrs,  Frame  Relay,  ISDN,  PPP, 
Leased  Lines,  Security,  SLIP,  UUCP 


For  information  on  listing  your  service  here,  contact 
Carla  Cappucci  at  800-622-1108  x465,  ccapp@nww.com 


Earn  your  B.S.  or  M.S.  degree  in  Computer 
Science— in  your  own  home  at  your  own 
pace  &  save  thousands^ 
of  dollars. 


•  Increase 
your  earning  power 

•  Approved  for  tuition 
reimbursement  by 
leading  corporations 

For  free  information 
contact  us  at  1-800- 
767-AICS  or  http:// 
www.aics.edu 


AMERICAN 

INSTITUTE 

COMPUTER 

SCIENCES 


ACCREDITED 
MEMBER 
World  Association 
of  Universities 
and  Colleges 


NOVELL  PROMO  I  MICROSOFT  SPECIALS 


3.12/4.1  -  5  User . 
3.12/4.1 -10  User 


$465/395  NT  Server  w/5  Clients . .  $445 
$965/740  NT  Server  w/10  Clients  .  $575 

3.12/4.1  -  25  User .  $1275/975  NT  10  Clients . $230 

3.12/4.1 -50  User  $1775/1295  NT  20  Clients . $275 

3.12/4.1  - 100  User  $2175/1775  NT  Workstation . $130 

3.12/4.1  -  250  User ....  $  CALL  NT  Workstation  Lie . $90 

FREE  Fed  Ex  2nd  Day 


MANAGEWISE  V2.0  I  NETWARE  FOR  SAA  V2. 


5  User . $495 

10  User . $795 

25  User  . $1195 

50  User . $1695 

100  User . $2385 

250  User . $3250 


SAA- 16 Session  . $995 

SAA -64  Session  . $2495 

SAA  •  128  Session  .  $3495 

SAA -  254  Session  . . .  $4995 

Visa/M.C./AMEX  Corporate  or 
School  P.O.’s  Welcome 


Novell  Netware  Upgrades 


Vandy  Micro  Corp. 
(800)373-2485  H 

FAX:  {714)768-1063  EMAIL:  vandy5@ix.netcom.com 

Prices  and  Spedficatons  Subject  to  Change! 

All  Trademarks  and  Trade  Names  are  the  Property  of  their  Respective  Holders! 


Circle  Reader  Service  No.  221 


Attention  IS  and  Procurement  Managers! 


NETWORK  OPERATING  SYSTEMS 


NOVELL  Netware  3.12  and  4.1 

Due  to  the  volatility  in  Novell  pricing,  we 
kindly  ask  that  you  call  for  current  pricing 
for  Operating  Systems  and  Upgrades.  Also 
call  for  current  pricing  for  Microsoft  NT 
Server,  WIN  '95  and  IBM  OS/2. 


10MBPS  ADAPTERS  &  HUBS 


3COM  3C509B  TP0  Singles/5PK . 70/349 

3C509B  COMBO  Singles/5PK . 95/441 

3C900-TPO/5PK  PCI  TP  ONLY . 92/432 

SuperStack  I1 12  or  24TP . 419/749 

BAY  NETWORKS  BayStack  12/24  TP... .553/911 
INTEL  EtherExpress  Pro/10  PCI 
Singles/5PK/20PK . 1 29/566/2066 


10/100  MBPS  HUBS  &  ADAPTERS 


3COM  3C905-TX  10/100  PCI/5PK  .  1 1 7/530 

3C250A-TX-I  FMSI1 12  Port . 1694 

BAY  NETWORKS  12  Port  100Base-TX  .1546 
NETW0RTH  (Compaq)  8  Port  100B-TX  .854 

AUDAX 


INTEL  EtherExpress  Pro  10/100  PCI 
Single/5PK/20PK . 124/599/2154 


10/100  SWITCHING  HUBS 


3COM  SuperStack  1000  12/24  10BT  and 
1  100BaseTX  Switched  Port .  2159/2724 

BAY  NETWORKS 

AL1901001  BayStack  6  10BT  Ports . 1973 

BayStack  6  10BT/1  1008-TX  Slot . 2830 

28115  1610/100  UTP  Ports . 6929 

281 1 5R  w/Redundant  Option  only . 7598 

CISCO  Catalyst  5000  Base  Unit . 9699 

CISC0PR0 

1200  25  1 0BaseT/2  100BaseTX  Ports... 3502 
HP  AdvanceStack  16  1 0BaseT/1  AUI  ...  5324 

NPI  FE-105  5  10BaseT/1  100B-TX . 1134 

SMC  EZ  Switch*  6  10BT/2  100B-TX . 1529 


REMOTE  ACCESS/ISDN/ MODEMS 


ASCEND  Pipeline  25  w/NTI  612 

Pipeline  50  w/U  Interface . 926 

Pipeline  130  w/U  Interface . 1330 


MAX  1800  Plus  ISON  8  BRI  U  Bundle.. .5135 


CISC0PR0  2503  IP/IPX  ISDN  Router .  2544 
251 4A  Dual  Enet  &  Serial  w/IP . 2111 

SHIVA 

LanRover/E  PLUS  4.0  4/8  Port  ...  5379/7165 

USR  Courier  28.8/V34  19.2Kbps  Ext . 289 

Sportster  28.8/V.34  Int/Ext . 153/167 


BRIDGE/R0UTERS/CSU-0SU 


3COM  3C8224C  IP  Router  3  WAN  1815 
ADTRAN  0SU  56/64K  Switched  w/V.35 .264 
TSU  Single  Port  Tl  CSU/DSU  w/V.35..  908 
BAY  NETWORKS  ASN  Stackable  Router  .  2544 


CISCO  2501  Ethernet/Dual  Serial . 822 

2500  Series  I0S  IP  Feature  Set . 1239 

7000  Series  Modular  7  Slot  Base . 12855 

7000 10S  Enterprise  Feature  Set . 3234 

CISC0PR0  2501 A . 1687 

2501B  IP/IPX/AT  Router . 1998 

COMPATIBLE  SYS  1000R/2200R  1022/1440 
MIC0M  Netrunner  75E .  1538 


MOTOROLA  0A56  56K  DSU/CSU  w/V.35  198 


FT100S  Tl  CSU/DSU  w/V.35  Interface  908 

1  (800)589-8709 

Hmu.m.lll  l'MI.W  or  (ax  (415)  589-9100 

Call  to  order  from  our  DBase  of  over  850  vendors  and  30,000  products  (over  8,000  software  titles) 

Call  for  CURRENT,  quantity  and  rebate  pricing  •  Government  and  Educational  pricing  available  Visa,  MasterCard 

Excellent  overnight  and  2-day  freight  rates  and  AMEX  accepted. 


850  Vendors  &  30,000  Products  at  http://www.audaxcom.com 

I  Circle  Reader  Service  No.  290  I 


Network  World  •  November  11, 1996  •  www.nwfuslon.com  •  65 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 


Commun  i  cations 

fc'17  vide  Services  •  24-Hour  Technical  Support 
Services  •  Trade-in  Credit 


8% 


■3m  | 


WAN  Products 

Adtran 

AT&T  Paradyne 
BAT 

Digital  Link 
INC 
Micom 
NET 

Newbridge 

Verilink 


Distribution  Products 


Codex 

GDC 

IBM 

Micom 

Motorola 

Racal  Milgo 


Spectron 

Symplex 

Tellabs 

Timeplex 

UDS 

Vitalink 


Specialized  Products 


Refurbished 

Cisco  Systems 

AGS+,  2500’s,  4000’s, 


LAN  Products 

Bay  Networks 
Cisco 

Compression  Labs 

Cubix 

Develcon 

Livingston 

Madge 

Novell 

Xyplex 


7000’s 


Data,  Voice  &  Video  Networking 
7  Waterloo  Road,  Stanhope,  NJ  07874 
TEL  201-347-3349  •  FAX  201-347-7176 
://www.msic.com 


L  ANI  WAN...  NEW  (US  ED 


I  3Com  HUGE  INVENTORY  3Com  I 


CABLETRON  SYNOPTICS  PROTEON 

CISCO  CHIPCOM  KALPANA  IBM  NOVELL  NETWORTH 


WE  BUY  (SELL  NEWIUSEDIEXCESS  LANIWAN  STUFF!! 


509B* 

TPO . $70* 

COMBO . $95 

TP  OR  COAX  ..$75 

900  PCI* 

TP.$90  CBO  $110 

905TX* 

$115* 

•MINIMUM  QTY  •  3 

3Com  (U) 

FMS  2  HUBS 

12  PORT . $350 

24  PORT . $650 

ADD  SNMP  FOR. ..$325 

FMS 1 HUBS 

12  PORT . $250 

24  PORT . $550 

ADD  SNMP  FOR..5275 

NIC  ADAPTERS 

509TP/CX . $60 

503-16 . CALL 

501/503/505 . CALL 

MUCH  MORE  CALL!! 

FMS1  DEALS! 

8  PORT . $135 

12  PORT . $250 

24  PORT . $675 

10  PORT  COAX  $1125 

ADD  SNMP  FOR  ..$275 

ROUTERS 

IMETBUILDER 

2X2  ROUTER . $1250 

NETBUILDER2  ...CALL 

3GH..MSH.. 

PLEASE  CALL!! 

FMS2  DEALS! 

12  PORT . $450 

24  PORT . $750 

ADD  SNMP  FOR...$475 

LANPLEX 

5500 

ONE  P/S . $2800 

TWO  P/S . $3600 

SWITCHES 

12  PORT . $2350 

24  PORT  W/TX  ..$2975 
iopoprrw/oc3.$380o 

MULTICONNECT-CALL! 

COMM  SERVER 

CS210 . $700 

CS2100 . $850 

CS2000 . CALL 

NETWARE 

5  1  10  25  !  50  1 100 
$425  695!  875  119511695 

LOTS  MORE  -  CALL 

CS25/2500 . CALL! 

WE  RE  AUTHORIZED 

FOR  ALL  3COM!!! 

CABLETRON  (U) 


E2119 . 

. $50 

THINMIM.... 
FR3000 . 

. $350 

. $450 

TPRMIM22 . 

...$1200 

TPMIM24.... 

. $995 

TPRMIN36.. 

...$1400 

TPMIMTS ... 

. $350 

MT800 . 

. $125 

TRX124 . 

...$1200 

TRMIM-24  .. 

...$1200 

TRMIM44A . 

...$1550 

MMAC3/5/8/CHASSIS 

|  MUCH  MORE  CALL!!  | 

CHIPCOM  (U) 

6017C-A .... 

..$1800 

6017C-B.... 

..$2100 

6000PS . 

....$475 

5108M-TP.. 

....$600 

5101NGT... 

..$1200 

5104M-RB . 

....$600 

1  5000MRCTL  ..$1200  | 

TOKEN  RING  (U) 


IBM  S228..S95 
IBM  1614  ..SIOO 

PROTEON  16/4  ....$85 
PROTEON  MAU  ..$90 
3COMROUTERS..CALL 
3COM  12  PRT.S950 

MUCH  MORE -CALL! 


MORE  NEW  3Com 


FAST  ETHERNET 


12  PORT . $1750 

FAST  SWITCH  ...$1500 


SYNOPTICS  (U) 


3303A . $550 

3002PS . $450 

2715-04 . $1250 

2810 . $750 

3030 . $300 

3301  . $300 

3307  . $995 

3304ST . $1495 

3513 . $900 

2715B-05 . $1500 

2715SAF . $1800 


3/5/XXX  CHASSIS 

PLEASE  CALL!! 


NEW  SMC 


12  PORT  Tl  HUB  .$275 
MISC.  USED 

SMC  8  PRT  HUB  ...$90 
DATATL  T 1 CSU . . .  .$450 

NETWORTH . CALL 

VITALINK . CALL 

CX/TP  XNCVR . $40 


KALPANA  (U) 


EPS1500....S750 

EPP211 . $250 

EPS500....$1250 


USED  CISCO  DIRECT 


►Routers  ►Switches 
►Hubs  ►Modems 
►ISDN/ATM  ►NICS 
►Tl  CSU/DSUs 


ciscoSystems 


WE  BUY  USED 
WE  ALSO  RENT 


►  Synoptics  ►  3COM  ►IBM  ►Madge 

►  Ascend  ►Cabletron  ►USRobotics 

►  Motorola  ►Bay  Networks  ►Livingston 

►  Intel  ►Adtran  ►ADC  Kentrox  ►Sun 

►  Newbridge  ^  jium 

►  Shiva  www.digilalwarehouse.(om 

m/Net  Communications  Inc.  43-26  52nd  Street  Woodside  NY  1 1377 
Voice  718-565-3033,  Fox  718-899-1019,  Web  www.mnetcom.com 


DIGITAL  WAREHOUSE 


1-800-553-4383 
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SAVE  50%  &  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

RENT  HP! 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232  . $99 

Newbridge  Channel  Banks . $2995 

Micom  Marathon  lK,5K,5KTlirbo,10K..50o/o  off 

Kentrox  T-Serv  II . $499 

T-1  CSU’s . $350 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

Datatel  DSU/CSU  56KBPS . $175 

AT&T  Channel  Banks . $2995 

Stat  Muxes  4, 8, 16,  32,  port . LOW 

T-1  CSU/DSU  V.35 . $495 

Channel  Bank  Rentals . $299/month 

IMETROCOMI 

3  (800)  364-8838  or  (713)  495-6500  = 
—  FAX  (713)  495-8449  24  HRS  S 
HTTP://www.Metrocomlnc.Com 
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INFORMATION  DATA 
PRODUCTS  CORE 

Modems 

Multiplexers 

DSU/CSU's 

T-l/FT-1 

Voice/Data 

Bridges/Routers 

New  -  Refurbished 
"Data  Communications 
Specialists" 

1-800-362-3770 

wan-info@planet.net 

http://www.planet.net/idpc 
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NetworkWorld 

Delivers  Powerful  Buyers! 

Network  World  Readers  Plan  to  Purchase  More  Operating  Systems  Licenses  than 
Readers  of  Other  Leading  Network  Publications 


Network  World 

NetWare 

85 

Windows  NT 

103 

Windows  for  Workgroups 

54 

Windows  95 

100 

Mac  OS 

88 

Unix 

17 

Total 

447 

Source:  IntelliQuestCIMS  v3.0, 1996 


For  more  information  on  how  we  stack  up  against  the 
competition,  call  Carla  at  800-622-1108  ext.  465 


SynOptics. 


0  Bay  Networks 


caBLeTRon 

systems  N9 

NOVELL 


The  Complete  Networking  Solution' 


Largest  Inventory  of  Refurbished  SynOptics  in  America! 

•  SynOptics  Trained  •  Proven  Track  Record 

•  SynOptics  Authorized  •  We  Stock  What  We  Sell! 

•  One  Year  Warranties  •  We  Buy  Used  Equipment  ?====== 

WE  REPAIR  ALL  SYNOPTICS  Wellfleet  P"**™ 


National  LAN  Exchange 

800-243-LANS 

5  2  6  7 

1403  W.  820  N.  Provo,  UT  84601  Voice  801-377  0074  FAX  801-377  0078 
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NOVELL  NETWARE 

-  PROMO 

v4.1  -  5  User . 

.  . . $345 

v4.1  -  10  User . 

. . . $695 

v4.1  -  25  User . 

.  . . $895 

v4.1  -  50  User  .... 

. . $1195 

v4.1  -  100  User  .  .  . 

. . $1695 

v4.1  -  250  User  .  .  . 

. . $2995 

NETWARE  FOR  SAA  V2.0 

SAA  1 6  Session  .  .  . 

.  .  . $795 

SAA  64  Session  .  .  . 

.  . $1995 

SAA  128  Session  .  . 

.  . $2995 

SAA  254  Session  .  . 

.  . $3995 

I  UPGRADES  UP  TO  60%  OFF 

Free  IittranetWare/v4.1 1 

with  purchase  of  Novell 

SAFE  SYSTEMS 

Tel:  800-399- 

2808 

Fax:  310-246- 

-9646 

Circle  Reader  Service  No.  296 


ROUTERS  •  HUBS  •  BRUGES  •  MODEMS  •  MUXES 
DSU/CSU  •  FRAME  RELAY  •  Tl  •  ISON 


BUY/SELL/LEASE 


CISCO 


MOTOROLA  •  ASCEND  •  LIVINGSTON  •  3COM 
BAY  NETWORKS  •  CISCO  •  ADTRAN  •  US  ROB 


ra  Fax:805-964-5649  g 
http:/ / www.networkhardware.com 


Nrwoix  lutwui  Resale,  Inc. 

1800  The  Stmnd  •  Kssmosa  Beach,  CA  90254 
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Acadia . 33 

AirMedia . 12 

Ameritech . 43,44 
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AOL . 36 

Apple . 40 
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AT&T Solutions . 43 

B 

BBN  Planet . 44 
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BHR . 29 

Blue  Cross/Blue  Shield . 49 

Bluecurve . 18 

Brightware . 33 

BT . 1,69 

Bull  Hn  Information  Systems . 43 

C 

Cable  &  Wireless . 19 

Cabletron . 6 

Cap  Gemini  America . 44 

Cisco . 6,17,23,33,41 
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Compaq . 6,28 

CompuServe . 19 

Coopers  &Lybrand . 49 

CSC . 44 

D 

Dell . 6,23 

Digital . 16,43,52 
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E 
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EntexInformationServices . 44 

Everest  Software . 49 

ExecuTrain . 56 

F 

First  Virtual . 40 

G 

G2  Research . 44 
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H 

Hayes . 23 

HP . 56 

I 

IBM . 6,41,43,44,48,50 

INS . 44 

Integrated  Systems  Solutions . 43,50 

Intel . 17,28 

IntraNet  Solutions . 12 

Iona . 29 

Ipsilon . 6 

L 

LDDS  WorldCom . 1 

Lockheed  Martin . 50 


Lotus . 

Lucent . 

M 
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MCI . 

MClSystemhouse . 

Meter  CommunicationsSystems... 

MFS . 

Microsoft . 

Mitel . 

Montague . 

Motorola . 

N 

NCR . 

NEC . 

Netscape . 

Next  Software . 

NextWave . 

Novell . 

NYNEX . 

O 

Oracle . 

P 

Paranet . 

PCtel . 

Premiere . 
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Q 

Quadritek . 

Qualcomm . 

R 

Racal-Datacom . 

Rad  net . 

Remedy . 

S 

Silicon  Graphics . 

Stonehouse . 

Sun . 

SunSoft . 

Systems  Management  Specialists, 
T 

Tandem . 

3Com . 

U 

Unisys . 

UUNET . 

V 

VeriFone . 

W 

WebFlow . 

X 

Xircom . 
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The  network  outsourcing  services  Buyer's  Guide  vendor  list  is 
on  page 45. 
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Publicize  your  press  coverage  in 
Network  World  by  ordering  reprints 
of  your  editorial  mentions.  Reprints 
make  great  marketing  materials  and 
are  available  in  quantities  of  500 
and  up. 

To  order,  contact  Reprint  Services  at  612-582-3800  or 
315  5th  Ave.  N.W.,  St.  Paul,  MN  55112. 

Our  Instant  fax-back  service  delivers  Information  on  many  of  these  products.  Dial  800-756-9430  from  your  touch  tone  phone  and  use  the  appropriate  document  code  to  have  information  faxed  right  back  to  your  fax  machine! 

Network  World  •  November  11, 1996  •  www.nwfusion.com  •  67 


Create  diagrams,  proposals  and  network 
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News 


Microsoft  extends  Java  to  Windows  3.1 

Microsoft  Co  rp.  last  week  pledged  to  deliver  Java  support 
to  its  Internet  Explorer  3.0  Web  browser  on  Windows  3. 1 . 

To  date,  the  Redmond,  Wash.-based  software  giant 
has  builtjava  Virtual  Machine — software  that  letsjava 
applets  execute  in  browsers  —  only  for  its  Windows  95,  Windows 
NT  and  Macintosh  browsers. 

But  at  its  Professional  Developers  Conference,  the  firm  dem- 
onstratedjava  applets  running  in  its  Windows  3.1  browser  and 
told  customers  to  expect  IE  3.0  to  be  available  next  month  for 
download  from  its  Website. 

Microsoft  delivered  Java  on  Windows  95  and  NT  on  Aug.  1 3, 
with  the  launch  of  IE  3.0.Java  support  in  the  Macintosh  browser 
came  lastweek. 

Rival  Netscape  Communications  Corp.  has  pledged  to  sup- 
portj ava  in  its  Windows  3. 1  browser,  but  has  yet  to  ship  it.  IBM 
released  the  first  Windows  3.  l-basedjava  Virtual  Machine  in 
August. 

“The  fact  that  Microsoft  was  able  to  port  the  Java  Virtual 
Machine,  which  is  a  32-bit  application,  into  Windows  3. 1 ,  a  1 6-bit 
environment,  as  quickly  as  they  did  is  amazing,”  said  Rob 
Enderle,an  analyst  with  Giga  Information  Group. 

—  Carol  Slixva 


\  NT 

Continued  from  page  1 

egv  will  be  Active  Directory.  It 
j  provides  the  underpinnings  for 
|  the  improved  security  service 
j  and  has  strong  ties  to  the  NT- 
based  Microsoft  Common  Con¬ 
sole  (MCC),  which  is  a  new 
framework  for  managing  distrib¬ 
uted  NT  networks. 

“We  haven’t  developed  tools 
for  NT  in  the  past  because  we 
deal  with  the  enterprise,  and  the 
existing  NT  directory  doesn’t 
scale  to  fit  that  space,”  said 
Randy  Bradley,  chief  technology 
officer  of  NetPro  Computing, 
Inc.,  a  Scottsdale,  Ariz.,  firm  that 
builds  directory  management 
software  for  NetWare  and  Ban¬ 
yan  Systems,  Inc.  VINES  nets. 

“By  building  the  new  direc¬ 
tory  as  a  base  service  into  NT, 
Microsoft  may  not  be  removing 
those  enterprise  barriers  com¬ 
pletely,”  he  said.  “But  it  is  defi¬ 
nitely  raising  the  bar  in  terms  of 
at  what  point  NT  management 


becomes  a  complete  mess.” 

Active  Directory  provides  end 
users  with  a  single  logon  capabil¬ 
ity  for  all  network  resources  and 
is  accessible  to  any  client  or 
application  that  employs  the 
Lightweight  Directory  Access 
Protocol.  It  also  supports 
Domain  Name  Service  as  a  loca¬ 
tor  service  as  well  as  a  variety  of 
name  spaces,  such  as  Internet 
E-mail,  HTTP,  URL  and  X.500 
addresses. 

Active  Directory  provides  a 
hierarchical  view  of  all  the 
objects  stored  within  it  and  can 
be  constructed  to  reflect  the  logi¬ 
cal  view  of  an  organization.  All¬ 
chin  explained  that  setting  up 
this  directory  in  a  distributed 
environment  does  not  have  to 
happen  in  a  top-down  manner. 

“We  have  taken  a  grassroots 
approach  that  allows  companies 
to  establish  directory  services  on 
a  department-by-department 
basis,  and  then  an  administrator 
can  use  drag-and-drop  tools  to 
integrate  them  into  a  single 


directory,”  he  said. 

Microsoft  is  providing  back¬ 
ward-compatibility  with  Win¬ 
dows  NT  3.X  and  4.X,  and 
NetWare  3.X  and  4.X  directory 
services  through  its  Active  Direc¬ 
tory  Interface,  formerly  called 
OLE  DS.  An  integrated  Active 
Directory  Interface  service  pro¬ 
vider  for  each  legacy  directory 
provides  end-user  access  and 
limited  management  capabili¬ 
ties  for  administrators. 

The  new  directory  improves 
on  replication  services  by  letting 
every  directory  server  replicate 
relevant  changes  to  all  copies. 
Previously,  NT  replication  was 
based  on  a  less  efficient  mas¬ 
ter/slave  model. 

Active  Directory  can  be  man¬ 
aged  via  a  32-bit  Windows  tool  set 
that  lets  an  administrator  manip¬ 
ulate  single  objects,  groups  of 
users  or  entire  directory  trees. 
This  application  can  run  as  a 
stand-alone  tool  or  can  be  inte¬ 
grated  into  MCC. 

MCC,  previously  known  as 


Slate,  is  a  customizable  container 
for  all  NT-based,  snap-in  admin¬ 
istration  tools.  MCC  itself  pro¬ 
vides  no  management  functions, 
but  rather  a  common  environ¬ 
ment  for  all  other  NT  adminis¬ 
tration  tools  to  work  within. 

MCC  is  not  a  replacement  for 
Microsoft’s  desktop  manage¬ 
ment  platform,  Systems  Manage¬ 
ment  Server,  said  project 
manager  Michael  Emanuel. 

Playing  it  safe 

The  new  NT  5.0  dis¬ 
tributed  security  service, 
which  provides  both  pri¬ 
vate  and  public  key 
authentication,  is  also 
tightly  linked  with  Active 
Directory. 

This  security  model, 
based  on  the  Kerberos 
authentication  protocol, 
stores  all  user  identifica¬ 
tion  information  and 
passwords  in  Active 
Directory.  End  users  log¬ 
ging  on  to  the  network 
are  authenticated  once, 
and  every  time  they  try  to  access 
network  services  thereafter,  their 
rights  to  do  so  are  checked 
against  Active  Directory. 

This  model  also  supports  the 
use  of  X.509  public  key  certifi¬ 
cates  for  granting  company  out¬ 
siders  who  do  not  have  Kerberos 
credentials  access  to  network  ser¬ 
vices.  Active  Directory  allows 
X.509  security  certificates  issued 
by  a  trusted  authority,  such  as  the 
upcoming  Microsoft  Certificate 
Server,  to  be  mapped  onto  Win¬ 
dows  NT  security  groups.  This 
mapping  lets  a  non-Windows  NT 
user  with  a  certificate  gain  access 
to  resources  in  the  same  way  as  a 
user  with  Kerberos  credentials. 


Another  change  in  directory- 
enabled  security  is  the  inclusion 
of  transitive  trust  relationships 
between  groups  of  users.  Using 
the  NT  4.0  services,  trust  across 
domains  had  to  be  defined  for 
every  relationship. 

“Under  the  old  scheme,  we 
estimated  that  we  would  have  to 
manage  about  5,000  trust  rela¬ 
tionships;  but  this  inherited 
trust,  I  hope,  will  ease  that  signifi¬ 


cantly,”  said  a  net  architect  at  a 
large  international  communica¬ 
tions  company  looking  at  Active 
Directory  to  tie  together  the 
firm’s  six  disparate  NT  domains, 
which  support  60,000  users. 

Overall,  analysts  at  the  confer¬ 
ence  were  impressed  with  Micro¬ 
soft’s  NT  efforts. 

“I  am  encouraged  about  NT’s 
chances  in  the  enterprise 
because,  from  what  I  saw,  these 
new  services  make  handling  dis¬ 
tributed  assets  a  lot  like  manag¬ 
ing  a  centralized  mainframe 
environment,”  said  Rob 
Enderle,  an  analyst  with  Giga 
Information  Group  in  Santa 
Clara,  Calif.  ■ 


Microsoft  launches  Active  Server 


Last  week  at  Microsoft  Corp.  ’s  Professional 
Developers  Conference,  Active  Server  had 
its  day  in  the  sun. 

Not  your  typical  for-purchase  server  soft¬ 
ware  package,  Active  Server  is  a  set  of  technol¬ 
ogies  that  can  be  used  to  create  server  and  Web 
server  applications,  making  use  of  system  services 
integrated  into  Windows  NT  4.0  Server.  Included 
are: 

■  Active  Server  Pages  (formerly  code-named 
Denali),  a  feature  built  into  IIS  3.0  that  enables 
developers  to  combine  HTML  and  scripts  (sim¬ 
ple  programs  written  with  a  scripting  language 
such  as  Visual  Basic  script  orJavaScript)  to  invoke 
server-based  ActiveX  components  that  can  run 
business  applications.  The  ActiveX  components 
execute  the  business  logic  on  the  server,  as 
opposed  to  die  client  or  the  HTML  page,  making 
it  easier  to  modify  applications. 

■  A  transaction  server,  code-named  Viper,  that 
runs  applications  builtfrom  ActiveX  compo¬ 
nents. 

■  Message  queueing-based  middleware,  code- 
named  Falcon,  similar  in  function  to  IBM’s 
MQSeries. 

■  The  Distributed  Component  Object  Model,  a 
mechanism  by  which  components  on  different 
servers  communicate. 

‘  ‘ Putting  it  all  together,  they’ve  got  an  impres¬ 
sive  set  of  services  being  made  available  for  NT, 
but  it  isjust  for  NT,  ’  ’  said  David  Smith,  a  research 
director  with  Stamford,  Conn.-based  Gartner 
Group,  Inc. 

With  Active  Server  Pages,  developers  should 
find  it  easier  to  add  scripting  to  an  HTML  page, 
Microsoft  said.  Other  advantages  are  its  language 
independence,  browser  neutrality  andjust-in- 
time  com  piler  that  allows  layout  or  content  to  be 
updated  without  having  to  manually  compile  it. 

Developers  can  take  an  HTML  page,  add 
scripting  to  it  using  the  language  of  their  choice 
and,  if  necessary,  make  the  scripting  drive  compo¬ 


nents  to  perform  business  transactions.  Scripts 
can  detect  what  type  of  functionality  the  browser 
supports.  Through  Active  Data  Objects,  users 
can  gain  access  to  any  Open  Database  Connectiv¬ 
ity-compliant  database.  In  the  past,  Microsoft 
had  provided  database  connectivity  through  its 
InternetDatabase  Connector  (IDC);  but  in 
order  to  use  IDC,  developers  had  to  learn  a  new 
scripting  language,  saidjonathan  Perera,  IIS 
product  manager. 

The  Viper  transaction  server  provides  all  of 
the  low-level  plumbing  features  —  such  as  con¬ 
nection,  thread  and  process  managers,  and  auto¬ 
matic  transaction  support —  thatserver 
developers  often  spent  40%  of  their  time  build¬ 
ing,  saidJamesUtzschneider,  Microsoft  group 
product  manager. 

A  single-user  component,  written  as  an 
ActiveX  Dynamic  Link  Library,  is  dragged  and 
dropped  into  the  Viper  environment.  Through 
Viper,  many  users  can  access  the  component 
simultaneously.  Plans  call  for  applications  to  be 
able  to  scale  to  1 00  to  200  concurren  t  users  by 
nextyear,  he  said.  For  those  wanting  interopera¬ 
bility  between  applications  built  in  Viper  and  the 
mainframe,  a  tool  code-named  Cedar  can  map 
an  ActiveX  application  to  invoke  transactions  on 
the  mainframe. 

Falcon  is  the  server  engine  that  queues  mes¬ 
sages.  In  the  initial  Falcon  release,  developers 
will  explicitly  have  to  program  to  use  the  message 
queues.  But  by  the  end  of  nextyear,  Microsoft 
expects  to  merge  Falcon  and  Viper  so  compo¬ 
nent  developers  can  have  their  applications 
transparently  executed  in  synchronous  or  asyn¬ 
chronous  mode. 

Viper  is  due  out  in  the  first  quarter  of  next 
year,  and  Falcon,  in  beta  now,  is  expected  to  ship 
by  the  end  ofjune.  Pricing  and  packaging  has  not 
been  finalized,  Utzschneidersaid.  Partsof  Viper 
and  Falcon  technologies  will  wind  up  in  NT  5.0. 

—  CarolSliiua 


THE  MEMPHIS  PROMISE 

-  Microsoft  talked  about  more 

■  lliiMj  than  its  server  software  last  week, 

previewing  its  follow-up  to  Windows  95, 

code-named  Memphis.  The  product  boasts: 

►  Optional  integration  with  Internet  Explorer  4.0 

►  Improved  performance 

►  Reduced  administration  costs 

►  A  common  device  driver  model 
with  Windows  NT 

►  The  latest  hardware  support  for  OnNow 
technology,  Universal  Serial  Bus  and 
advanced  graphics  buses 

►  Backward-compatibility  with 
Windows  95  applications 
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BT-MCI 

Continued  from  page  1 

ing  at  least  the  outward  structure 
of  the  long-distance  and  other 
telecommunicadons  markets. 

Other  moves  include  the 
merger  of  LDDS  WorldCom  and 
MFS  Communications  Com¬ 
pany,  Inc.,  and  two  regional  Bell 
operating  company  unions  that 
could  help  the  local  carriers  ex¬ 
pand  into  full-blown  long-haul 
services  (see graphic). 

Even  more  deals  —  particu¬ 
larly  international  ones  —  are 
expected  in  die  months  ahead, 
given  that  the  global  long-dis¬ 
tance  market  is  growing  faster 
than  the  domestic  market. 

But  experts  said  the  first 
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impact  of  the  BT-MCI  transac¬ 
tion  —  if  approved  by  the  Fed¬ 
eral  Communications  Commis¬ 
sion  and  other  authorities  — 
could  be  on  the  U.S.  local  ser¬ 
vices  market. 

It  could  give  MCI  the  funds 
needed  to  expand  its  local  pres¬ 
ence  “at  a  time  when  AT&T  is 
having  a  hard  time  making 
money  at  its  core  business,  much 
less  competing  in  new  market¬ 
places,”  said  Traver  Kennedy, 
director  of  WAN  research  world¬ 
wide  for  Aberdeen  Group,  Inc. 
in  Boston. 

Many  long-distance  carriers 
may  be  forced  to  enter  the  local 
market  with  their  own  facilities, 
rather  than  leasing  parts  of 
RBOCs’  networks  or  reselling 
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RBOC  services.  AT&T  has 
banked  on  being  able  to  resell 
RBOC  local  services,  rather  than 
building  its  own  networks 
quickly.  But  prospects  for  speedy 
entry  into  the  local  marketplace 
through  resale  dimmed  after  the 
FCC’s  implementation  rules 
were  stayed. 

AT&T  has  to  worry  about  BT 
and  MCI  in  other  areas,  as  well. 
BT  and  MCI  combined  —  as 
Concert  —  will  be  able  to  com¬ 
pete  for  the  kinds  of  telecom  ser¬ 
vice  business  that  once  only 
AT&T  had  the  scope  to  compete 
for,  said  Eric  Paulak,  an  analyst 
with  Gartner  Group,  Inc.  in 
Stamford,  Conn.  “MCI  can  force 
the  issue,  and  AT&T  will  have  to 
beat  them  on  price,”  he  said. 

Waiting  for  a  change 

But  with  MCI’s  intentions  not 
fully  known,  corporate  network 
managers  are  starting  to  feel 
merger  fatigue  with  the  carriers. 
East  Coast  users  cite  the  frustrat¬ 
ing  example  of  Bell  Atlantic 
Corp.’s  proposed  takeover  of 
NYNEXCorp. 

When  the  RBOC  megadeal 
was  announced  in  April,  Bell 
Adantic  Chairman  and  Chief 
Executive  Officer  Raymond 
Smith  promised  to  fix  NYNEX’s 
notorious  service  installation 
problems  within  a  year.  But  users 
last  week  said  that  with  more 
than  half  the  time  elapsed,  they 
have  seen  no  sign  of  improve¬ 
ment  and  litde  or  nothing  about 
how  the  combined  RBOC  would 
operate  in  the  future. 

“Everybody  wants  to  know 
what’s  going  to  happen  to  their 
account  teams  and  how  [the 
merger]  is  going  to  affect  their 
services,”  O’Brien  said.  “We 
don’t  have  any  answers  to  those 
questions.” 

Some  experts  said  that 
despite  the  blockbuster  RBOC 
deals,  the  balance  of  power  may 
well  still  be  in  the  hands  of  tradi¬ 
tional  long-distance  earners. 

RBOCs  have  plans  to  resell 
long  distance  out  of  region  and 
are  expanding  into  the  interna¬ 
tional  market  with  invesunents 
in  European  post,  telegraph  and 
telephone  administrations.  But 
they  are  stuck  in  the  starting  gate 
until  they  get  permission  to  sell 
long  distance  in  their  own  terri¬ 
tories  —  something  that  will  not 
become  a  reality  until  nextyear. 

Others  —  such  as  MFS  World¬ 
Com  —  may  already  be  ahead  of 
them. 

The  MFS  WorldCom  merger 
—  which  could  gain  stockholder 
approval  by  year-end  —  could 
result  in  the  first  carrier  to  offer 
true  bundled  local  and  long-dis¬ 
tance  sendee,  said  user  attorney 


LONG-DISTANCE  SHAKE-UP 

Restructuring  activity 

AT&T  Has  spun  off  Lucent  hard¬ 
ware  group;  is  spinning 
off  NCR  computer  division 

MCI  To  be  acquired  by  BT 


MFS-  Merger 
WorldCom 


Sprint  GlobalOne  joint  venture 

with  France  Telecom  and 
Deutsche  Telekom 

RBOCs  Bell  Atlantic  and  NYNEX 

to  merge;  SBC  and  PacBell 
to  merge;  US  WEST  to  buy 
Continental  Cablevision 


Hank  Levine,  partner  in  the  law 
firm  of  Levine,  Blaszak,  Block 
and  Boothby. 

“BT  and  MCI  are  poised  to  go 
into  more  markets”  than  the 
RBOCs,  Paulak  said.  Internation¬ 
ally,  the  combined  company  will 
own  links  on  both  sides  of  the 
Atlantic  with  a  presence  in  72 
countries. 


Outlook 

If  it  can  overcome  the  inertia  of 
doing  what  it  wants  at  its  own  pace, 

AT&T  has  the  size,  and  owns  the 
network,  to  continue  its  dominance. 

BT’s  bulk  and  presence  around  the 
world,  combined  with  MCl's  technical 
expertise  and  innovation,  could 
create  a  powerhouse. 

Bundled  local,  long-distance  and  Internet 
access  on  all  fiber  networks  it  owns 
could  be  attractive  if  integrated  well. 

Half  ownership  in  a  new  trans-Atlantic 
cable  and  approval  to  expand 
European  networks  add  to  the 
possibilities. 

GlobalOne  services  underway  and 
nationwide  wireless  PCS  network  building 
out.  But  deal  to  build  wired  local  loops 
with  cable  companies  has  fizzled. 

With  ownership  of  local  network 
infrastructure,  they  are  poised  to  move 
quickly  to  bundle  local  service  with  resold 
longdistance  service,  but  must  wait  for 
permission  to  sell  it  in  their  own  regions. 
Some  already  sell  long  distance  out 
of  region. 

Observers  said  customers 
should  not  be  surprised  that  new 
legislation  and  industry  upheav¬ 
al  have  failed  to  result  in  massive 
changes  for  them. 

“Users  were  like  the  fair 
maiden  at  the  jousting  tourna¬ 
ment,”  Levine  said.  “They  were 
fought  over  but  not  really  part  of 
the  action.”  ■ 


BT  and  MCI:  Couldn’t  hurt  global  effort 

They  do  not  think  it  will  have  a  dramatic  impact  immedi¬ 
ately,  but  users  figure  the  merger  of  MCI  Communica¬ 
tions  Corp.  and  British  Telecommunications  pic  can 
only  make  it  easier  to  build  global  networks.  They  already 
operate  the  Concertjoint  venture,  set  up  to  provide  multina¬ 
tional  voice  and  data  services  via  a  single  point  of  contact.  But 
users  said  the  integrated  support  and  billing  systems  from  Con¬ 
cert  and  rival  global  ventures  have  not  lived  up  to  their  advance 
billing. 

“There  really  is  no  one-stop  shopping  today,”  said  Michael 
McKenna,  director  of  network  services  for  American  Interna¬ 
tional  Group  Data  Center,  Inc.  in  Livingston,  N.J.  ‘  ‘We’ll  sit  at  a 
table  with  folks  from  MCI  and  BT,  and  the  first  thing  we  have  to 
do  is  introduce  them  to  each  other.” 

McKenna,  whose  organization  is  an  affiliate  of  the  AIG  insur¬ 
ance  companies,  said  he  has  similar  issues  with  AT&T.  AIG’s 
contract  for  international  managed  AccuWAN  data  services 
does  not  extend  to  problem  resolution  on  weekends,  and  most 
trouble  tickets  are  opened  by  his  own  staff. 

The  deal’s  biggest  impact  maybe  to  light  afire  under  AT&T, 
users  and  analysts  said.  BT  and  MCl’s  announcement  of  a 
merger,  rather  than  an  alliance,  will  force  AT&T  to  arrange  for 
local  support  in  multiple  countries,  said  user  attorney  Hank 
Levine,  partner  in  Levine,  Blaszak,  Blockand  Boothby.  “Now 
it’s  ‘I’ll  do  my  best  to  get  the  Dutch  to  get  it  done,’  ”  he  said.  But 
with  BT-MCI  able  to  provide  one-stop  shopping,  “they’ll  do  it 
themselves.” 

George  Hallenbeck,  senior  telecommunications  analyst  for 
Marsh  &  McLennan,  Inc.  in  New  York,  agreed.  He’s  worked  with 
both  the  AT&T  and  MCI  global  alliances.  “I  think  the  [merger] 
is  good  because  of  the  effect  it  will  have  on  competitors,”  Hal¬ 
lenbeck  said. 

—  David  Rohde 
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A  Brit  declares: 

Give  me  Telecom  or 
give  me  death! 


s  I  confessed  in  a  previous  col¬ 
umn,  I’m  an  escapee  from 
Britain.  I’ve  been  living  in 
Southern  California forjust 
over  six  years,  and  I  love  it. 
(It  often  seems  that  there 
are  more  Brits  in  SoCal  than  any  other 
alien  life  form,  but  I  digress... ) 

So  being  a  Brit,  it  was  with  great  inter¬ 
est  that  I  learned  of  British  Telecom¬ 
munications  pic’s  plan  to  acquire  MCI 
for  some  $2 1  billion .  This  will  create  an 
entity  that  operates  in  more  than  70 
countries  and  has  a  gross  annual  revenue 
of  around  $35  billion. 

Astounding!  My  first  thoughtwas, 
“How  can  BT  afford  that?”  My  second 
was,  “Dull.  Don’t  you  remember  how 
much  phone  service  costs  in  the  U.K.?” 

For  the  first  time  in  the  global  market¬ 
place,  we  have  a  potential  competitor  to 
AT&T.  In  the  Edupage*  E-mail  bulletin  I 
just  received,  an  analyst  is  quoted 
with  the  pithy  comment, 

“Now you  have  another 
global  gorilla.” 

But  hold  hard!  Is  this 
really  a  good  idea?  At 
the  heart  of  my  con¬ 
cerns  is  allowing  the 
control  of  a  major  U.S. 
telecommunications 
company  to  slip  into  the 
hands  of  a  foreign  company, 
albeit  one  from  a  friendly  nation. 

1 1  seems  that  if  we  allow  th  e  acquisi¬ 
tion ,  we  will  be  showing  that  we  neither 
understand  the  importance  of  our  tele¬ 
com  infrastructure  nor  value  it.  And  I 
don’t  mean  value  as  in  putting  a  dollar 
value  on  it  (obviously,  in  the  case  of  MCI, 
$2 1  billion  covers  its  value  adequately) . 

We  should  understand  that  telecom  is 
the  lifeblood  of  our  commercial  future. 
Without  an  effective  communications 
infrastructure,  there  would  be  no  con¬ 
sumer  online  anything  worth  talking 
about  and  the  evolution  of  corporate  IT 
would  be  seriously  hampered.  We  should 
value  telecom  as  our  competitive  edge,  a 
prime  differentiator  between  the  U.S. 
and  the  rest  of  the  world. 

Now  I  don’t  agree  with  theway  the 
FCC  handles  telecom  regulation  — 
indeed,  much  of  the  time,  the  agency  acts 
as  a  flawed,  overly  political  and  short¬ 
sighted  organization.  (I  think  the  voice- 
over-the-’Net  fiasco  pointed  out  these 
deficiencies  very  clearly.**) 

But  if  the  FCC  allows  this  deal  to  hap¬ 
pen,  it  is  giving  away  our  future.  Itwould 


If  we  allow  the  acquisi¬ 
tion ,  we  will  be  shotving 
that  we  neither  under¬ 
stand  the  importance  of 
our  telecom  infrastruc¬ 
ture  nor  value  it. 

be  placing  a  key  part  of  our  economic 
infrastructure  in  the  hands  of  a  multina¬ 
tional  whose  objectives  would  be  driven 
by  commercial  interests  rather  than  in 
the  interests  of  America.  (OK,  I  know  all 
companies  are  driven  by  commercial 
interests,  but  BT  won’t  operate  in  the 
same  national  context  as  an  American 
company  like,  say,  AT&T.) 

Make  no  mistake,  if  BT  acquires 
MCI,  it  will  not  be  to  the  benefit 
of  U.S.  commerce  and,  there¬ 
fore,  not  in  the  interest  of 
the  American  people. 
Besides,  with  the  political 
clout  BT  would  then  wield, 
the  Brits  mightjustaskfor 
their  tea  back. 

*  Edupage  is  (and  I  quote  from 
their  bulletin)  “asummaryof  news 
about  information  technology  provided 
three  times  a  week  as  a  service  by  Edu- 
com,  a  Washington,  D.C.-based  consor¬ 
tium  of  leading  colleges  and  universities 
seeking  to  transform  education  through 
the  use  of  information  technology.” 

To  subscribe,  send  mail  to  list- 
proc@educom.unc.edu  with  the  mes¬ 
sage  “subscribe  edupage  (your  name).” 

**  In  case  you  missed  it,  the  voice-over- 
the-’Net  fiasco  started  in  March  when  a 
number  of  telcos,  speaking  through  the 
America’s  Carriers  Telecommunication 
Association,  petitioned  to  get  the  FCC  to 
ban  Internet  telephony  software. 

While  the  FCC  usually  takes  its  sweet 
time  over  such  petitions,  it  acted  with  sur¬ 
prising  speed  in  getting  this  one  on  the 
docket.  The  whole  fracas  simply  fizzled 
out,  but  it  was  quite  clear  the  FCC  was 
swayed  by  the  political  muscle  of  ACTA. 

Do  you  think  the  acquisition  is  a  good  idea  ? 
Write  meat  mgibbs@gibbs.com  or  call  on  ( 800) 
622-1 108,  Ext.  504. 


How  a  lowly  API  is  changing 
life  in  the  networked  world 


Dave  Buerger 


During  the  mind-numbing 
blur  of  elections  last  week, 
most  of  us  missed  the  sig¬ 
nificance  of  a  key  techni¬ 
cal  announcement  that 
will  change  users’  and  net¬ 
work  managers’  lives. 

The  apparently  dull  news  was  (drum 
roll)  a  new  version  of  the  WinSockAPI.  It 
sounds  arcane,  but  consider  this:  Win- 
Sock  is  one  of  the  most  important  factors 
behind  the  relative  ease  of  Internet 
connectivity  enjoyed  by  mil¬ 
lions  of  people. 

More  important,  Win- 
Sock  2  could  be  the  magic 
ingredient  that  dramati¬ 
cally  accelerates  the  use 
of  networked  multimedia 
applications 
and  fast  LANs 
based  on  ATM. 

Why  the  fuss  about  an  API? 

WinSock  stands  for  Windows  Sockets, 
which  are  communications  endpoints 
allowing  applications  to  talk  to  each 
other  over  a  network. 

WinSock  is  included  in  Microsoft 
Corp.  ’s  Windows  95  and  NT.  It  lets  devel¬ 
opers  create  networked  applications 
without  worrying  about  particular  trans¬ 
port  protocols.  WinSock  also  lets  net¬ 
work  protocol  and  infrastructure 


WinSock  2  could  be  the 
magic  ingredient  that  dra¬ 
matically  accelerates  the  use 
of  networked  multimedia 
applications  and  fast  LANs. 


suppliers  build  products  without  con¬ 
cern  for  applications.  The  result  is  sim¬ 
pler  connectivity  and  application  use  for 
everyone. 

Before  WinSock  1 . 1  was  released  in 
early  1993,  network  managers  worked 
harder  to  make  Windows  applications 
run  over  TCP/IP.  They  had  to  choose 
applications  that  would  run  on  specific 
versions  of  TCP/IP.  Coordinating  appli¬ 
cations  with  protocols  was  a  mess. 

People  now  benefit  by  buying  what¬ 
ever  they  want,  provided  it  is  WinSock- 
compliant. 

There  are  tens  of  thousands  ofWin- 
Sock-compliant  applications,  according 
to  Martin  Hall,  chairman  of  the  WinSock 
API  group.  Hall  is  also  chief  technical 
officer  and  cofounder  of  Stardust  Tech¬ 


nologies,  Inc.,  which  provides  interoper¬ 
ability  testing  for  makers  of  networking 
products. 

According  to  Hall,  there  is  no  way  that 
millions  of  new  Internet  users  could  have 
so  easilyjumped  online  without  Win¬ 
Sock.  (Microsoft’s  inclusion  of  TCP/IP 
with  Windows  95  and  NT  helped,  but  that 
is  another  story.) 

WinSock  2  promises  a  broad  range  of 
benefits  that  will  dramatically  expand  the 
need  for  higher  speed  networks. 

For  starters,  transport  pro¬ 
tocol  support  now  includes 
TCP/IP,  IPX,  DECnetand 
ATM.  ATM  support  is 
largely  due  to  Microsoft’s 
licensing  of  FORE  Sys¬ 
tems,  Inc.  ’s  Forethought 
ATM  LAN  Emulation  Cli¬ 
ent  software,  which  will  be 
added  to  Windows  95  and 
NT  next  year.  Users  will  be  able  to 

select  ‘  ‘ATM  adapter’  ’  from  a  pick  list, 
making  it  no  more  difficult  to  install  any 
ATM  network  than  Ethernet. 

By  writing  to  WinSock  2’s  interface, 
application  developers  automatically  use 
the  directory  service  of  their  choice. 
That’s  because  Domain  Name  Service, 
SunSoft’s  NIS/Yellow  Pages,  NetWare 
Directory  Services  and  Lightweight 
Directory  Access  Protocol  comply  with 
WinSock  2. 

The  new  API  also  allows  system 
and  infrastructure  vendors  to  sup¬ 
ply  value-added  services,  such  as 
security,  authentication,  virus 
checking  and  Internet  filtering. 

Finally,  WinSock  2  provides 
three  quality  of  service  levels: 
guaranteed,  predictive  and  best 
effort.  These  allow  applications  to 
request  bandwidth  to  fit  their 
needs  —  crucial  for  time-sensitive 
apps  like  videoconferencing  and 
manufacturing  control  systems. 

These  elements  are  the  missing  key  to 
enable  a  new  class  of  networked  multime¬ 
dia  applications.  People  will  begin  to 
clamor  for  these  tools  once  their  use 
becomes  as  simple  as  installing  a  browser. 
See  www.stardust.com  for  more  informa¬ 
tion  on  WinSock  2. 

Meanwhile,  network  managers 
shouldn’tsitstill.  This  obscure-sounding 
API  will  make  yourprofessional  life  eas¬ 
ier.  Vendors  say  product  support  is  com¬ 
ing  in  1997. 

Let  them  know  you  want  WinSock  2 
fast.  The  difference  is  worth  it. 


Buerger  is  a  networking  industry 
consultant  and  writer  in  Atlanta.  He  can  be 
reached  at  dave@buerger.  com. 
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Now  printing  on  a 


network  near  you. 


The  IBM*  Network  Printers  are  four 
new  low-cost  network-ready  printers  designed 
to  support  and  adapt  to  the  changing  demands 
of  shared  or  workgroup  environments.  Ranging 
from  12  to  24  ppm  and  from  monochrome 
to  high-quality  color,  these  printers  feature 
industry-leading  connectivity,  toner  economy 
mode  and  other  network-friendly  advances. 


As  your  networks  grow,  so  does  the  need 
for  open  systems  that  can  handle  a  multitude 
of  platforms,  vendors  and  page  description 
languages.  IBM  Network  Printers  fit  right  in, 
with  fully  integrated  support  for  Adobe® 
PostScriptf  PCL®5e  and  IPDS.'“  No  other 
workgroup  printer  does  that. 

There’s  also  aggressive  pricing,  unique 


paper-handling  options  and  other  surprises. 
Call  1  800  IBM -2468.  ext.  1A002.  or  visit  us 
at  www.can.ibm.com/ibmprinters  to  see  how' 
easy  IBM  has  made  printing  on  the  network. 


Solutions  for  a  small  planet™ 


IBM  is  a  registered  trademark  and  IPDS  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation.  All  other  company  and/or  product  names  are  registered  trademarks  or  trademarks  of  their  respective  owners.  01996  IBM  Corp. 

All  rights  reserved.  ’  V- 


Network  growth  can  be  a  real  battle.  More  users.  More  traffic. 
Intranets.  Multimedia.  You  name  it. 

Now  you  can  afford  a  new  plan  of  attack — divide  your  network 
into  smaller,  more  manageable  segments  with  the  BayStack  301 
Ethernet  Switch.  Each  segment — from  one  to  thousands  of  users — gets 
dedicated  10Mbps.  And  you  get  two  100Mbps  ports  for  servers  and 
backbones.  With  no  IP  addressing  hassles  and  no  table  configuration. 

BayStack  301  is  part  of  the  BayStack™  family,  so  you'll  build  your 
network  right  the  first  time.  And  it's  all  managed  by  Optivity® 

So  visit  our  Web  site  at  www.baynetworks. com/conquer/4  for  your 
free  guide  to  the  Fundamentals  of  Switching  or  call  1-800-8-BAYNET 
ext.  219.  And  seize  control  of  your  network  today. 
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BayStack  integrates 
hubs,  routers,  switches, 
and  Optivity  network 
management 
in  a  stackable, 
standards-based  system. 


IDE  AND  CONQUER. 
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